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Great American In 
1955 Shows Gains 
In Assets, Surplus 


Admitted Assets on Consolidated 
Group Basis $315,411,174; To- 
tal Surplus $157,534,152 


SIGHT GAIN IN PREMIUMS 


Charman Ackerman Reviews 
Year’s Results in Major Lines 
of Underwriting Activity 


Premiums written by the Great Ameri- 
can Group in 1955 amounted to $125,782,- 
9 compared with $124,137,524 in 1954 
Chairman D. R. Ackerman of the Great 
American Insurance Co. and affiliated 
companies reports in the annual state- 
ment issued this week. Premiums earned 
were $125,304,133 for last year and $123; 
399,920 for 1954. While the 1955 under= 
writing profit was only $574,534, against 
$734,727 the previous year, the 1955 in- 
vestment -gain amounted to $9,582,524, 
compared with $8,822,985 in 1954. Net 
income after taxes was $8,200,479 in 1955, 
or $286 a share, and $7,663,614 or $2.67 
ashare the previous year. 

The consolidated balance sheet shows 
total admitted assets of $315,411,174 on 
December 31 last, compared with $291,- 
77,160 at the close of 1954. The surplus 
to policyholders increased in 1955 to 
$157,534,152 from $136,852,427 on Decem- 
ber 31, 1954. 


Premiums by Classes 











Reviewing operations for 1955 Chair- 
man Ackerman states that premium vol- 
ume was as follows: 


Bonnie), OF. ee 2 i's cea $38,773,635 
Extended cover 

(includes windstorm) ...... 11,899,404 

il on growing crops...... . 4,083,568 

Ss CRS a 2,750,086 
BEEMMATING .........00000% ,483,077 
Auto physical damage ........ 12,732,640 
BISLEY 0/5 ois o10:e 0iea's Biase 18,140,289 
Auto property damage........ 8,599,778 
Yorkmen’s compensation .. 8,670,530 
Liability other than auto..... 6,590,632 
Fidelity and surety bonds..... 2,086,074 
MR  eh5 5 Scautodncectan 1,181,408 
Miscellaneous ..............0- 4,791,528 


The over-all loss ratio, on premiums 
tatned, was 58.5% against 59% in 1954. 

to hurricanes the extended cover- 
age loss ratio was 82.5%, but lower than 
the figure of 102.3% in 1954. Other 1955 
08 ratios are as follows—fire, 48.7%; 

on growing crops, 61%; ocean ma- 
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PILOTS AND CREW 


Now pilots and members of the 
crew on commercial airlines and 
many private pilots are eligible for 


life insurance. 
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Lincoln National 
Introducing Number 
Of New Coverages 


Extend Accident and Sickness In- 
surance to Sub-Standard 
Risks 


GROUP MAJOR MEDICAL 


Package Plan for as Few as Five 
Lives; $25,000 Minimum Size 
Ordinary Life Policy 


Several new coverages and the launch- 
ing of a President’s Trophy inter-agency 
competition for agency development are 
being announced this week at the Lin- 
coln National’s conference for general 
agents being held at Edgewater Beach 
Hotel, Chicago. Throughout the con- 
ference program emphasis is being 
placed on the development of new man- 
power as the company is introducing its 
new coverages and sales tools and the 
agency development competition. Pres- 
ent are 135 general agents and company 
officials. 











The New Coverages 


Among the new coverages which will 
be added to the company’s already broad 
line are the extension of accident and 
sickness insurance to substandard risks, 
introduction of Group Major Medical, 
and a new $25,000 minimum size Ordi- 
nary life policy. A new Lincoln Na- 
tional “money plan” kit is redesigned 
for greater simplicity and effectiveness 
and the agents will also be told that a 
package plan for groups with as few as 
five lives is to be made available later 
this year. 

Cecil F. Cross, vice president, is pre- 
siding. Opening day’s program featured 
talks by Walter O. Menge, Lincoln Na- 
tional president, and Charles J. Zim- 
merman, managing director of Life’ In- 
surance Agency Management Associa- 
tion, 

President Menge reviewed highlights 
of the company’s 50th anniversary year, 
commented on the accident and sickness 
insurance advertising situation, discussed 
the agency development plans of the 
company, and pointed out that its pro- 
gram of fringe benefits for agents in- 
cludes non-contributory and contributory 
Group life insurance, hospital and sur- 
gical insurance, and a retirement flan. 


Some Speakers 


Among executives of the company dis- 
cussing the innovations being annouriced 
this week are Henry F. Rood, vice 
president and actuary; Charles N. 
Walker, associate actuary and manager 
of accident and sickness insurance; 
Thomas A. Watson, second vice presi- 
dent, and Willard C. Brudi, second vice 
president. 

At a panel of field men among 


(Continued on.-Page 14) 
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TO OUR MANY AGENTS AND BROKERS: 


Thank you very much for again making us the leading agency of 
Continental Assurance Company in two major categories of 


; progress. Official 1955 awards place us--- 


fi No. 1 in New Paid Premiums, Nationally 
No. 1 in New Paid Volume, Nationally 


We have been privileged in many ways. We'll name just two. 


1. Most importantly, you have given us the opportunity 
to serve you well. : 


2. We are associated with a helpful, open-minded com- 
| pany, enabling us to give our agents and brokers 
realistic underwriting and service of particularly high 


quality. 


A successful agency demands time and effort. Your assistance and 
cooperation have made our task easier than it might otherwise 
have been. We much appreciate all you did, and we wish to express 


our sincere thanks to all. 


DAVID A. CARR AGENCY, INC. 


CONTINENTAL ASSURANCE COMPANY, CHICAGO 
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Hollywood—Reflecting on the postwar 
decade of record-breaking production, 
leaders of Connecticut Mutual Life’s 
home office and field organizations made 
optimistic plans for even greater future 
growth at the 1956 general agents con- 
ference at Hollywood, Fla., recently. 

The unanimously high optimism, stem- 

ming from the favorable outlook for 
the national economy, the life insurance 
industry and the Connecticut Mutual 
alike, was tempered only by the realiza- 
tion that “... new ventures and ideas 
must be weighed carefully in light of 
how they will affect our company in 
the long run.” This note of caution was 
sounded by Peter M. Fraser, chairman, 
ina telephone address opening the four- 
day meeting. 
George F. B. Smith, president, follow- 
ing a detailed discussion of the com- 
pany’s operations during the past year, 
gave a fuller description of the com- 
pany’s views on such “new ventures” as 
variable annuities and across-the-board 
grading of premiums by policy size. 


Variable Annuities Comment 


On the question of variable annuities, 
Mr. Smith asserted that the Connecticut 
Mutual has not been “the least bit im- 
pressed with the arguments of their 
advocates, and is not interested in offer- 
ing them.” ; 
Touching on several other possible 
innovations, for the company, Mr. Smith 
recalled Mr. Fraser’s note of caution 
and said “We’re going to do everything 
within our power not to lose our com- 
petitive position by going off on a tan- 
gent into ventures that might prove 
unprofitable.” 

However, the company president con- 
cluded his talk with an optimistic view 
of the future, citing predictions of popu- 
lation growth, economic expansion and 
political stability as factors tipping the 
balance far over in favor of continuing 
gtowth of the company and of the entire 
life insurance industry. 

Calling on the company’s general 
agents to be on guard against any 
tendency to coast on the momentum of 
the past, Mr. Smith declared “The next 
ten years will see the greatest period 
of growth, expansion and development 
that the country has ever seen. 

“Let's dream big dreams. They will 
result in big ideas and big plans. In this 
way we can fully utilize our capacities 
to measure up to the challenge of the 
future and take full advantage of the 
unparalleled opportunities that lie ahead.” 


Simpkin Reviews Results 


Following the report of the general 
agents advisory committee by co-chair- 
men Walter K. R. Holm, Jr., Providence, 
and James T. Purves, Albany, Agency 
Vice President Raymond W. Simpkin 
gave a glowing account of the company’s 
record-breaking production last year. 
That $400 million new business figure 
became like magic everywhere. What a 
team!” he said, citing some highlights 
of the year. Among them: 




































Sixty-five of the company’s 80 general 
aes had plus years. The company 
me 12 plus months. Eight. of the 10 
€st production months in company his- 
tory, including the top four, were estab- 
lished in 1955. 

.Mr. Simpkin then launched a discus- 
sion of recruiting and financing new 
agents by announcing changes affecting 
“cigar expense allowances and financ- 
oT enme for new men, and a more 
: alistic allowance basis for developing 
upervisors and district agents with ex- 
Pectation that most general agency ap-,_ 
Pointments can come from that source. : 
€ cited results of a thorough study of 


Connecticut Mutual Leaders at 
Hollywood Keen on Outlook Ahead 


company recruiting results over a 30- 
month period to point up the most sig- 
nificant factors in success and failure 
of new agents. 

‘Tt is interesting to note that financial 
pressure seems to have a direct bearing 
on success,” he said. “This is probably 
due primarily to more careful considera- 
tion of all the pros and cons by the 
general agents and prospective agents 
alike when budget requirements are 
heavy.” 

“Generally speaking,” he continued, 
“recruiting is the most difficult part of 
your job. This is particularly true now, 
with employment levels at a record high, 
the working force growing at a slower 
pace than the whole population, and 
competition for good agents becoming 
keener.” 

“The answer lies in more aggressive 
recruiting, more intensive selling of our 
business, and more complete training 
and supervision in the first few months 
of a new agent’s career,” he concluded. 


Agency Building Panel 


A round-table discussion of agency 
building was climaxed by a talk on self- 
management by panel moderator Hor- 
ace R. Smith, superintendent of agencies. 

“Tt seems to me, faced with 1,001 
things apparently urgent or important 
to do, general agents must try to do 
a better job of discriminating between 
what is really important and what ap- 
pears to be only urgent,” he declared, 
commenting that most general agents 
feel “snowed under most of the time.” 

“If I were to say that 50% of present 
agency manpower would be gone in five 
years, most general .agents would be 
shocked,” he declared. “But shocking as 
it is, my statement would merely be the 
corollary of another statement we all 
know is true: that 50% of our business 
in 1960 will come from men not now 
under contract. 

“It seems to me that each general 
agent is really in the position of an 
umpire, presiding over the constant bat- 
tle of demands on his time, energy, 
money, from all directions,” he went on, 
asserting that while all details may be 
related to the main job, most “have no 
valid claim to assert themselves ahead 
of manpower-building.” 

As one way to cure the tendency to 
procrastinate under a seemingly oppres- 
sive work load, Mr. Smith suggested 
that general agents apply to themselves 
a time-control records system similar to 
the ones they insist their agents use. 

Mr. Smith then asserted his convic- 
tion that men normally use only a frac- 
tion of their abilities, and his belief in 
increased personal efficiency as the only 
way to utilize “a greater percentage of 
our potential.” 

As the first step toward increased 
personal efficiency, he advised careful 
listing of “strengths and weaknesses, 
assets and liabilities, jobs and problems, 
and evaluating them in terms of real 
importance. It almost always turns out 
that important problems are less numer- 
ous than originally thought,” he said. 
“The next step is to take the important 
problems, outline them in_ sufficient 
depth, determine their order of priority, 
then decide on the means to solve them.” 

He declared that the three skills a 
successful agent must employ, i.e., pros- 
pecting, selling and self-management, 
must be applied by a general agent in 
recruiting. “The job of the general agent 
is the sale of new life insurance, con- 
servation of business in force, and giv- 


ing quality service to policyholders,” he, 


continuéd, pointing out that they must 
achieve these objectives by working 
through men. “They multiply their own 
efforts by five if they have five agents, 
and by 20 if they have 20 agents,” he 
said, calling for more-delegation: of re- 
sponsibility, and perhaps more super- 
visory help, “because general agents 





Laurence Associates 


George F. B. Smith, president of Connecticut Mutual (center), holds one of five 

President’s Organization Trophies awarded each year for outstanding agency de- 

velopment. The 1955 awards were made at the company’s annual General Agents 

Conference at Hollywood, Fla, last month. Receiving the banjo clocks for their 

agencies were the following general agents: (L. to R.) Floyd A. Rosenfelt, Toledo; 

Henry C. Hunken, Chicago; President Smith; David B. Fluegelman, New York; 
Paul C. Kaul, Omaha, and Halsey D. Josephson, New York. 


cannot do everything by themselves and 

ever get to-be really big.” 

To get the agency-building job rolling, 
Mr. Smith challenged the general agents 
to resolve to 

1. Double 
agencies. 
Do a superior job of recruiting. 
Bring their present force up to full 
potential. 

. Search for one man in 1956 that 
will pay for a million in his first 
year, and two men that will each 
pay for $500,000. 

5. Scrutinize their training plans, take 
steps to put their training houses 
in order. 

6. Tackle immediately some of the 
jobs they don’t like. 

Concluding, Mr. Smith challenged the 
general agents to be “Bigger, and 
stronger, more aggressive and- more 
alert, more intelligent, more forthright, 
and more successful, not for the com- 
pany, or your policyholders, or your 
agents, but for the honest, downright 
personal satisfaction that taking chal- 
lenges and meeting them will give to 
each of you.” 


the production of their 


- YN 


Pension and Profit-Sharing Plans 


One of the highlights of the confer- 
ence was presentation of “What’s Hap- 
pening in the Advanced Sales Field” by 
E. A. Starr, superintendent of agencies, 
and Paul A. Hoeffer, assistant counsel. 

Detailed discussion of virtually every 
consideration concerning insured pen- 
sion and profit-sharing plans was woven 
into a unique model interview with Mr. 
Starr making a sales presentation to 
Mr. Hoeffer, acting the part of a cor- 
poration president. 

The exchange of questions and an- 
swers during the “interview” provided 
much up-to-date information in applied 
practical sales form, and has_ been 
printed for distribution to all agencies. 

Special recognition of leading agencies 
was given by Agency Vice President 
Raymond W. Simpkin. 

The top five agencies in volume in- 
crease were led by the Henry C. Hunken 
agency, Chicago, followed by Robert N. 
Waddell, Pittsburgh; Halsey D. Joseph- 
son, New York; Robert B. Whittemore, 
Boston, and Bealy Smith, Atlanta. 

Also cited ‘were “31 agencies which 
recorded at least 10 plus months during 


1955. Included were these agencies with; ; 
Henry C. Hunken,’ 


12 plus months: 
Chicago; Paul C. Kaul, Omaha; Moss 


& Moss, Louisville; Floyd A. Rosenfelt, 
Toledo; C. Carter Schneider, Long 
Beach, and Bealy Smith, Atlanta. 


Coffin Gives Windup Talk 


On the last day of the conference, 
Senior Vice President Vincent B. Coffin 
was moderator of a panel on “What’s 
Going on at the Home Office.” Panel 
members included Royden C. Berger, 
director of advertising; Thomas K. 
Dodd, vice president, underwriting; 
Frederick J. Eberle, vice president in 
charge of mortgage loans; Daton Gil- 
bert, second vice president and actuary; 
Leslie R. Martin, senior vice president; 
Dr. Henry B. Rollins, vice president and 
medical director; H. Martin Tenney, 
vice president, investments, and Miss 
Lelia E. Thompson, counsel. 

Mr. Coffin, giving the final address of 
the general agents. conference, said “I 
don’t want to appear a pollyanna, but 
a positive finish is certainly justified. 
The discussions at this meeting prove 
that field and home office alike know 
how to do the job, and are doing it.” 

Calling attention to the rapidly expand- 
ing population, Mr. Coffin said that the 
company’s market was shifting as well as 
growing. “More people, new people have 
better incomes, better homes, better cars 
...and greater needs and wants for 
life insurance.” 

Mr. Coffin then asserted that the 
company’s record of the past few years 
indicated a growth of “good old-fash- 
ioned salesmanship” and a greater rec- 
ognition that “we must be salesmen 
before we can become experts.” 

“This is an idea business,” he con- 
tinued. “You have shown in this meeting 
that you have ideas and imagination, 
and have demonstrated by your agen- 
cies’ records that you can combine them 
with know-how to make sales.” 

Turning to a broader discussion of 
salesmanship as applied to selling the 
philosophical appeals of life insurance 
in recruiting more and better men into 
the business, Mr. Coffin pointed out that 
“we almost never lose a good, estab- 
lished man to another business, because 
they love it.” . 

“Recognize the thrill in building men,” 
Mr. Coffin said. “By full application of 


-all the philosophical advantages of our 
“busineSs, and all the practical advan- 


tages of our company, you will become 
not only a better insurance man, and a 
better general agent, but perhaps more 
important, a better human being as well.” 
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Mutual Trust Reports 
Record In Force High 


ASSETS INCREASED 9 MILLION 





President Olson Reports on Progress of 
New Home Office; New Officers 
Elected at Annual Meeting 





At the recent meeting of the policy- 
holders of Mutual Trust Life, Raymond 
Olson, president, reported that the com- 
pany had reached a new high of insur- 
ance in force of $514,087,948 during 1955. 
Assets increased over nine million dol- 
lars to a total of $166,205,225 and the 
increase in surplus, all of which is held 
exclusively for the protection of the 
policyholders, kept pace with the growth 
of the company. 

New officers of the company elected 
at the board of directors meeting were 
Mr. Walter A. Dinnerville, named as- 
sistant vice president and _ assistant 
manager of the mortgage loan division; 
V. F. Dowling, named assistant actuary ; 
and Robert 3S. Seiler, named assistant 
counsel. 

Mr. Olson also reported that the plans 
for the building of the new Mutual 
Trust home office in Chicago were pro- 
gressing satisfactorily and that occu- 
pancy is expected on May 1, 1957. He 
also said that the records of new insur- 
ance and insurance in force set in 1955 
would undoubtedly be surpassed in 1956. 
Production so far this month is running 
20% ahead of last year’s figure. 





J. E. Rutherford Addresses 
Indianapolis Association 

“Don’t tell me widows don’t have to 
take jobs as charwomen,”’ James E. 
Rutherford, vice president in charge of 
Mid - America Operations, Prudential, 
told an Indianapolis audience, “I know; 
I’ve been hiring them for our new build- 
ing in Chicago.” 

Mr. Rutherford, speaking on “Per- 
suading Dad” before nearly 200 members 
of the Indianapolis Association of Life 
Underwriters recently continued with 
some punch lines that motivate prospects 
to buy: 

“For how many years income are you 
insured ?” 

“If you were in an accident that was 
someone else’s fault and were crippled 
so you could never walk again, how 
much would you settle for? If you 
should be killed) how much would you 
want your wife and family to settle 
for?” 

“How do you want your family taken 
care of—on the basis of what you've 
accumulated to date, or on the basis of 
what you hope to accumulate ?” 

“IT wanted to get here ahead of my 
three toughest competitors: Death, dis- 
ability, and old age. You can’t turn them 
down for an-interview, can you?” 

“Which would’ you rather leave your 
widow: An easy chair on a shady porch, 
or: a scrub bucket and a mop?” 

“When a man dies, there is something 
in the all-American home for everybody. 
The mortician gets the body. The mort- 
gagee gets the house, and the. family 
gets the heave-ho!” 
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N. Y. Bill to Fix Maixmum 


Interest Rate at 3% Per Year 


State Senator Alfred E. Santangelo, 
Manhattan, who is a member of the 
N. Y. Senate committee on insurance, 
has introduced an amendment to section 
155 (g) of the Insurance Law to provide 
that wherever a loan of $10,000 or less 
is made on a life insurance policy, the 
maximum interest rate shall be 3% per 
annum. Presently this section of the law 
fixes the interest rate at 4.8% per annum. 

Senator Santangelo maintains that he 
is correcting an inequity in asking the 
Legislature for this change in the law. 
He points out that large policyholders 
and wealthy people generally can bor- 
row on their life insurance at 3% from 
the commercial banks. 





Mutual of New York Names 


Brokerage Supervisors 

Mutual of New York announced the 
appointments of brokerage supervisors 
for its agencies in Pittsburgh and Mil- 
waukee, and for the Bash Agency in 
Chicago. 

They are John _B. Meyers in Pitts- 
burgh, Lawrence F. Manthei in Milwau- 
kee, and Robert J. Baranowski in Chi- 
cago. They will develop brokerage lines 
for all forms of personal insurance, 
Module employe benefit programs, other 
Group coverages, and business protec- 
tion. 

Messrs. Meyers and Manthei were 
formerly field representatives with 
MONY. Mr. Manthei has been in the 
field in Milwaukee for more than 25 
years and has been one of the company’s 
consistently top-ranking underwriters. 
Mr. Meyers has been in sales work near- 
ly ten years and in the insurance field 
for the past two years. He started with 
MONY as a field representative and 
specialized in employ benefit and other 
Group programs. 

Mr. Baranowski joins MONY after 
more than nine years’ experience in 
brokerage lines for personal insurance. 
His active career has been in the Chi- 
cago area, where he was born and edu- 
cated. For the past four years he was 
manager of the life and accident and 
health department of Stewart-Keator- 
Kessberger & Lederer. 





‘ Wisconsin National Gains 


Wisconsin National Life, Oshkosh, 
Wisconsin, reports paid for ‘business in 
1955 was $17, 332,496, an increase of ap- 
proximately 22%. In Accident and 
Health total annual premiums were $173,- 
893 which was about $35,000 less than in 
1954, but total A.& H. premium collec- 
tions for the year were $1,056,027, or 
about a 4% gain over the collections in 
1954. 

Total life insurance in forces is $130,- 
204,543, a gain of $11,153,442 or 94%. 
The average size life policy was $4,100. 
This was approximately $500 higher than 
the year before. Average size life policy 
in force increased to $2,258, an increase 
of approximately $200 from the year 
before. 

Total assets are $30,125,076, an in- 
crease of 7.28% over 1954. 


M. L. CAMPS, 


ICT Group Management 
Changes Now Effective 


JAMES CAGE IS ICT PRESIDENT 





BenJack Cage States Three Companies 
Will No Longer Be Directed by 
Single Manag tC n 








Management of the three companies 
in the ICT Group, Dallas, Tex., which 
has been carried on since their organi- 
zation by Jack Cage & Co., has been 
terminated by mutual agreement, effec- 
tive February 1, according to an an- 
nouncement by BenJack Cage, head of 
the management firm. 

Under the new arrangement each of 
the companies—I'CT Insurance Co., ICT 
Life and ICT Corporation—will be oper- 
ated by its new officers and directors, 
who incidentally were the officers of 
Jack Cage & Co., that managed those 
companies in the group set-up. 

The most important executive change 
was the election on January 28 of James 
G, Cage, formerly executive vice presi- 
dent, to be president of the ICT Insur- 
ance Co, and also chairman of its execu- 
tive and investment committees and a 
director. BenJack Cage, his cousin, re- 
mains as board chairman, which post he 
had held along with the presidency. 


BenJack Cage Statement 


In his announcement Chairman Cage 
said in part: “Jack Cage & Co. has 
specialized in the management of all the 
business of the new companies through 
their organizational stages. We believe 
that it is no longer necessary for the 
ICT Group to receive the full-time ser- 
vices of a separate management company 
and that their business affairs can now 
be most efficiently supervised by their 
own directors and officers.” 

Other officers of ICT Insurance Co., 
principal unit. in the group, are: Vice 
presidents—C. O. Blackburn, W. J. Har- 
ris, Jerry Holleman and Paul C. Sparks; 
vice president in charge of claims—John 
J. Sutton; assistant vice presidents— 
Ralph A. Belknap and Weldon H. Har- 
ris, and secretary-treasurer—E. A. Mc- 
Spadden. 

John G. Vaughan has been named 
president and board chairman of ICT 
Life, subject to formal approval by that 
company’s board at a meeting set for 
March 2. Other officers are: adminis- 
trative vice president, J. A. McMahon, 
Jr.; vice president and office manager, 
Collin Bookout; treasurer, O. E. Collier, 
and secretary, Marie Reed. 

Officers of ICT Corporation, with Ben- 
Jack Cage as chairman, are: president, 
J. A. McFaddin; vice presidents—John 
G. Vaughan, Nile E. Ball and Paul CC. 
Sparks; secretary-treasurer, Francis J. 
Knoll, and assistant vice president, Ever- 
ett Latiolais. 


James Cage Career 


James Cage, ICT president, has been 
in the insurance business since 1939, 
except for three years service as a cap- 
tain in the U. S. Marines during World 
War II. He first joined Cravens, Dargan 
& Co., insurance managers, Houston, be- 
coming manager of its marine and spe- 
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Assistant Actuary 


Management position 
with Major life insurance 
company home office in 

Massachusetts 


Fellow or Associate in 
Society of Actuaries 


Send resumé and salary 
required. Replies handled 
confidentially 


Box 2379 


The Eastern Underwriter, 93 
Nassau Street, New York 38. 
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Hancock Group Awards 


Three Group sales and service offices 
of the John Hancock have been awarded 
Vice-President’s Group trophies for out- 
standing achievement during 1955. 

John Hancock Vice President Clarence 
W. Wyatt, announced that the Wash. 
ington, D.C. Group office won the Vice 
President’s Group trophy for 1955. The 
trophy was presented by Mr. Wyatt to 
Gordon L. Richardson, manager of the 
office, at a recent dinner at the May. 
flower Hotel. The trophy is awarded to 
the outstanding office each year on the 
basis of Group life and employe life pro- 
duction, new Group insurance and ann 
ity premium, number of employe ani 
dependent Group coverages written, and 
policyholder service activities. 

Mr. Wyatt also announced that awards 
were presented to the New York Grou 
sales and service office managed by 
James W. Moriarty, and the St. Louis 
Group sales and service office manage( 
by Phillip P. Wilson for leading their 
respective divisions on the same basis. 





cial risks department. 

In 1946 he went with William H. Mc- 
Gee & Co. in New York City, After 
service as assistant manager in Chicago, 
he was appointed midwestern manager 
in charge of 15 states in 1948, and was 
transferred to San Francisco in 1950 as 
resident vice president in charge of the 
firm’s Pacific_department. He joined 
Jack Cage & Co. early in 1954, becoming 
manager of its fire and casualty division, 
and then was advanced last July to 
executive vice president. 

President Cage, whose company las! 
year wrote more than $9,000,000 in pre- 
miums in fire, casualty and auto lines 
said that the company would continue 
its conservative underwriting prograll 
initiated last year along with its with- 
drawal from operations in some 20 states. 
At present most of its business is Cot 
fined to Texas. 
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Massachusetts Mutual sales at new 








‘ . 


all-time High Level in 1955 


Ordinary Life, New High Level . «© «© «© «© © «© «© $558,925,507 
Previous High Level, 1954 . . « -« © © « « « $438,076,750 


Increase over previous all-time high. . «© «© «© « «+ $120,848,757 


RICHARD J. KATZ, Rochester Agency, with 1955 sales of $3,523,500 was 


the leading producer for the year. 


LOS ANGELES AGENCY, John W. Yates and Robert L. Woods, C.L.U., 
General Agents, with 1955 sales of $30,533,424 led the field and topped 
by $8,718,148 its own 1954 record, the previous all-time high for any 


Massachusetts Mutual Agency. 
NEWARK AGENCY, Desmond J. Lizotte, General Agent, with January, 1955 er ee 


sales of $5,904,207, exceeded the largest amount previously sold by any 


Massachusetts Mutual agency in any one month. 


top 
producers 


Sold $127,547,694, averag- 
ing $1,275,477 per man, 
compared with $106,430,- 
696 and $1,064,307 in 
1954. 


all-time 
record months 


Sales in each of the 12 months exceeded 
the records for the corresponding 
months in all past years. January sales 
of $64,474,745 topped by $20,831,137 
the previous record high for a single 
month set in January, 1954. 

















RICHARD J. KATZ 


cen oy 





JOHN W. YATES 














million-dollar 
producers 


Each of 81 representatives, includ- 
ing General Agents, placed over 
$1,000,000 Ordinary Life in the 
Massachusetts Mutual for a total of 
$116,065,442, compared with 58 
million-dollar producers and 
$77,627,793 in 1954. 


Massachusetts Mutual Life Insurance Company 


THE POLICYHOLDER’S LIFE 


SPRINGFIELD, 





MASSACHUSETTS 
INSURANCE COMPANY 
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Wise Sayings of Jewish Prophets 


By L. JosHua WEINER 
General Agent, Canada Life, Newark, N. J. 


At intervals The Eastern Underwriter 
has published as inspirational material for 
those in the sales production field of tnsur- 
mce many epigrams, aphorisms and similar 
visdom of philosophers and religious lead- 
ors. Through generations the wisdom and 
observation of these wise men have proven 
valuable guides in human conduct. In the 
past The Eastern Underwriter has printed 
examples of such advice as given by Lord 
Chesterfield, Benjamin Franklin, William 
Penn, Samuel Johnson, Samuel Smiles, 
Confucius and other sages. The accom- 
panying observations are from The Tal- 
mud and Icw'sh Prophets: 


Be liberate in judgment. Blessed _is 
the man who fears the Lord and in His 
commandments delight greatly. 

Do not judge your fellowman by ap- 
pearances, but give him the benefit of 
the doubt. 

The world is built on moral founda- 
tions, 

If a man deliberately refuses to learn 
he commits spiritual suicide. ; 

Truthfulness is of fundamental impor- 
tance. 


Linking Life With the Community 


Identify your individual life with that 
of the community and stay not apart 
from it. ; 

Do not judge another till you yourself 
have come into his circumstances. 

Repeat not things that ought to be 
kept secret on the premise that in the 
end all things are to become public 
knowledge. 

A good heart the heart sees, hears, 
speaks, rejoices, weeps, rebels, suspects, 
desires, loves, hates, meditates and 
obeys. If the heart is good it will pro- 
duce right actions. = : 

He who gives way to anger if he is 
wise his wisdom leaves him; if he is a 
prophet his spirit of prophesy forsakes 
him. 


Respect your fellowman’s property 
rights as you would desire yours to be 
respected. 


You cannot inherit knowledge. You 
can only acquire it by personal effort. 

Time is too precious to waste. 

A man should not do to his neighbor 
what man does not desire for himself. 

Let the honor of thy fellowman be as 
dear to thee as thy own. 


Spread Your Knowledge 


He who learns and does not repeat 
it is as one who sows and does not reap: 

Receive all men with cheerfulness. 

Where there is no knowledge there 
is no understanding; where there is no 
understanding there is no knowledge; 
where there is no fear of God there is 
no wisdom. 

Man does not live by bread alone, but 
by everything that proceeded out of the 
mouth of the Lord does man live. 

One good deed draws another good 
deed; one seed gathers another seed. 

A good name is rather to be chosen 
than great riches. 

Rejoice not when thine enemy falleth 
—let not thine heart be glad when he 
stumbleth. 


Classification of Tempers 


There are four kinds of tempers; he 
who is easy to provoke and easy to pa- 
cify, his loss disappears in his gain; he 
whom it is hard to provoke and hard to 
pacify, his gain disappears in his loss; 
he whom it is hard to provoke and easy 
to pacify is a saint; he whom it is easy 
to provoke and hard to pacify is a 
wicked man. 

Whenever love depends on material 
cause with the passing of that cause 
love too passes away, but if it is not 
dependent upon cause it will not pass 
away forever. 

The noblest of all ornaments is mod- 
esty. The most beautiful thing in life 


DR. L. JOSHUA WEINER 


is forgiveness. Never speak 
words. 

The good impulses control the right- 
eous; the evil impulses control the 
wicked; both impulses control average 
people. 

Wealth puts a man on his feet. 


Dreams 


There is no dream without its signifi- 
cance; a dream not interpreted is like 
a letter unread. The dream represents 
the thoughts that lie within the dream- 
er’s mind; one thinks about something 
during the day and dreams ahout it at 
night. 

Never let kindness and loyalty go; let 
them fast around your neck. 

Go to the ant you sluggard; look at 
her ways; learn sense. 

A man who mocks his neighbor has 
no sense. The prudent man willehold his 
tongue. A gossiping fellow will betray 
secrets, but a trustworthy man will keep 
a confidence. 

A man reaps the result of all his 
words and he must answer for his deeds. 

The lazy man has longings, but gets 
nothing. 


Sharp Tongues Resented 


A mild reply turns wrath aside, but a 
sharp word would stir up anger. Better 
a dish of vegetables with love than the 
best beef served with hatred. ~ 

The lazy man finds life beset with 
thorns, the diligent finds it a well paved 
road. 

Haughtiness ends in disaster. To be 
humble is the way to honor. To answer 
a question before you have heard it is 
sillv and shameful. 

To gain a good 
fortune. 

A man making money by fraud chases 
a bubble to his own doom. 

Better a corner on the roof than a 
room inside a mansion with a nagging 
wife. 

Reputation is a 
riches. 


wife is to gain a 


better choice than 


Self Control 


A man with no control over himself is 
like a town with broken walls. 
summer and rain in 


Like snow in 

harvest, so honor. for a fool is out of 
place. 

Never boast about tomorrow, you 


never know what that day may bring. 
Let others praise you—not yourself. 
The wise man has eyes in his head 
while the fool walks in the dark. 
Two are better than one; they come 
well off in all they undertake; if one 
falls the other one can raise him up. 





empty 





Dr. L. Joshua Weiner 


Dr. L. Joshua Weiner, general agent 
of Canada Life in Newark and president 
of Estate Security Co. of that city, has 
long been a student of the Talmud and 
the Jewish prophets. A former rabbi in 
this country, both his father and grand- 
father were rabbis in Europe. While liv- 
ing in Berlin Dr. Weiner also studied 
medicine, where he got doctorate de- 
grees in science and microbiologies, and 
also studied music. He became a rabbi 
in Newark in 1925 and doubled the mem- 
bership of his Temple. 

In addition to his rabbinical duties he 
did considerable lecturing and _ literary 
writing and in 1930 became a member 
of the former Theodore M. Riehle 
agency of Equitable Society. In his first 
full year in insurance he paid for $247,- 
000 on 30 cases and in 1935 qualified 
for the $350,000 Corps of the Society. 
His best year was when he led the 
agency with $600,000 production. 

Dr. Weiner joined Canada Life as 
Newark general agent in January, 1950, 
at which time he also formed Estate 
Security Co. 








He who digs a pit for others may fall 
into it. 

Do not worry’ about. tomorrow’s 
troubles for thou knowest not what the 
morrow may bring. 

Reveal thy secrets to only one in a 
thousand. 

More numerous are those killed by 
the pot than are those killed by starva- 
tion. 





Garland Smith Resigns 


As Texas Commissioner 


Austin—Garland A. Smith, Texas life 
Commissioner, who has been the target 
of criticism in the current insurance in- 
vestigations, last week resigned for rea- 
sons of ill health, releasing the an- 
nouncement from the Seton Hospital in 
Austin, where he is undergoing treat- 
ment for a recurrence of stomach dis- 
orders. 

Governor Allan Shivers accepted the 
resignation with regret, adding that the 
present “clean-up” as well as the new 
laws were in large part due to Mr. 
Smith’s initiative. No successor has yet 
been appointed for the unexpired term 
that will end February 10, 1957, but it 
is known that delegations of Texas in- 
surance leaders have been in conference 
with the Governor. 

Mr. Smith, in his letter of resigna- 
tion, observed that “I have been made 
a whipping boy” and also that “I hesi- 
tated to resign only because I knew I 
would be accused of quitting under 
fire.” But he pointed out that, since 
his doctor had advised an_ indefinite 
period of rest, he should not ask the 
Board to work short-handed. 





Pullman, Gregg, Gillespie, 
Named by Occidental Life 


Promotion of John R. Pullman to 
manager of Occidental Life of Cali- 
fornia’s life underwriting department and 
the appointment of Glen O. Gregg as 
associate manager of the department, in 
charge of the underwriting section, has 
been announced by C. H. Tookey, actu- 
arial vice president. 

At the same time, Mr. Tookey reports 
that Claud S. Gillespie, assistant vice 
president, has taken over administration 
of Occidental’s accident and_ sickness 
underwriting department as well as of 
the company’s life underwriting depart- 
ment. : . ; 

Mr. Gillespie, current president of the 
Home Office Underwriters of the West- 
ern States, has been with Occidental 
since 1937. Mr, Pullman, a fellow in the 
Life Office Management Association, 
joined the company in 1936. Mr. Gregg 
has been with the company since 1945. 














Advanced By Prudential 


MONROE CHAPPELEAR 


In order to give Vice President Caleb 
Stone relief from the administrative 
responsibilities of the bond department, 
Second Vice President Monroe Chap- 
pelear has been placed in charge of 
that department, President Carrol M. 
Shanks of The Prudential Insurance 
Co., announced. Mr. Stone will continue 
his activities in the investment work of 
the bond department. 

Mr. Chappelear joined the Prudential 
in 1935 after an impressive background 
in engineering, utility and investment 
fields. He rose rapidly in the bond de- 
partment and was elected a second vice 
president in 1949. 

Mr. Stone has been associated with 
Prudential’s bond department since 1931, 
and was elected vice president in 1943. 





DEWEY R. MASON DEAD 





Former New York General Agent Went 
to California Some 
Years Ago 
Dewey R. Mason, veteran of 34 years 
in the insurance business and _ general 
agent in Riverside, Calif., for Occidental 
Life of California, died at his home there 
recently. Mr. Mason, who celebrated 


his 69th birthday last month, was strick- 
en by a heart attack, 

A native of Marion, N. Y., he gradu- 
ated from University of Rochester and 
entered the life insurance business in 
1922 as an agent for Mutual Benefit Life 
in New York (City. He was subsequently 
named supervisor of the Mutual Benefit 
agency there, and in 1928 was named 
general agent to head a new agency In 
that city for Aetna Life. He was later 
transferred to the Aetna home office in 
Hartford as assistant superintendent of 
agencies, a position he held for three 
years. He resigned his position to be- 
come general agent for the company ! 
Florida. In 1936 he transferred to Syra- 
cuse, N. Y. and in 1943 joined Occidental 
as general agent in Riverside. 

Mr. Mason was beloved in his com 
munity as a civic leader, and he regu 
larly addressed various civic and life 
insurance groups throughout Southern 
California. He was widely known in local 
and national NALU circles as a wifly 
speaker and toastmaster. His tenure with 
Occidental saw him qualify for all com 
pany conventions and he earned mem 
bership in the company’s highest saé 
achievement organization, Leading Pr0- 
ducers Club. He a'so received honors 
as a leading salesman in the Group field. 

He is survived by his widow, Mt 
Ethel Mason, a daughter, Mrs. Glynn 
Hartley, both of Riverside and his so 
David Mason of San Francisco. 


February 10, 1956 
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Made Group Representative 


For C. B. Knight Agency 





Rappoport Studios 
WILLIAM G. MEHARG 


The C. B. Knight Agency of Union 
Central Life in New York, announces 
the appointment of William G. Meharg 
as Group representative. 

Mr. Meharg graduated from Boston 
University with B.S. degree in business 
administration. His college fraternity is 
Sigma Alpha Epsilon. He was previously 
a Group representative for State Mutual 
Life in New York. 

In the Knight Agency he will assist 
Edward Griffin, Group manager in fur- 
ther enlarging the Group services of the 
agency. At the same time his addition 
to the staff of the department will re- 
lease Earl Whitney. division of the 
Group and pensions, for further work in 
the pension field. 





Three Directors Elected 
By Northwestern National 


Election of three new directors, re- 
election of two others, and designation 
of two of its veteran board members as 
honorary directors took place at the 
recent annual meeting of Northwestern 
National Life. 

Newly elected are John D. Ames of 
Chicago, and J. Fred Schoellkopf, Jr. and 
B. Franklin Houston of Dallas. Re- 
elected to the board for terms of three 
years were Joseph F. Ringland, presi- 
dent, Northwestern National Bank, and 
Robert B. Faegre, president, Minnesota 
& Ontario Paper Co., both of Minne- 
apolis. 

C. T. Jaffray, director, First Bank 
Stock Corporation, and E. W. Decker of 
Decker, Barrows & Co. were named 
honorary directors in recognition of 
nearly 51 years of association with the 
firm. Both men were first elected to the 
board in 1905 and have served continu- 
ously since that time. 





Prudential Regional Mgr. 

Appointment of Henry B. Day as re- 
gional manager in The Prudential’s 
northern New Jersey mortgage loan of- 
c€ was announced by the company. He 
Succeeds Roy A. Kirkpatrick, who has 
headed the office for the past 10 years, 
and who will retire shortly. 

_ Mr, Day has been production manager 
in Prudential’s New York City mortgage 
loan office since 1948. He joined the 
company in 1936 in Buffalo, and in the 
years that followed was associated with 
i the northern New Jersey and New 
ork City offices. During 1947 and 1948, 
J€' was assistant to the general manager 
m the mortgage loan and real estate 
eet department in the home of- 





Hallett Wheeling Manager 
For Guardian Life of N. Y. 


Appointment of Robert N. Hallett as 
manager of the Wheeling, W. Va., agen- 
cy for Guardian Life of America, has 
been announced by President James A 
McLain. 

A native of Wheeling, Mr. Hallett 
attended West Virginia University. He 
joined the Guardian’s agency in Wheel- 
ing in 1954. Since that time he has been 
a successful producer and qualified for 
the company’s 1955 Leaders Club. He is 
currently serving as chairman of the 
Wheeling Heart Association Fund. 

Mr. Hallett succeeds Edward I. Tay- 
lor, who has been the company’s man- 
ager since 1935. Mr. Taylor will con- 
tinue with the agency as associate mana- 
ger devoting his time to his large per- 
sonal production. 


Occidental Group School 


Los Angeles has been chosen as the 
site of Occidental Life of California’s 
1956 Group school, intensive training ses- 
sion held every two years for the com- 
pany’s newer Group field men. The 
Mayfair Hotel, scene of the company’s 
last Group school in 1954, again will 
host the five-day training session. 





Jack Warshauer Dies at 64; 
Guardian Mgr. in Brooklyn 


Jack Warshauer, manager for 25 years 
for Guardian Life, died last week in 
Lenox Hill Hospital at age 64. He was a 
resident of Brooklyn and his office was 
located at 186 Joralemon Street. 

Mr. Warshauer, long active in industry 
activities, was a president of the Brook- 
lyn Life Managers Association and of the 
Brooklyn Branch of the Life Under- 
writers Association of the City of New 
York. During World War II, Mr. War- 
shauer was one of the organizers of the 
Bay Ridge Chapter of the United Serv- 
ices Organization and was active on its 
entertainment committee. ; 

A former member of the board of di- 
rectors of the Brooklyn Federation of 
Jewish Charities, he had been first vice 
president and treasurer of the Jewish 
Family Welfare Society. He was also 
a former member of the board of direc- 
tors of the B’Nai Israel Community Cen- 
ter, whose Sunday School he helped to 
found. | . ; 

Surviving are his widow, Gertrude; 
a son, Maxwell; a daughter, Mrs. 
Stephanie Joseph; two grandchildren; 
three sisters, and four brothers. 











accidents were up 89%. 


expansion this year. 


writers and policyholders. 





Je State Wutual ou the move? 


You bet it is! Last year this 111-year old Company finished 
with the best sales record in its history, for both ordinary and 
sickness and accident. Paid-for ordinary increased 22% over 
last year and annualized premiums for non-can sickness and 


Group sales also continued in high gear—life volume 
reached nearly $130 million and casualty premiums written 
were more than $1,350,000, a new high. 


Six new agencies were opened in 1955, 13 new agency 
managers were appointed and plans call for still further field 


Construction was started on our new multi-million dollar 
Home Office building that, when completed some time in 
1957, will enable us to give still better service to field under- 


Yes, you can definitely say State Mutual is on the move. 


STATE:-MUTWAL-LIFE 


OF WORCESTER, we Leouepany 














BROKERAGE SUPERVISOR 
WANTED 


Progressive, reputable general 
agency in mid-town New York, 
catering to surplus and brokerage 
business, wants experienced man 
to help expand agency's business. 
Unusual opportunity for the right 
man. 


Write in confidence to Box 
2373, The Eastern Underwriter, 
93 Nassau Street, New York 38. 

















C. G. Ashbrook, Jr. Promoted 
By North American Life 


The North American Life of Chicago 
has promoted Charles G. Ashbrook, Jr., 
from agency assistant to supervisor of 
field service. Mr. Ashbrook joined the 
company in July, 1950, immediately fol- 
lowing his graduation from Denison 
University at Granville, Ohio. 

As supervisor of field service, Mr. 
Ashbrook will continue to edit the com- 
pany house organ, “The Spotlight,” the 
official magazine for members of the 
North American field force. His other 
duties include the supervision of field 
training courses, direct mail and sales 
contests, 





Jefferson Standard Plans 
50th Anniversary in 1957 


Jefferson Standard Life will celebrate 
its fiftieth birthday in 1957. Howard 
Holderness, company president, an- 
nounced the appointment of the follow- 
ing steering committee to formulate 
plans for the observance of “our 50 years 
of service to the public”: 

Karl Ljung, vice president in charge 
of agency operations, and George Cave- 
naugh, financial vice president, co-chair- 
men, R. B. Taylor, CLU, second vice 
president and agency manager, Charles 
M. Rives, second vice president in charge 
of policy contract administration, Seth 
C. Macon, CLU, superintendent of agen- 
cies and sales director, and Guy Phillips, 
assistant secretary and manager of per- 
sonnel division. 

The steering committee will appoint 
other committees to activate plans for 
this important event. “Preliminary ob- 
jectives are wide in scope,” Mr. Holder- 
ness said, “and it is expected that every- 
one connected with our company—both 
in the home office and in the field— 
will participate in some way in the 
fiftieth anniversary celebration.” 


P. M. Snider Dead 


P. M. Snider, retired general agent 
of Aetna Life at Tacoma, Wash., died 
recently. Mr. Snider had served for 
23 years as general agent at the time 
of his retirement in 1952. He had been 
president of the Tacoma Life Under- 
writers Association and a vice president 
of the State Association, as well as an 
officer of the Tacoma Life Insurance 
and Trust Council. 





MARCEL GRAVEL NAMED 





Appointed Training Supervisor of the 
Canadian Department of 
New York Life 

Marcel Gravel of Ste. Rose, Quebec, 
has been appointed training supervisor 
of the Canadian department of New 
York Life. One of 13 company divisions, 
the Canadian department comprises 
branch offices in Alberta, British Colum- 
bia, Montreal, Ottawa, Quebec, Toronto 
and Winnipeg. 

Mr. Gravel, whose headquarters will 
be in the home office, joined the com- 
pany in 1950. He was named assistant 
manager of the Montreal branch in 1951 
and in 1954 was placed in charge of the 
company’s Montreal sales office. 
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JOHN G. KARNEDY 


National Life of Vermont has pro- 
moted two home office men, John G. 
Karnedy and Warren R. Nash, to field 
consultant and agency secretary, respec- 
tively. 

Mr. Karnedy became an agent in the 
company’s Vermont agency in 1943. Fol- 
lowing two years of military service in 
World War II, he rejoined the agency 
and in 1947 was transferred to the home 
office staff as an agency department 
assistant. In 1954 he was appointed 





AETNA AGENCY CHANGES 





J. E. Douglas Associate General Agent 
in Dallas; H. J. Leyes Named 
Agency Assistant 

Promotion of John E. Douglas to asso- 
ciate generai agent of the Dallas agency 
of Aetna Life, effective February 15, has 
been announced by R. B. Hills, general 
agent. At the same time, Harold J. 
Leyes, now agency assistant at the com- 
pany’s home office in Hartford, will be- 
come assistant general agent. 

Mr. Douglas has been associated with 
the Dallas agency as assistant general 
agent since 1953. He entered the life 
insurance business in 1947 as an Aetna 
Life representative at Hartford and later 
served as supervisor and assistant gen- 
eral agent at the company’s South Bend, 
Ind., agency. A Navy veteran, Mr. Doug- 
las is a graduate of Wilbraham Academy 
and Union College. 

As agency assistant at the Aetna Life’s 
home office, Mr. Leyes has for the past 
year been an instructor at the company’s 
training school.. He previously had made 
an outstanding record as a representative 
of the South Bend agency. An Air Force 
veteran, he has completed the Life In- 
surance Agency. Management Associ- 
ation’s school. 





80% Paid-for Gain Made in 
1955 by Mehrbach’s Division 


The New England division of Franklin 
Life, headed by Albert E. Mehrbach, 
Jr., resident vice president, closed 1955 
with its best production record to date. 
Net paid-for gain was 80%. To better 
take care of its ‘expanding operations 
new quarters were occupied in late De- 
cember on Kenmore Street, Boston. 

Vice President Mehrbach reports that 
the leading agency of his division for 
the year was David J. Walsh Agency 
of Beverly, Mass., and in the No. 2 posi- 
tion was the agency operated by Boyd 
Smith in Pittsfield, Mass. 

Leading personal producer was James 
W. Piper of Concord, N. H., and next in 
line was Joseph J. Joyce of Cambridge, 
Mass. Man power of the division showed 
an encouraging increase for the year, 
Mr. Mehrbach reports. 












agency supervisor, his position prior to 
this current promotion. He attended 
Massachusetts State College at Am- 
herst, Mass., and was a district manager 
for Grand Union Stores before entering 
the insurance business. 

Mr. Nash, who was formerly acting 
agency secretary, joined the planning 
division of National Life in 1951. In the 
spring of 1954 he was transferred to the 
agency department and promoted to as- 
sistant agency secretary. Several months 
later he was. appointed acting .agency 
secretary. A World War II veteran and 
alumnus of Northeastern University 
School of Business, he was employed for 
12 years in John Hancock’s Industrial 
department before joining National Life. 
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WARREN E. CLARK NAMED 





Appointed Assistant General Agent for 
Connecticut Mutual Life’s John M. 
Fraser Agency 

Warren E. Clark of Massapequa Park, 
N. Y., has been appointed assistant gen- 
eral agent for Connecticut Mutual Life 
with the John M. Fraser agency of New 

ork. 

A native of New York, Mr. Clark at- 
tended Columbia University and _ has 
been in the life insurance business since 
1936. He joined the Connecticut Mutual 
with the Fraser agency in 1946 following 
service with the Navy during World War 
II. A year later he was appointed bro- 
kerage supervisor. 

Mr. Clark is an instructor for courses 
= the Life Underwriter Training Coun- 
cil. 


N. Y. Life Group Leaders 


Six Group insurance leaders of the 
New York Life compiled outstanding 
sales records in 1955. 

William R. Livingston, regional Group 
manager, Canadian region, achieved the 
highest percentage of Group case allot- 
ment by branch offices. Robert E. Purdy, 
regional Group manager, Mid-Atlantic 
region, and Wade Davenport, regional 
Group manager, Mid-West region, at- 
tained the highest incentive sales goals 
by district Group offices in 1955. 

Leading the company’s district Group 
supervisors in the areas of Group sales 
activity, office supervision and policy- 
owner relations, were Fenwick Crane, 
Détfoit; E. J. Anderson, San Francisco, 
and Robert Monahan, Los Angeles. 
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UNUSUAL OPPORTUNITY 


for 


AN ORDINARY LIFE MAN 


The Position calls for the ability to discuss intelligently life 
insurance problems with successful fire and casualty general 
agencies who now broker their life business. 


The Man who fills it must be young in ideas, health and spirit 
with a very sound knowledge of life insurance. His character 
must be unimpeachable, his appearance good. 


The Gompany with which he will be associated is a leader in 
the group life, accident and health field, with many territories 
open for exclusive general agency appointments for ordinary life 
and individual accident and health departments. Excellent 
financial statement. Licensed and presently operating in all 48 
states, Hawaii and Puerto Rico. Enjoys an excellent reputation 
with all Insurance Departments. 


The Salary will be entirely commensurate with ability and 


The Potential is demonstrated by the continuous advancement 
of executive personnel within the company, and the recorded 


Write in Confidence to the address given. Our client’s em- 
ployees know of this advertisement. Send fully detailed resumé of 
personal and business background. All replies treated in confidence. 


J. HUELL BRISCOE & ASSOCIATES 


Consulting Actuaries 
175 WEST JACKSON BOULEVARD = CHICAGO 4, ILLINOIS 
Phone: WEbster 9-3413 
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Bowes & Joseph Agency 
Wins New England Trophy 





Left to right: George G. Joseph, Presi. 
dent O. Kelley Anderson, and 
C. Vernon Bowes. 


The Newark Bowes and Joseph Agen. 
cy of New England Life was awarded 
the President’s Trophy for outstanding 
achievement during 1955. 

The award, made at the recent annual 
meeting of the company’s general agents 
in Florida, was given in recognition of 
the agency’s record in four agency-build- 
ing categories: New paid-for business 
during the current year, gain of insur. 
ance in force, gain in new manpower, 
and full-time agents’ earnings from first- 
year commissions. President O. Kelley 
Anderson made the presentation to Co- 
General Agents C. Vernon Bowes and 
George G. Joseph at a formal banquet 
on January 21. 

The Bowes and Joseph Agency ranked 
ninth among the company’s 85 agencies 
in new business production during the 
past year, having averaged over a mil- 
lion dollars a month. Eight associates 
in the agency are members of the New 
England Life’s Leaders Association, and 
two men are Million Dollar Round Table 
qualifiers. 





Manufacturers Life Over 
$300 Million Last Year 


Manufacturers Life reports that the 
company’s new business during 1955 to- 
taled a record $301 million—a gain of 
$50 million in new business over the 
previous year. Business in force passed 
the two billion mark and is now $2,112 
million. 

Assets held in trust for the payment 
of future policy benefits increased 
million to $562 million. Government 
and Government guaranteed bonds con- 
stituted 15% of assets and corporation 
and municipal bonds 49%; mortgages 
made up 20% of assets, preferred an 
common stocks 6%; cash and other as- 
sets 10%. The net rate of interest earned 
was 4.47%. 

Payments made to policyowners under 
their contracts, amounted to nearly 
million and were distributed to bene- 
ficiaries and  policyowners in death 
claims, matured endowments, annuity 
payments and other policy benefits 1 
cluding $5 million in dividends to policy- 
holders. 

The rate of mortality was favorable 
and the company’s contingency reserve 
and surplus now amount to $43 million 

Incorporated in Canada in 1887, the 
Manufacturers Life entered the United 
States in 1903 and at the present time 
has 21 branch offices in this country. +H 
company’s new business in the Unite 
States last year was $106 million—* 
gain of 41% over business placed in the 
previous year. Business in force hert 
now represents 30% of the companys 
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The obligation of a great name... 


N adopting the name of Abraham Lincoln, this company 
assumed the responsibility of measuring up to that name— 
in character, integrity and thoughtful human service. 


Guided by Lincoln’s principle of the greatest good for the 
greatest number, Lincoln National endeavors to serve the 
largest possible proportion of applicants. Not only does it 


insure those who are considered preferred risks, but it also 
extends the benefits of insurance at reasonable rates to many 
who have physical impairments or hazardous occupations. 


The Lincoln National representative in your community has 
been trained to bring you experienced and friendly service. 
Consult him freely about your insurance problems. 


ITS NAME INDICATES ITS CHARACTER 


THE LINCOLN NATIONAL LIFE INSURANCE COMPANY 


FORT WAYNE, INDIANA 


ASSETS TOTAL MORE THAN ONE BILLION DOLLARS 
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Insurance Executives Among 


Queen’s 


Many graduates of Queen’s Univer- 
sity, Kingston, Ont., are in the insurance 
business. The university had its origin 
in the desire of the Synod of the 
Presbyterian Church in Canada in con- 
nection with the Church of Scotland for 
a ministry trained within the country. 
Steps were taken to found a university 
at Kingston on the lines of the Scottish 
national universities. A Royal charter 
was issued by Queen Victoria for the 
establishment of the college and the 
first classes were opened in March, 1842. 
Among those contributing funds was 
the Canadian government. 

The university began to be brilliantly 
successful after the Rev. George M. 
Grant built on the foundation of his 


predecessors, beginning in 1877 and con- 
tinuing under his direction for a quarter 
of a century. There was considerable 
extension in 1887 as a result of an effort 
during the commemoration of the Queen’s 
Jubilee. At the time many professor- 
ships were added. 

The endowment of the university is 
now about $25,000,000. On the univer- 
sity campus is a stately group of build- 
ings devoted to theology, physics, art, 
civic engineering, electrical and me- 
chanical engineering, chemistry, an- 
atomy and preventive medicine, physi- 
ology and other subjects. The univer- 
Sity is co-educational. 

Although founded by the Church the 
university was dedicated to the nation. 
As its constituency expanded, its con- 
Stitution was gradually broadened and 
finally in 1912, as a result of an amicable 
arrangement between the Presbyterian 
Church and the trustees of the univer- 
sity, an act was passed by Parliament 
at Ottawa removing the last vestige of 
denominational control. ~ The registra- 
tion of students is now about 2,300 and 
there are many more extramural stu- 
dents. 

The present principal and vice chan- 
cellor of Queen’s is Dr. W. A. Mac- 
Intosh, who was appointed to that po- 
sition in September, 1951. Chancellor is 
Charles A. Dunning. 

_ The following is a list of some of the 
insurance men who are graduates of 
Queen’s: 

K. R. MacGregor, Superintendent of 
Insurance of Canada; K. M. Mcllraith, 
chief executive, Canadian Department 
of Insurance. 

£. & Gill, president; A. H. Lemmon, 
vice president and treasurer: Graydon 
Saunders, assistant treasurer: D. 
Ellis, associate actuary, Canada Life. 

R. &. Dowsett, secretary; K. G. Mc- 
Nab, foreign agency superintendent; J. 
A. Broadbent, manager; R. M. Lavell, 
chief accountant, Manufacturers Life 
Insurance Co. 

_ J. P. Devenny, manager, Public Serv- 
ice of Canada, Hospital Medical Branch, 
Mutual Life of Canada. 

Leigh Cruess, vice president and chief 
actuary, Mutual Life of New York. 

_Dr. Wallace Troup, associate medical 
director, Canadian head office, Metro- 
politan Life. 

A. Sills, supervisor of branch 
offices; J. F. A. MacIntosh, assistant 
superintendent of underwriting; R. G. 
McKercher, associate director of agen- 
cies, Group department, Sun Life Assur- 
ance Co. 

E. M. Squires, assistant superintend- 
ent of agencies, Confederation Life. 

K. S. Rabb, manager, mortgage de- 
eet. — Life. 

uncan cintosh, general man 
Gore Mutual Fire. ' ‘ie 

Dr. Ralph Filson, 
Dr. C. K. Wallace, 
tendent, department 
hygiene, Travelers. 

Dr. V. G. Allport, assistant medical 
supervisor, Aetna Life. 

C. C. Hill, second vice president; Dr. 


medical director; 
assistant superin- 
of medicine and 





University Alumni 


J. R. E. Morden, assistant medical di- 
rector; H. F. Philbrick, associate actu- 
ary, Massachusetts Mutual. 

W. C. Brown, actuary, Colonial Life. 

George de Hueck, agency vice presi- 
dent, Trans-American Life. 

Fred J. Allen, district Group claims 
manager, Prudential of America. 

D. B. Carlyle, branch manager, North 
American Life of Canada. 

William Wallace, vice president and 
actuary, Palmetto State Life. 





Fidelity Mutual Seminar 

Fidelity Mutual Life, Philadelphia, is 
conducting its eleventh home office 
seminar for new men this week. Invita- 
tions to 18 men from 13 general agen- 
cies, are on the basis of length of serv- 
ice, amount of business produced and 
production trend. They are also subject 
to the recommendation and sponsorship 
of the general agent. Y : 

The purpose of the Seminar is to give 
these men a broad concept of the pro- 
fession of career underwriting, as well 
as an opportunity to meet company offi- 
cers and become acquainted with the 
home office personnel. They will learn 
how the departments of the company 
operate and how these operations and 
procedures relate to life insurance sell- 
ing. 

The Seminar program includes such 
topics as field underwriting, prospecting, 
single-needs selling, programming, direct 
mail, quality business, optional modes of 
settlement, and handling claims. A tour 
of the home office will give the men an 
on-the-spot understanding of the opera- 
tions of each department. 





your problems. 


write in confidence to: 


MORGAN O. DOOLITTLE, 
President 





“EMPIRE” Neeps You Ir You Are: 


1. <A qualified personal producer. 
2. Capable of assuming management duties. 


3. A leader who can recruit and train. 


YOU NEED "EMPIRE" IF YOU ARE: 


1. Desirous of a general agency in New York 
State, Ohio, Virginia or Rhode Island. 


2. Interested in a full line of Life, Accident and 
Health, and Hospitalization plans. 


3. Interested in a Home Office connection where 
a field-‘minded Agency Staff, aware of pro- 
ducer requirements, is ready to help solve 


If you want to grow with a growing company, 


OR 


EMPIRE STATE MUTAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


——, 





Montclair, N. J. 





ACTUARIAL OPPORTUNITY 


Young man with practical actuarial groundwork and working knowledge of Group 
Accident & Health home office operation. At least three actuarial examinations, 
Excellent opportunity for real progress in fast growing company. Located in a 
pleasant suburban and country area. Reply should give experience, personal data, 
salary requirements. BANKERS NATIONAL LIFE INSURANCE COMPANY, 
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J. D. Jones, Prudential’s 
Ordinary Sales Leader 


Jesse D. Jones of The Prudential’s 
Jacksonville, Fla., agency won top sales 
honors during 1955 among Prudential’s 
Ordinary agencies representatives in the 
United States, Canada and Hawaii. 

Mr. Jones had production credits to- 
talling more than $1,800,000 for the year, 
making it the third consecutive year 
in which he has produced more than 
$1,000,000. 

A graduate of the University of 
Florida he joined Prudential in 1938, fol- 
lowing a period as assistant recreation 
director of the city of Miami. He is a 
former high school and college football 
star and was a naval lieutenant com- 
mander during World War II. He is also 
a substantial Group and sickness and 
accident producer. 

Closely following Mr. Jones was Um- 
berto A. Palo of the New Brunswick, 
N. J. Ordinary agency, with $1,716,000. 
Mr. Palo was Prudential’s top salesman 
in 1954. 

The next three in the Ordinary agen- 
cies rankings were Albert F. Fiorello of 
the Robert S. Gay and Associates Agen- 
cy, Detroit, Bernard C. Lewis of Osborne 
Bethea and Associates Agency, Newark 
and Wilbur L. Appel of Central Indiana 
Agency, Indianapolis. Each of the men 
sold in excess of $1,000,000 of insur- 
ance, 


DOUGLAS S. FELT, 
Director of Agencies 
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New Family Income Riders 
Of Eastern Life, N. Y, 


In keeping with its program of making 
new plans available to its agents Eag. 
ern Life has announced a series of fam. 
ily income riders in 10, 15 or 20 yea 
periods. For each $1,000 of basic lif. 
insurance monthly income can be ar. 
ranged at $10, $20, $30, $0 or $50, 

As to conversion privilege, the Easter, 
Life permits a change-over to a life or 
endowment policy (except preferred risk 
life) without evidence of insurability 
prior to the insured’s 60th birthday and 
prior to inception of total and perman. 
ent disability if a disability premium 
waiver is attached to the policy. The 
policy may be issued with benefit for 
T.P.D. waiver of premium and/or acc. 
dental death benefit upon evidence oj 
insurability satisfactory to the company, 
The conversion may be for an amount 
of insurance equal to or less than the 
commuted value of the rider at the date 
of conversion and at the attained age, 

It is further provided that the face 
amount of the policy will be paid im. 
mediately upon receipt of due proof of 
the insured’s death, and that the in. 
sured may arrange for payment of the 
commuted value of the monthly income 
in a lump sum. - 





Life Co. of Del. Expanding 


Life Insurance Co. of America, Wil- 
mington, Delaware, has embarked upon 
a program of expansion to reach national 
coverage within the next few years. It 
is now licensed in Delaware, Maryland, 
Pennsylvania, Indiana, and Illinois. The 
company will establish agencies in key 
cities, and managers in other areas. 

At the head of new organization for 
the formulation of this program is Jay 
Arnet, director of agencies, who has 
had substantial experience in the de. 
velopment of agencies and men for the 
past ten years. He has written many 
articles for the trade papers, and has 
created successful sales programs in 
other companies. 

Jack Walls, who has had major com- 
pany managerial experience is the new 
assistant director of agencies. In addi- 
tion, a managerial office is being estab- 
lished in Baltimore, and a field represen- 
tative will be appointed for the Illinois. 
Indiana area. Within its first weeks 0! 
operation on this new basis, the com- 
pany has established Pennsylvania offices 
in Philadelphia, under Sidney Grossman; 
in Allentown, under Hal Block and Jo- 
seph Brown; in Johnstown, under John 
Williams; in Lancaster, under Robert 
Sherman; in Pittsburgh, under Elmer 
Johe. 

The company has a complete life i 
surance line, and a portfolio of accident 
and health policies. 





Indiana Caravan Speaker — 

The third speaker on the program 0! 
the eighth annual caravan sales congress 
of the Indiana State Association of Lite 
Underwriters, April 5-7, will be Stanley 
E. Martin, general agent emeritus, State 
Mutual Life, Dallas, according to a 
announcement by Wimmer Resler, West 
ern & Southern, South Bend, caraval 
chairman. The announcement of M- 
Martin is in addition to Lester Roset, 
associate manager, Union Central, Mem 
phis, and Kenneth Anderson, staff editof, 
R &R Service, who have previously beet 
announced as speakers. 

The complete panel for the caraval 
will consist of four speakers. The meet 
ings this year, will be in Evansville 
April 5, Indianapolis, April 6, Ft. Waym 
April 7. Attendance is expected to & 
ceed 1,000 agents. 
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National Life of Vt. 
Business at New High 


sALES EXCEED $200 MILLION 





President Davis Reports Gross Earnings 
at 4%; Insurance in Force 
$1,678 Million 





Montpelier — National Life achieved 
“especially outstanding results” in 1955, 
acording to the annual report of Deane 
¢. Davis, president. The report, pre- 
gnted to the annual policyholders’ meet- 
ing here shows a new sales record, 
srowth of assets to exceed $600,000,000 
ia highest gross interest earnings in 


many years, 

For the first time in the company’s 
(year-old history, sales topped the 
§200,000,000-mark to total $216,803,072, an 
increase of 124%. Assets reached $619,- 
94,618, a rise of $30,324,880 for the year. 

Earnings were listed at 4% gross, 
316% after expenses ,and 3.50% after 
Federal income tax, compared with 
391%, 3.66% and 3.43%, respectively in 
(4. The rate of interest which the 
company needed to earn to meet its 
interest requirements in 1955 was 2.60%, 
compared with 2.66% in 1954. 

Mr. Davis reported that $12,320,000 
has been set aside to pay 1956 dividends, 
compared with $11,383,000 last year. Pay- 
ments to policyholders and beneficiaries 
iotaled $36,593,233 or $2,928,549 more than 
in 1954. 

Tax Situation 


At the year end after all claims, divi- 
dends, estimated taxes, operating ex- 
penses and required reserves were pro- 
vided for, the company set up a Federal 
tax reserve of $387,000; added $708,195 
to the building improvement reserve to 
bring it to $2,000,000; added $770,426 to 
the voluntary security valuation reserve, 
and increased unassigned surplus by 
$2,197,904 to make a total surplus of 
$37,209,159, or $4,055,330 more than a 
year ago. 

National Life has estimated its 1955 
Federal income tax to be $1,483,000, or 
$148,000 more than would have been the 
case if the tax were computed on the 
basis used in 1954. Congress has not 
yet determined how the tax on life in- 
surance companies will be computed. If 
the lower amount should prevail, the 
company’s net interest rate would in- 
crease from 3.50% to 3.53%. If Con- 
gress fails to act before March 15, an- 
other computation would be used which 
would increase the estimated tax of 
$1,483,000 by $387,000, and a reserve for 
this latter amount has been set up. 

Insurance in force at the year end 
amounted to $1,678,930,314, or $142,645,- 
130 more than a year ago. 





George R. Wilmot Heads 
All American Life Dept. 


George R: Wilmot has joined All 
American Casualty of Chicago as agency 
director of the company’s new life di- 
vision, according to an announcement by 
E. E. Ballard, president. Mr. Wilmot 
was formerly regional manager in south- 
em Georgia for Coastal States Life of 
Atlanta. 

The new agency director has had an 
active insurance career. In the past he 
as been associated with Guarantee Mu- 
tual Life of Omaha, Bankers Life of 
Nebraska, the Harry Stewart home 
ofice agency of West Coast life in 

Francisco and was district manager 
for Franklin Life in Savannah. 










HERMAN REINIS 
_, Brooklyn General Agent 
~The Manhattan Life 


‘(Founded 1850) 
Court St. © MAin 4-7951-2-3 





Construction Permit for 


Southland Center Granted 


The building permit for construction 
of the initial phases of Southland Center 
has been granted by the City of Dallas. 
This permit for a total of $14,150,000 is 
the largest single building permit ever 
issued in the City of Dallas, and South- 
land Life paid over $20,000 as a building 
permit fee. 

According to Ben H. Carpenter, execu- 
tive vice president of Southland Life, 
actual construction of Southland Center 
will continue without anticipated inter- 
ruption until completion in the fall of 
1958. This construction will contain ap- 
proximately 1,500,000 square feet of 
building structure and will house the 
42-story Southland Life office tower, the 
28-story, 600-room Sheraton-Dallas lux- 
ury hotel, a 2,000-car underground ga- 
rage, and air conditioned arcades of 
restaurants, shops and clubs. 

It was recently announced that the 
American Bridge Division of United 
States Steel Corporation had been award- 
ed the steel erection contract for the 
entire Southland Center project and that 
R. P. Farnsworth and Company, Incor- 
porated had been awarded the excava- 
tion and foundation contract for the 
project. 


Fidelity Mutual Life 
Agency Building Awards 


Eight general agents of Fidelity Mu- 
tual Life, Philadelphia, received the com- 
pany’s 1955 Agency Building Award. 

Three of this year’s winners have re- 
ceived the award continuously since its 
inception in 1951. They are J. T. Flana- 
gan, Jr., Philadelphia; George A. Hatzes, 
Washington, D. C.; and E. H. Meyers, 
Jr., CLU, Detroit. 

Two general agents are winners this 
year for the third time; George N. 
Charuhas, Miami, and William G. Pierce, 
CLU, Philadelphia. 

George W. Kenney, Jr., Los Angeles, 
receives the award for the second -con- 
secutive year; Harold L. Steinkamp, 
Memphis, and Ralph G. Trimborn, Day- 
ton, were recipients of the award for 
the first time. 

Given each year in recognition of 
agency development during the preced- 
ing calendar year, the award identifies 
the agency as a progressive growing or- 
ganization among the company’s gen- 
eral agencies and in its own community. 
Qualification is based on added man 
power and certain minimum attainments 
for new life underwriters in their first 
and second years under contract. 
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SETTLERS 


visionary in their thinking, 


constant to their ideals. . . 


never been equalled by any civilization, 


is that it can steadfastly add to our 


Country's way of life by continually 
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Philadelphia Life 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
Joseph E. Boettner, C.L.U., Vice-President 
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General Agent at Phila. 
For Equitable Life of Iowa 





JACK E. RICE 


Jack E. Rice has been appointed gen- 
eral agent of Equitable Life of Iowa 
in Philadelphia succeeding former gen- 
eral agents Allan D. and M. Roos Wallis, 
CLU, who have asked to be relieved of 
general agency management, it was 
announced by Ray E. Fuller, agency 
vice president. 

Mr. Rice, a native of Pennsylvania and 
son of a former general agent of the 
company, has spent his entire business 
lifetime with the Equitable Life of Iowa. 
Following graduation from Gettysburg 
College and service in the armed forces, 
he became a field underwriter for the 
company in 1946. In 1950, he was made 
a home office field supervisor and worked 
throughout the company’s field organi- 
zation. In 1951, he was assigned to 
specific and expanded responsibilities 
among the company’s eastern agencies 
and in 1954 was made assistant superin- 
tendent of agencies. 

Allan D. Wallis has served the com- 
pany as general agent in Philadelphia 
continually since 1915. M. Roos Wallis, 
CLU, his son, was a member of the 
Philadelphia agency during the period 
1932-1936, and since 1936 has, with his 
father, constituted the co-partnership of 
Wallis and Son, general agents. The 
Wallises will continue to represent the 
company in Philadelphia, devoting their 
full attention to serving the life insur- 
ance needs of their clientele and the 
insuring public. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


Tit. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 “ 
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Northwestern Mutual’s 
Record-Breaking Year 


HAD 11% INCREASE OVER 1954 
C. R. Eckert Agency, Detroit, Is Sales 
Leader; J. N. Meeks, Columbus, 
Company’s Leading Agent 








A record-breaking 1955 sales total of 
$596 million was announced by North- 
western Mutual Life. It is the com- 
pany’s fourth consecutive annual sales 
record and represents an 11.4% increase 
over 1954. New paid-for insurance for 
December totaled $68 million, a new 
high for the month. 

The company’s sales leader for the 
third straight year was the C. R. Eckert 
general agency of Detroit with sales of 
nearly $26 million. Mr. Eckert’s staff 
not only increased its sales 33% over 
the previous year to set a new record 
for the agency, but also broke the com- 
pany’s general agency record. 

In a close race for second place, the 
Stumm and Roeder agency of Aurora, 
Ill, beat out John R. Mage and asso- 
ciates of Los Angeles. Both agencies 
sold over $16 million of insurance and 
both broke their previous annual records. 

Completing Northwestern Mutual’s 
“Top Ten” are the general agencies of: 
Willard L. Momsen, Milwaukee; A. C. F 
Finkbiner, Philadelphia; Frank R. Hor- 
ner, Madison; J. Lowell Craig, Milwau- 
kee; Jamison and Phelps, Chicago; Guy 
E. Morrison, Indianapolis; and Ray- 
mond J. Dolwick, Cleveland. 

Leading the company’s 215 district 
agencies in 1955 sales was the Clifford 
A. Seys agency-of Grand Rapids. Sec- 
ond and third places went to the Cham- 
paign (Illinois) agency headed by Robert 
E. Castelo and the Eugene (Oregon) 
agency of C. Von Hickman. Each agency 
sold over $3 million of insurance last 
year, and each beat its previous record. 
The Seys agency showed a 42% increase 
over its old mark. 

For the third consecutive year, Jack 
N. Meeks of Columbus, was the com- 
pany’s leading agent. He sold nearly 
$3% million of Northwestern Mutual life 
insurance. Mr. Seys was second in per- 
sonal sales with a total of $234 million 
and A. C. F. Finkbiner, Jr., of Philadel- 
phia, placed third with over $2% million. 
All three men had the best year of their 
careers. 





Pacific Mutual Wrote 
$327 Million for 1955 


Substantial! insurance gains were 
achieved by Pacific Mutual Life in 1955, 
Asa V. Call, president, announced. The 
company’s total life insurance in force 
on December 31 was well over $2 billion 
—$2,047,500,000—high point in the 88- 
year history of the business. New life 
insurance placed during 1955 amounted 
to $327,100,000, best 12 months showing 
ever made by the organization. Ordinary 
and Group insurance operations are 
represented in both aggregates. The 
company’s accident and health premiums 
also showed marked gains in 1955. 

The company’s ten leading general 
agents, as measured by new 1955 insur- 
ance placed, are: Joseph M. Gantz, Cin- 
cinnati; E. A. Ellis, San Francisco; 
Charlton G Standeford, Fresno; Earle 
S. Rappaport, Chicago; Arthur E. Kraus, 
Los Angeles; M. E. Thompson, Los An- 
geles; Raymond E. Walden, Newark; 
W. W. Stewart, Los Angeles; Nolan 
Twibell, Denver: and Arthur C. Krauel, 
Los Angeles. 





HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 


New Orleans General Agent 
For Massachusetts Mutual 


ROBERT C. CARDAIS 


Robert C. Cardais has been appointed 
general agent for Mzssachusetts Mutual 
Life in New Orleans, succeeding George 
Liebkemann who has resigned. Mr. 
Liebkemann will remain with the agency 
as a personal producer, serving his many 
policyholders. 

Mr. Cardais was successively super- 
visor of Massachusetts Mutual’s William 
R. Robertson agency in Boston, the 
Lawrence (Mass.) and the Newark 
agencies. Before joining the company in 
September, 1951, he had six years of 
sales experience, including four years in 
the life insurance field. 

A native of Salem, Mass., he is a 
graduate of Salem High School and a 
three-year Army veteran. Mr. Cardais 
last year served as president of the 
Newark Life Supervisors Association 
and has been active in the Life Under- 
writers Association since 1947. He was 
a member of Newark’s Life Insurance 
and Trust Council and was a district 
chairman of its 1955 Community Chest 
drive. 





. Lewis, 


C. E. Sherer Vice President 
Of Midland Mutual Life 


Charles E. Sherer was elected vice 
president and director of agencies of 
Midland Mutual Life on January 30. 

Mr. Sherer has been director of agen- 
cies for the company since May, 1954. 
For 12 years prior to that, he served as 
general agent in Marion, Ohio. In all, 
he has been associated with the Mid- 
land Mutual for 20 years, in both the 
field and home office. A graduate of 
Western Reserve University, Mr. Sherer 
is a Chartered Life Underwriter and 
while in the field was active in the 
work of the Life Underwriter Training 
Council. 

Also announced was appointment of 
Dale E. Miller as assistant director of 
agencies. Mr. Miller, also a Chartered 
Life Underwriter, has a background of 
21 years’ experience in the life insur- 
ance field. Since 1952 he has been assis- 
tant manager in Columbus for Mutual 
Life of New York. 

The company also announced the pro- 
motion of Samuel E. Stone from super- 
visor of the policyowners’ service divi- 
sion to assistant secretary. 





Ohio State Life Insurance 
In Force Passes $309,694,000 


The Ohio State Life, now in its 50th 
year, wound up 1955 with insurance in 
force of $309,684,000 and assets of $81,- 
640,000. The gain of insurance in force 
was $23,400,000. Assets increased $6,- 
076,000. Total paid insurance for 1955 
was $42,135,000, a 26% increase over 
1954. Frederick E. Jones is president. 

Leading agency was that of Wayne L. 
Columbus. Pittsburgh was sec- 
ond. Theme of company for its 50th 
Anniversary is, “This Is Our Golden 
Year.” 

The company has introduced several 
new contracts in life and accident and 
health coverage. 
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PORTRAIT OF A LEADER 


Edwin O. Martin, CLU, joined our Home 
Office Life Agency immediately after 
graduating from college. For years he has 
been a top producer — life and qualifying 
| member of the MDRT. He was made as- 

. sistant manager, then manager of our 
Home Office Agency, and built it into one of our larg- 
est and most successful. In civic, charitable, educational 


and NALU affairs he has been a leader. 


Ed led the Ordinary producers in 1955 with a personal 
paid production of $4,303,523 in the Provident. We are 
proud of him—and all the other fine Provident 


VIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga 






LIFE WITH 
PROVIDENT 




































~-Since 1887 








aba HE LIFE ACCIDENT SICKNESS HOSPITAL SURCICAL MEDICAL 











INDIANAPOLIS OMAHA 














FOR LIFE 


Representing 
"Canada Life’’ 


PPD PALPALII IYI IS) 


PARAL WAIDU AA DAAL ALYY S 








To Home Life Home Office 





WILLIAM B. STARK, JR. 


William B. Stark, Jr., formerly assis- 
tant manager of the Syracuse agency of 
Home Life, New York, has been ap- 
pointed an agency field assistant in the 
home office. In his new post he will take 
part in agency management and train- 
ing, John H. Evans, vice president and 
manager of agencies, announced. 

Mr. Stark joined Home Life in 1%, 
first serving as a planning assistant in 
the home office’s agency department. 
After experience there and in the New- 
ark agency, he transferred to Syracuse 
in 1948. 

As a field underwriter, Mr. Stark 
successfully built a_ clientele through 
“Planned Estates,” Home Life’s service 
for owners of life insurance. On June |, 
1955, he was appointed assistant mana 
ger of the Syracuse agency, headed by 
William T. Bolton, manager. 

A graduate of Syracuse University, 4 
which he majored in accounting, 
Stark has been active in Red Cas 
Community Chest and YMCA cam- 
paigns. He is married and has two sofs. 





G. B. Foster III Named 


George B. Foster, III, has been named 
midwest regional supervisor for Repub- 
lic National. His territory will include 
branch offices in Illinois, Michigan and 
Indiana. 

Formerly a general agent in Dall for 
the Protective Life, Mr. Foster begat 
his life insurance career with the Travel- 
ers in Boston. He was transferred t0 
Dallas in 1952 and later joined the Oct 
dental Life. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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CONTINENTAL COMPANIES 


General Offices: Chicago, Illinois 
ANNUAL FINANCIAL STATEMENT 


Continental Assurance Company 
Financial Statement—December 31, 1955 

















Continental Casualty Company 
and its Subsidiary, Transportation Insurance Company 





Consolidated Financial Statement—December 31, 1955 


ASSETS 


Cash in Banks and Offices $ 21,420,173 
United States Government Obligations 51,174,660 
Canadian Government Obligations 5,901,836 
Other Public Bonds 82,880,667 
Public Utility Bonds 
Miscellaneous Bonds 
Preferred Stocks 
Stocks of Associated Insurance Companies 19,797,799 
Other Stocks 56,163,257 
Administrative Office Buildings 11,185,150 
Net Premiums in Course of €ollection (Not over 

90 Days past due) 
Accrued Interest and Rents 
Other Assets 


LIABILITIES 


Unearned Premium Reserve $ 65,231,232 
Reserve for Losses 85,865,604 
Reserve for Loss Adjustment Expense 7,100,000 
Reserve for United States and Canadian Income 

Taxes 
Reserve for Other Takes 


' ASSETS 
$ 7,438,102 


United States Government Obligations 27,511,266 
Canadian Government Obligations 811,930 
Other Public Bonds 14,355,332 
Public Utility Bonds 66,094,812 


* Railroad Bonds and Equipment Trust Certificates 18,913,929 


Miscellaneous Bonds 76,850,014 
Preferred Stocks 
Other Stocks 
Mortgage Loans 99,107,076 
Policy Loans 10,149,662 
Home Office Building 2,762,798 
Other Real Estate Asouived for Investment 24,159,900 
Net Deferred and Uncollected Premiums 14,361,865 
Accrued Interest and Rents and Other Admitted 

Assets 2,906 572 


ADMITTED ASSETS $394,702,968 


Policy Reserves $284.642,910 
Pending Claim Reserve 7,579,874 
Premiums Paid in Advance 25,143,279 
Additional Funds Held for Policyholders 16,435,249 
Reserve for Taxes 

Fund for Reinsured Fraternal Society 

Miscellaneous Liabilities 


Miscellaneous Liabilities Security Valuation Reserve 8,371,255 
TOTAL LIABILITIES TOTAL LIABILITIES $356,778,158 
General Contingency Reserve - apeeeees Group Contingency Reserve hie 3,470,000 
y assis- Capital (Shares of $5 Par Value) ... 10,000,000 Capital (Shares of $5 Par Value) .... 6,500,000 
sncy of Surplus 52,009,387 Surplus 27,954,810 
wh | Surplus to Policyholders $101,048,918 Surplus to Policyholders $ 37,924,810 


in the 
ill take 


$275,071,607 





$394,702,968 





All securities are carried in accordance with the requirements of the National Association of 
Insurance Commissioners as follows: eligible bonds at amortizéd values; insurance stocks at pro 
rata share of capital and surplus; all other securities at quotations prescribed by the Association. 


Securities carried at $8,959,797.57 in above statement 
are deposited as required by law. 


$194,196,832.39 
32,893,113.02 


Net Premiums Written during 1955 


Increase over 1954 





" +¢RAYMOND H. BELKNAP 
Vice President Banker 


WM. McCORMICK BLAIR 
William Blair & Company 


WILLARD N. BOYDEN 
Vice President 


EDISON DICK 
iG — Executive Committee 
. B. Dick Company 


Pita W. DINGMAN 
Vice President 


*Continental Casualty Company only 


Vice President, 


DIRECTORS 


FRANK R, ELLIOTT HOMER J. LIVINGSTON 
The First National Bank of Chicago 


*JAMES J. MERTZ 
Vice President and Comptroller Director 


*LOUIS C. MORRELL 


BOYD N. EVERETT 
Vice President and Treasurer 


JOHN A. HENRY 
Secretary and General Counsel 
ARNOLD B. KELLER 


Senior Consultant and Director 


International Harvester Company First Vice President 


Securities carried at $3,303,608.70 in above statement 
are deposited as required by law. 


Insurance in force as of December 31, 
1955 (“Paid-for” basis) 
Increase over 1954 


$3,727,726,470 
600,970,256 








JOHN E. STIPP 


President President 
Federal Home Loan Bank of Chicago 


R, DOUGLAS STUART 


The Quaker Oats Company 
STUART J. TEMPLETON 
Wilson & McIlvaine 


Vice President 
ROY TUCHBREITER 


HOWARD C, REEDER ; 
Executive Vice President President 


KENNETH V. ZWIENER 


J. M. SMITH President 
Harris Trust and Savings Bank 


+Continental Assurance Company only 


The detailed Annual Reports of the Continental Companies 
are being prepared. They will be furnished upon request. 


Casualty Insurance Fire and Allied Lines Life Insurance 
Fidelity and Surety Bonds Domestic and Foreign Reinsurance 
Accident, Sickness, Hospital Expense 


METROPOLITAN AND EASTERN DEPARTMENTS 
CONTINENTAL COMPANIES BUILDING: 76 WILLIAM STREET, NEW YORK 


Con TINEN TAL Comp ANIES « One of America’s Great. Insurance Institutions 


CONTINENTAL COMPANIES BUILDING ¢ 310 SOUTH MICHIGAN AVENUE, CHICAGO 4, ILLINOIS 
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David A. Carr Agency 
No. 1 Agency in 1955 


FOR CONTINENTAL ASSURANCE 





Showed 20% Gain in Paid-for Ordinary 
Production; Also Did Well in 
Group Life Volume 





For the second consecutive year the 
David A. Carr Agency, Inc., New York, 
was the leading general agency of Con- 
tinental Assurance Co. in both paid-for 
volume and Ordinary premiums. Scoring 
a 1955 gain of about 20%, the production 
of this office was around the $14 million 
mark. This was the agency’s biggest 
and best year. 

Recognition for this performance was 





DAVID A. CARR 


given to David A. Carr; president of 
the agency, by the home office of the 
Continental at a ceremony January 27 in 
Chicago. He was presented with three 
awards by Albert B. Morrison, eastern 
superintendent of agencies, on behalf of 
the company. These awards were rep- 
resentative of No. 1 place in both vol- 
ume and premium and for his group 
insurance leadership. 


Ever since appointment as_ general 
agents in 1948 the Carr Agency has 
ranked among Continental’s leading 


agencies nationwide. Its original office 
at 1780 Broadway, New York, was out- 
grown in 1953 and larger space was 
taken at 50 East Forty-second Street. 
In the past year the staff has been in- 
creased by the appointment of William 
Barton as brokerage manager. He 
works in close cooperation with Mr. 
Carr and Michael A. Wilton, vice presi- 
dent of the agency, in servicing the 
needs of an ever increasing number 
of metropolitan insurance brokers. S. 
Robert Sientz, who is the agency’s sec- 
retary, rounds out the executive staff. 


Luncheon Meetings for Brokers 


Late last year luncheon educational 
meetings for insurance brokers were 
inaugurated and more of them will be 
held this year. They are aimed at stimu- 
lating broker interest in the sale of life 
insurance. Among subjects to be dis- 
cussed are the underwriting approach of 
the company, bank financed and split 
dollar plans. 

In Mr. Carr’s opinion a definite need 
exists for the “package” sale. He is 
also alert to the insurance needs of 
people in the middle income class who 
are not quite ready for estate planning 
programs. “The insurance broker has 
an excellent entree to this market,” he 
believes, “especially as he is already 
servicing the general insurance needs of 
middle income people.” 

Mr. Carr anticipates that his agency’s 
production in 1956 will exceed that of 
last year. He points to Continental’s 
strong competitive position and to such 


Day on Variable Annuities 
J. Edward Day, associate general 
counsel, The Prudential, delivered a 
paper on variable annuities before the 
Chicago Chapter of CLU on February 9. 
He discussed in detail the background 


of variable annuities, its history to date, 
the position of Prudential on the sub- 
ject, and how executives of some other 
companies regard this type of protection. 





Mortality Study 


A brochure, “Prognostic Value of Life 
Insurance Mortality Investigation,” is 
being widely distributed by the Asso- 
ciation of Life Insurance Medical Di- 
rectors of America. The study, which 
covers 625,000 lives, was made by Society 
of Actuaries in consultation by the 
ALIMD. 





First Colony Life of 


Lynchburg, Va., Soon to Start 

The First Colony Life of Lynchburg, 
Va., organized last November, will have 
1,250,000 shares of stock. President is 
Edwin B. Horner of the investment 
house of Scott, Horner & Mason and 
vice president is James L. Carter. Ap- 
pointment of a New York State man as 
agency head will be announced later. 
Officers and employes of the investment 
house have subscribed for $500,000 of 
stock and there will be a public issue 
of stock for a total of $5,000,000. 





innovations as reduced ratings on civil- 
ian and military aviation risks. In addi- 
tion, a complete new sales kit feattiring 
self-contained proposals is now avail- 
able as well as Continental’s lifetime 


service fee and security benefit contract 
for insurance brokers who do not have 
a full time contract with the company. 
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N. Y. C. Assn. Sales Congress 
To Be at Town Hall, March 8 


The annual sales congress of the Life 
Underwriters Association of the City of 
New York, highlight of the association’s 
educational] season, will be held at Town 
Hall, 113 West Forty-third Street, New 
York, on March 8. This is the first time 
in a number of years that this event will 
be held in an auditorium other than that 
of a grand ballroom of a hotel. 

In a message in the organization’s offi- 
cial organ, “The Bulletin,” Harold A. 
Loewenheim, CLU, Home Life of New 
York, president of the association, made 
the following observation: “I think that 
the change to Town Hall is an indication 
of the important growth and importance 
of this annual affair. It is fitting and 
proper that your educational vice presi- 
dent, Stanley R. Wayne, Mutual Bene- 
fit Life, recommend the transfer from a 
hotel ballroom to the more dignified 
atmosphere of one of New York’s finest 


auditoriums.” 
The sales congress will begin promptly 
at 10 a.m, 





The Massachusetts Indemnity 
Insurance Company 


Specialists in Quality New Cancellable 
Disability Coverage 

















BROAD COVERAGE 





Featuring: 


PROMPT UNDERWRITING ATTENTION 
UNEXCELLED CLAIM SERVICE 
UNQUESTIONABLE FINANCIAL STRENGTH 


SS’ 


Home Office: 654 Beacon Street, Boston, Mass. 
Offices in Principal Cities from Coast to Coast 
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- You ae | 


A fast-growing life insurance company located in the 
East, requires a seasoned agency department man to fill an 
executive position. Attractive salary. Our employes know 
about this ad. Tell us about yourself. 


Box 2380, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 


Occidental of Calif. Makes 


Several Group Assignments 
Six members of Occidental Life of 


California’s Group sales and_ service 
division home office staff and field force 
received new appointments _ effective 
January 1. 

Kermit Robinson, formerly director of 
Group training and education, was ap- 
pointed to the newly created position 
of executive assistant, responsible for 
supervision of the division’s administra- 
tive functions. He will also temporarily 
continue to direct Group training and 
education activities. During his 22 years 
with Occidental, he has held a_ wide 
variety of positions in the company’s 
home office Group operations and _ has 
been connected with training and edu- 
cation activities since 1951. 

Norman Wagner has been pro- 
moted to director of Group sales opera- 
tions, succeeding the late Don Lee 
Hartman. Mr. Wagner, regional Group 
manager of the company’s Los Angeles 
Group Unit C for the past two years, 
brings a decade of Occidental field ex- 
perience in Group sales and_ service 
management to his new home office post. 

Frank V. Stoltze, formerly associate 
regional Group manager of Los Angeles 
Group Unit C, has been promoted to 
acting regional Group manager and suc- 
ceeds Mr. Wagner as head of that of- 
fice. Mr. Stoltze has been with Occi- 
dental’s Group operations nearly six 
years and had held his former position 
since March, 1954. 

John D. Johnson, assistant regional 
Group manager in the Toronto Group 
office since last May, has been pro- 
moted to regional Group manager there, 
succeeding George Cook who has be- 
come associate regional Group manager. 
Mr. Johnson has been with the Toronto 
Group office since May, 1953. 

Mr. Cook, with Occidental’s Group 
operations in Toronto for the past six 
years, relinquishes the management of 
the company’s Group office there fol- 
lowing a recent illness but will continue 
to be active in the further development 
of the territory’s Group business. 

Arnold Rodriguez of the Los Angeles 
Group service department has been pro- 
moted to assistant Group service man- 
ager. Joining Occidental’s Group ac- 
counting department in June, 1953, Mr. 
Rodriguez was transferred to the Los 
Angeles Group service department two 
years ago. 





Lincoln National 


(Continued from Page 1) 


speakers on the program are Julian 
Bryant, Richmond, Va.; Himes Silif, 
Erie, Pa.; H. C. Fulwiler, Washington, 
D. C.; J. K. Harris, Baltimore; and Dr. 
Anthony Martin of Rohrer, Hibler and 
Replogle, Chicago, management cot- 
sultants. ; 

Jack E. Rawles, CLU, second wice 
president of the company, presided at 4 
panel of general agents at which Henry 
W. Persons, second vice president, and 
Clifford L. Gamble, assistant superit- 
tendent of agencies, were two of the 
speakers. Others on the panel were L 
S. Becker, St. Louis; L. D. Payne, Des 
Moines, aand Lloyd H. Feder, Cleve: 
land. 

The conference will close with a talk 
by Thorpe B. Isaacson, Salt Lake get 
éral dgent, and Vice President Cross. — 





























I 


] 








February 10, 1956 


Coe ey ay he ee yj 
ace See ¥ ies arise ‘< 






























































Can you help your heart “tick” longer, too? 


Sometimes a clock that has kept perfect time over the 
years will get temporarily out of order. With skilled 
attention, however, it can go on ticking again for years 
to come. The same is true of your heart. 


A number of things can happen to your heart. Among 
the more serious of these is the form of heart disease due 
to hardening of the coronary arteries. Heart disease caused 
by coronary-artery trouble is becoming increasingly recog- 
nized. In fact, many of the conditions vaguely called 
“heart trouble,” or “heart attack,” are caused by partial 
or complete blocking of the blood flow at some point in 
the coronary arteries. The common form of such occlu- 
sions is known as coronary thrombosis. 


The outlook for those who have had coronary throm- 
bosis is good and is steadily improving. Studies show that 
four out of five recover from first attacks of this severe 
form of coronary heart disease. 

Today, the great majority of those who successfully 
withstand their first attack can, if the heart has repaired 
itself through rest and skilled medical care, safely resume 
activities with little or moderate restriction. 


In fact, many such people have not only been able to 


resume full-time work involving great responsibility, but 
have continued at work for many years. Indeed, being at 
work was actually “good medicine.” 


Thousands of other people with various heart impair- 
ments are also living happily and filling useful places in life. 
We cannot be complacent, however, about heart disease, 
for it continues to be the leading cause of death in our 
country. So, if you are approaching middle age, now is the 
time to do these things to help protect your heart: 


1. Keep your weight down. If you are overweight, 
follow your doctor’s suggestions to bring it down. 


2. Exercise regularly, but moderately. Stop before you 
get overtired. 

3. Have periodic health examinations. Never wait for 
heart symptoms to jolt you into seeing your doctor. 


4. Follow your doctor’s advice about healthful living 
habits, particularly as regards diet and rest. 


Remember, the normal heart is strong, with a great 
reserve of power and a wonderful capacity for comeback. 
Even an impaired heart can carry on and, with sensible 
care, usually be expected to do its job to a ripe old age. 











COPYRIGHT 1956—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Mapison AVENUE, New York 10, N. Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
an’s Home Companion, National Geographic. 
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Metropolitan Realigns Territories 


Metropolitan Life has realigned its 
agency territories in metropolitan New 
York City, New Jersey, Pennsylvania, 
Maryland, and Delaware, so that there 
will be four instead of three territories, 
it was Frederic W. 
Ecker, president. 

The realignment, creating four units 
approximately equal in number of dis- 
offices and field representatives, 
for greater’ efficiency in 
growing number of 
suburban 


announced by 


trict 
will provide 
serving a_ rapidly 
urban and 


policyholders in 


G. HOYLE WRIGHT 


areas of increasing concentration of 
population, according to Mr. Ecker. The 
realignment will promote closer com- 
munications between management and 
the field organization and will help man- 
agement to plan better to meet the in- 
creasing insurance needs of these rap- 
idly growing areas. 


Through the rearrangement, Brook- 


Pach Bros., N.Y. 
EMILE P. ARNAUTOU 


lyn, Long Island, and Staten Island, 
presently part of the Metropolitan Ter- 
ritory, will become a separate territory, 
to be known as the Island Territory. 
The territory has 51 district offices. 

G. Hoyle Wright will be superintend- 
ent of agenc?zs in charge of the recon- 


stituted Metropolitan-Territory+-S5amuel - 


D. Risley will be in charge of the new 
Keystone Territory; Emile P. Arnautou, 
formerly superintendent of agencies for 
Atlantic Coast Territory, will hold the 
same post in the new Island Territory; 
and A. Kenneth Hemer, former mana- 
ger of the Johnstown, Pa., district office, 
has been appointed as superintendent of 
agencies and placed in charge of the At- 
lantic Coast Territory. 

The--district offices in northern New 
Jersey, formerly a part of the Atlantic 
Coast Territory, have been added to 





SAMUEL D. RISLEY 


those in Manhattan, the Bronx, and 
Westchester County to make up Mr. 
Wright’s Metropolitan Territory. 

The state of Pennsylvania (excluding 
the Greater Philadelphia area), presently 
called Penn State Territory, will be 
known as the Keystone Territory. This 
territory will continue to be in charge of 
Samuel D. Risley, who has been super- 





A. KENNETH HEMER 


intendent of agencies in Penn State 
Territory. 

The realigned Atlantic Coast Territory 
will consist of Maryland and Delaware, 
21 districts of southern New Jersey, and 
19 districts in the Greater Philadelphia 
area. 

Mr. Hemer, the newly appointed su- 
-perintendent -of -agencies; —has: -been:--as- 


Business Men’s Assur. 
Has Its Greatest Year 


REPORT OF PRESIDENT HIGDON 





New Business at an All-Time Record; 
Insurance In Force Increased by 


Over $141 Million 





J. C. Higdon, president of the Business 
Men’s Assurance, gave a record-breaking 
report of the company’s greatest year 
to the annual meeting of stockholders. 

New paid life insurance in 1955 to- 
taled $240,834,913. This was an all-time 
record and resulted in the company’s 
passing the billion dollar life insurance 
in force mark by more than five million 
dollars on December 31, 1955. 

Life insurance in force increased by 
$141,048,567 during 1955 and Mr. Higdon 
told the stockholders the company now 
is in the top 6% in size of the nation’s 
life insurance companies. This mark was 
achieved in the company’s 35th year in 
the life insurance business. 

Total premium income of $39,814,479 
was the highest in history. The nreminm 
income was divided between $20,022,201 
in life premiums and $19,792,278 in acci- 
dent and health premiums. Investment 
and other income totaled $7,639,958, 
making total income of $47.454,438. 

During 1955, benefits were paid to 
126,668 policyowners and_ beneficiaries. 
Benefits paid under life insurance poli- 
cies totaled $8,315,120 and benefits paid 
under accident ' and health policies 
amonnted to $12,728,180, for a total of 
$21.043,300. 

The company paid taxes of $1.345,730. 
Total disbursements, including sales and 
operating expenses, amounted to $36,- 


435,625. 
Assets Increased 


Total assets of the firm increased 
$11,693,460, making total assets $143,- 
856,027. Total liabilities and special con- 
tingency funds, excluding capital and 
surplus funds, amounted to $127,213.705. 
This means the company has $112.20 of 
assets for every $100 of liabilities. 

The unassigned surplus, after dividend 
payments of $320,000, rose to $7.642,321, 
an increase of $2,300,828. In addition to 
the unassigned surplus, the firm carries 
a special contingency fund of six mil- 
lion dollars. The capital stock is eight 
million dollars. This makes total capital, 
surplus and contingency funds for the 
protection of policvowners of $21,642,321. 

After the stockholders’ meeting, the 
board of directors met and voted a 
dividend of 25 cents per share to com- 
mon stockholders of record of January 
Zs: 





Robert E. Hannon Appointed 
By Aetna in Kansas City 


Appointment of Robert E. Hannon as 
assistant géneral agent of the Kansas 
City general agency of Aetna Life has 
been announced by Richard M. Fee, 
general agent. 

Mr. Hannon is a graduate of Loyola 
University and Northwestern University 
Law School, and for several years was a 
practicing attorney. He entered the life 
insurance business in 1953 as a repre- 
sentative of the Aetna Life’s Chicago 
general agency. 

A Navy veteran, Mr. Hannon is a 
member of the Life Underwriters Asso- 
ciation, American Bar Association, and 
Phi Alpha Delta law fraternity. 





sociated with the Metropolitan for 20 
years, starting as an agent in New Ken- 
sington, Pa. At the time of his promo- 
tion he was manager of the Johnstown, 
Pa., district. He has been active in 
Life Underwriter Association affairs, 
serving officially in various Pennsyl- 
vania associations. He is a Chartered 
Life Underwriter and has been called on 
frequently to speak on life insurance 
topics before Life Underwriter and serv- 


jee--chrb meetings: 





eee 


Phoenix Mutual Set 
New Highs Last Year 


GROSS INTEREST RATE 4230 





President Holland Cites Reduced Pre. 
miums, Increased Dividends, Large 
Retention in ’55 


New insurance sold in 1955 amounting 
to $166,106,000, an increase of 17% ang 
an all-time record; insurance in force 
of $1,481,806,000; total premium income 
of $58,138,000; assets increasing by $37. 
078,000 to a total of $716,107,000 and pay. 
ments to policyholders exceeding $39. 
369,000, were some of the features oj 
the report to policyholders by Benjamin 
L. Holland, president, at the 105th ap. 
nual meeting of Phoenix Mutual Life 
Mr. Holland also called attention to the 
reduction in premiums and _ increased 
dividends to policyholders by the com. 
pany during the past year. 

The gross return on all investments 
made during 1955 was 4.28% as com. 
pared with 4.17% for the previous year, 
New bond and stock investments o 
$31,200,000 were made at an _ average 


gross yield of 3.85% compared with 
3.65% in 1954. 


New Major Protective Plan 


“One of the most significant develop. 
ments of the year was the introduction 
of the Major Protective Life policy with 
a $25,000 minimum amount,” said Pres. 
dent Holland. “This policy has every 
feature of a standard life insurance 
plan, but is available at one of the 
lowest premium rates in the entire 
life insurance business. 

“Another far-reaching announcement 
and one which has received wide news 
coverage was that the Major Protective 
plan would have an even lower premium 
for women. In view of the fact that 
mortality experience is more favorable 
for women, your company took the 
revolutionary step of recognizing this 
fact for this plan in the premium 
charged. The actual reduction amounts 
to a full three years in age rating. For 
example, the premium for a woman 2 
age 38 is exactly the same as for a man 
age 35. Such a major reduction is 
possible only when combined with the 
economies of issuing a policy for $2; 

or more. 

“Tt is a fact that real economies can 
be effected in issuing policies for larger 
amounts. Recently the Phoenix Mutual 
announced that the minimum _ policy 
would be $2,000, with some minor excep- 
tions. By establishing this minimum and 
by taking additional steps to increase the 
size of the average policy, your company 
is taking positive action to reduce oper- 
ating costs without any significant cur 
tailment of service. The former $1,00) 
minimum, established more than 50 years 
ago, is no longer realistic for purposes 
of most policyholders. 

“Your company also has taken a lea¢- 
ing position in the amount of life insur 
ance it will 
recent increase from $350,000 to $500; 
000 on standard risks has already te 
sulted in a substantial increase in sale. 
The maximum limit of insurance with 
the accidental death benefit has beet 
raised from $50,000 to $100,000.” 





Richard J. Katz Leader 


For Massachusetts Mutud 
Richard J. Katz of Rochester, N.Y, 
was the Massachusetts Mutual Lifes 
leading producer of Ordinary insuramtt 
in 1955. His sales of over $3,500 
gained him top place among the cor 
pany’s 1,200 full-time field represente 
tives. 

Mr. Katz has been a member of tht 
Rochester Agency since 1929 and for 
seven out of the past 10 years has I 
the agency in production. He is 4 Ine 
member of the Million Dollar Row! 
Table and has qualified for the past 2 
years. “sine i 
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Florida Hearing on 
Credit Life Rules 


HELD BY COMMISSIONER LARSON 





All Branches of Industry Represented 
in Discussion of Proposed New 
Regulations 





Commissioner J. E. Larson of Florida 
conducted a two day hearing at Miami 
Beach on proposed rules and regulations 
on the sale of credit life and A. & H. 
insurance. The first hearing was held in 
Tallahassee last Sept. 26-27. About thirty 
fve industry representatives were on 
hand at Miami Beach. Besides Mr. Lar- 
son, the Insurance Department was rep- 
sented by Ed Faircloth, Roby McClel- 
land and Mr. Ripondelli. 

Much time was taken in discussing the 
amount of credit life insurance that may 
be written. 

Robert Thweatt, speaking for Florida 
Life Underwriter Association, contended 
that under the Florida law not more 
than $5,000 of credit life inurance may 
be outstanding at any time on a loan 
having a maturity of more than one year, 
Industry representatives said this would 
impose intolerable administrative bur- 
dens on them to ascertain whether the 
borrower-insured had other loans which 
were insured. Nevertheless, Mr. Thweatt 
insisted that the law could consistently 
have no other interpretation. He took 
exception to the provision in the pro- 
posed rules that the limit on the total 
amount of credit life insurance should 
be “with respect to any loans made by 
the same lender.” 


Insurance After Loan Payment 


There was considerable discussion on 
the merits of permitting franchise and 
individual insurance to continue in, force 
alter prepayment of the loan. Paul 
Boyer, for Household Finance Company, 
insisted that the law requires the insur- 
ance to end when the loan ends. Ed 
Dunbar, of Beneficial Loan, said the re- 
striction applies only to the insurance 
when it is “written.” 

The section dealing with “evidence of 
insurance” was rewritten in line with the 
desire of the insurance department that 
the borrower have evidence of insurance 
and the desire of the companies and 
lenders to provide a workable procedure. 

Mr. Faircloth said the regulations 
could be only in amplification of the 
law and could not change the statute 
and it might be necessary to consult the 
attorney general on certain proposals. 

Industry people on hand included J. 
R. Cade, of Old Republic Life: William 
Walsh, of Consumer Credit Insurance 
Association; Ray Chambers, Credit Life 
of Springfield, Ohio: Steve Stovall, Gulf 
Life; Harold Buck, Federal Life and 
Casualty; T. M. McBroom, Florida Con- 


| Sumer Finance Association: Phil Good- 


win, Jack Galm, Frank Weidknecht, and 
Mr. Skinner of Prudential; Turner 
Howston, Peninsular Life, Mr. Arnold of 
Atlantic National Bank, Frank Csar, 
Mid-States Life, Jack Neitman, Life In- 
surance Association of America: Earl 
Thompson, Central National Life of 
maha, and representatives of American 
Bankers Insurance Co., American Life, 
Vulean Life, Bankers Security, Home 
Owners Life, Haven Insurance Co., Life 

Casualty, Pioneer, Volunteer, State 
Capital Life, First National Bank of 


Miami and First National Bank of Or- 
lando, 





Savannah LU Meeting 


First meeting of the Savannah Life 
Nderwriters Association January 20 
with President Joseph Webster, Jr., pre- 
Siding, heard plans of the State Asso- 
Fors caravan committee which will 
ree. meetings March 13 to 16 in At- 
qua, Macon, Albany and Columbus. 
Peaker was Donald T. Osgood, mana- 
ger Mutual Life. State president, Mel 
itch, reported state local association 
hanbership was 2,100. Savannah mem- 
€tship chairman, Frank Cheatham, 
tudential, said prospects were for a 
fecord membership locally. 


Connecticut General’s 
Billion In Force Gain 


NEW ORDINARY HALF BILLION 
President Frazar B. Wilde Sees Con- 
tinued Good Outlook for 
Life Insurance 


Connecticut General Life reported 
that it has in force more than $7 billion 
of life insurance, an increase of more 
than a billion dollars during 1955. 


President Frazar B. Wilde acknowl- 
edged that “prosperous times” played a 
“great part” in the company’s success 
for the year, but said growing strength 
of the company’s field organization and 
the development of new products were 
among the reasons for Connecticut Gen- 
eral’s growth. Mr. Wilde said the com- 
pany “enjoyed good results in sales, in 
our underwriting and investment opera- 
tions and in the advancement of the 
financial strength of the company.” 

The company added nearly $10 million 
to its contingency and assigned surplus 
funds. At the end of the year, the sur- 
plus was $68,305,470, and contingency 
funds totaled $33,640,000. The company 
also added $5,500,000 to its special re- 
serve funds, principally to meet ex- 
pected future requirements for payments 
to annuitants; $3,379,637 was added to 
the mandatory fund to offset the effect 
of market fluctuations on the value of 
investment in securities. The company 
reported that its 1955 tax bill, not count- 
ing local taxes on real estate, was 


$8,469,332. 
Half Billion New Ordinary 


Mr. Wilde said, “The sales year was 
the best in our history, with all lines 
contributing to the 10% increase in total 
premium income. This is perhaps the 
most valid measure for a business like 
ours, which provides all forms of. per- 
sonal insurance protection.” 

Connecticut General’s 1955 new busi- 
ness in Ordinary life insurance amounted 
to $500,751,110 and the total of new 
Group life insurance business, not count- 
ing increases, was $302,881,241. Income 
from premiums for accident, sickness 
and hospital] expense insurance increased 
by $10 million to $76,777,920. 

Payments to policyholders and bene- 
ficiaries during the year totaled more 
than $133 million, nearly half of which 
was for accident and health benefits and 
the rest for benefits under life insurance 
and annuity contracts. 

President Wilde said Connecticut Gen- 
eral is “optimistic about prospects for 
1956. The political atmosphere of an 
election year may affect business ac- 
tivity somewhat, but the economy is 
strong. We look forward to a period of 
further growth and are confident of the 
ability of our organization to meet its 
challenges.” 

Interest yield after deduction for Fed- 
eral income taxes was 3.30%. Assets 





at the close of the year were $1,458,- 
000,000. 


’ 
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Insurance Stock Holdings 


Life Insurance Investors 
J. C. Bradford & Co., the investment 
firm, has published the schedule of in- 
vestments of Life Insurance Investors, 
Inc., as of November 30, 1955, showing 
that the aggregate book value was $14,- 
192,496 against market value of $15,916,- 
051. The life insurance company invest- 
ments follow, the last column represent- 
ing the increase or decrease of market 
value compared to book value as of 
November 30: 


Common 
Shares % 
SRO ACI EAL ©... 5. ooo ca ewhene +26 
1,610 Calif.-Western States ..... —1 
ZO. COMMA PALE 735 oc.:eccid k's oie s ahy j 
9,151 Columbian National ....... —I]1 
3,275 Commonwealth ............ +45 
Z2abO Conny General « « .<sc sc cscs. tn 
850 Continental American ..... “7 
1500-"Prankhin Life .....2... 0.55 +58 
2,416 Great Southern ........... hid 
O20 Kansas Citeohite? J. c..-0c6.% —5 
7,250 Life Ins. Co. of Virginia... +15 


150.aLincoln Liberty 


2,600 Lincoln National .......... +29 

675 Manufacturers ............ +25 
3,741 Monumental Life .......... ‘miZ 
12:500r National LE. &= A: ¢.sc2.28 5 +23 

or Northern cl the: <2 t.c.owude. - 
5,800 Northwestern Nationa] .... +22 
238500 Ohio. State Bife-cc: . .iLs.ss<o% +37 

275. Provident Li-& Ass... ...% AS 
1,566 Protective Life ............ +14 
3,200 Southwestern Life ......... +28 
1,300 Sun Life Assurance........ — 3 
25;300) “Transamerica: ~ +i), «cs eiictecere +48 
J) ae ee) er re ate 
1,000 United Benefit Life........ Pl 
2,243 Wisconsin National ....... +10 





Jefferson Nat’l Life Hit New 
High in 1955 Production 


Jefferson National Life of Indiana- 
polis reports record growth for 1955. 
New paid-for life sales, including Group, 
amounted to $30,124,417, an increase of 
24% over 1954. Life insurance in force 
jumped to $131,334,871, a new high. 

The company entered the pension 
trust and group insurance fields in 1955. 
In addition the sales department added 
new agencies in a number of large 
metropolitan areas including Chicago, 
Detroit, Cincinnati and Pittsburgh. 


Insurance to provide income in 
the event of disability is 


THE FOUNDATION OF ALL 
SOUND INSURANCE PROGRAMS 


Add this vital protection to every 


Life Insurance Program 


LOYAL ATKINSON 


Branch Manager 


50 East 42nd Street - New York 


MU 7-5212 
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Celebrating its SIXTY-FIFTH 
year of professional insurance 
guidance and service to the people 


of New England. 




















MANHATTAN LIFE LEADERS 





Anne Frimkess Leading Producer in 
Ordinary Volume; J. S. Harmelin 
First in Premiums 


Anne Frimkess of The Richard M. 
Grosten Agency, Los Angeles, led all 
Manhattan Life personal producers dur- 
ing 1955 in paid Ordinary volume, which 
was in excess of one million. Joseph S. 
Harmelin, Max Harmelin Agency, New- 
ark, who recently qualified for the Mil- 
lion Dollar Round Table, stood first in 
paid Ordinary premiums and second in 
paid Ordinary volume. Third in Ordinary 
volume went to Peter A. Peyser, Percy 
A. Peyser Agency, New York. 

William E. Rosenblum, Harmelin 
Agency, stood second in Ordinary pre- 
miums and Tom Connolly, Jr., Campbell 
Agency, Sacramento, took third place. 

Mrs. Frimkess, who is the mother of 
three children, has been among the com- 
pany’s top producers consistenly since 
joining the Grosten Agency six years ago. 
She has been a regular qualifier for The 
Manhattan Club, as has Joseph Har- 
melin, who joined the company in 1944. 

Leadership in personal Group volume 
and Group premiums was shared by 
Rowland L. Bertonneau and Irving L. 
Orland of the Grosten Agency. Alfred 
Schlesinger of that agency took second 
in Group volume and premiums and 
Frederick L. Katz, Charles Edwards 
Agency, New York, stood third in both. 


The Grosten Agency led the company 
in Ordinary volume. The James G. Ranni 
Agency, New York, stood second and 
M. Milton Sobel, Philadelphia, third. The 
Ranni Agency was first in Ordinary pre- 


_ miums, with the Peyser Agency second 


and Grosten Agency third. 

Agency leadership in Group volume 
and premiums went to Grosten, with the 
Charles Edwards Agency, New York. 


second in both, and Ranni, New York, 
third. 
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Continental Assurance 
Had 22% Ordinary Gain 


IN FORCE UP $600 MILLION 





President Tuchbreiter Addresses General 
Agents & Managers at Chicago 
Conference 





150 general agents and 
managers attended Continental Assur- 
ance’s General Agents and Managers 
Association meeting in Chicago January 
26 and 27. Theme was “Let’s Take In- 
ventory,” an inspection of practical pat- 
terns and workable ideas for agency 
development. 

Friday’s session opened with a break- 
fast meeting and an address of welcome 
by Roy Tuchbreiter, company president. 
“Continental has reached a new high of 
$3,727,726,470 of insurance in force,” Mr. 
Tuchbreiter said. He squarely placed 
credit on the company’s general agents 
and managers for the increase and ten- 
year climb from 57th place to 19th posi- 
tion among life insurance companies for 
insurance in force. “My major contribu- 
tion to this remarkable record,” Mr. 
Tuchbreiter said, “was in providing you 
with highly qualified personnel in the 
home office.” 

The new figure represents a gain of 
$600,970,256 in insurance in force, How- 
ard C. Reeder, executive vice president, 
pointed out at the general session, with 
Ordinary paid for showing a 22.3% in- 
crease and a gain of 14.8% in insurance 
in force for 1955 as against a gain of 
12.6% for 1954. Group term insurance 
showed a 25% increase. 

“Noteworthy is the fact that the gain 
in force in 1955 alone,” Mr. Reeder said, 
“exceeded the total of 34 years’ growth 
from 1911 through 1945.” 

The ease of handling Group business 
was highlighted by Paul H. Rinker, vice 
president, in his discussion, “Simply 
Group.” “Group insurance sounds com- 
plicated,” Mr. Rinker said, “and con- 
sultants and self-styled experts like to 
keep it that way. That isn’t to say that 
qualified consultants don’t fill a need— 
they do. But in the most undeveloped 
area of Group insurance, businesses em- 
ploying from 10 to 50 persons, the aver- 
age general agent will find that Group 
insurance is a simple matter to han- 
dle.” 


More than 


Panel Conducted by Belknap 


“Spotlight on Success Patterns,” a 
panel moderated by Raymond H. Bel- 
knap, vice president, gave Donald L. 
Tenney, San Francisco branch manager; 
William Otter, CLU, Joshua B. Glasser 
and Associates, Chicago; Harold N. 
Sloane, CLU of Life Associates, New 
York, and David A. Carr, general agent, 
New York, an opportunity of showing 
how four diverse approaches to agency 
development still spelled steady growth 
and a foundation for permanency in each 
agency. 

Mr. Tenney emphasized the necessity 
of tightly organizing time in the field if 
brokerage development is to be effective. 
Mr. Otter discussed their agency’s pro- 
gram of drastically streamlining office 
procedure to free the staff for increased 
sales effort and of providing permanent 
incentive to principals by the formation 
of a partnership. Mr. Sloane’s answer 
to today’s intense brokerage competition 
is imaginative merchandising. “Have a 
sales approach that is different,” he 
said, “one that will intrigue both the 
producer and the prospect.” Mr. Carr 
emphasized growth through systematic 
development of existing producers’ maxi- 
mum potential rather than by concen- 
trating on addition of sheer numbers of 
minimum producers, “Quality of produc- 
ers as well as quantity is the key to 
successful growth pattern,” he said. 

Guest speaker was Maurice B. Mitchell, 
president of Encyclopedia Britannica 
Films, Inc. 

After luncheon Dr. Clifton L. Reeder, 
medical director gave some pointers on 
substandard business. “Too often the 
agent fails to place substandard con- 
tracts,” Dr. Reeder said, “because he 
tries to sell the home office that the 


Maine Fidelity Stock Sale 


The new Maine Fidelity Life Insur- 
ance Co. of Portland has received a 
check for $1,001,250, proceeds of the sale 
of 45,000 shares of its capital stock re- 
cently offered at $25 a share and sub- 
stantially oversubscribed within 24 hours. 
Sale of the stock was underwritten by 
P. W. Brooks & Co., New York, in co- 
operation with Shelby Cullom Davis & 
Co. The check was presented to Burton 
M. Cross, former governor of Maine and 
president of Maine Fidelity Life. 





LIFE OF VIRGINIA CONTEST 





Among Employes for Slogan To Be Used 
In Conjunction With 85th Anni- 
versary of Company 

In conjunction with the celebration of 
its 85th anniversary, Life Insurance 
Company of Virginia is sponsoring a 
contest among its employes for a slogan 
that may be used throughout the anni- 
versary year. The contest is open to 
members of the company’s home office 
clerical staff and to its field office cash- 
iers and clerks. 

Savings bonds will be awarded for the 
best slogan received from the following 
groups: home office, Ordinary agency 
division, and each of the three combin- 
ation agency divisions. 





appraisal is wrong instead of trying to 
sell the applicant on its rightness. The 
successful agent knows enough about 
underwriting to recognize substandard 
business when he sees it. He should start 
selling it right then, laying the ground- 
work, even before the application is sent 
to the home office.” 

Joseph N. Desmon, CLU, Buffalo, who 
joined the company as general agent in 
the past year, traced his reasons for 
coming with Continental in “New Among 
You and ‘Why.’” In his appraisal of 
the company, Mr. Desmon named “op- 
portunity for initiative and for self 
expression” as major factors in his 
decision to join the company. “Being a 
sales-minded individual,” he said, “I am 
impressed with the opportunities for 
creative sales management which form 
a part of the basic philosophy.” 

The panel, “Life Thrives . . . In Gen- 
eral,” moderated by Charles W. Kraemer, 
director of field services, agreed on the 
principle of developing life business from 
general insurance men through the me- 
dium of training them in small classes. 
General agents Philip C. Belber, New- 
ark; Herbert A. Carr, Detroit branch 
manager and Stanley J. Neuman, Los 
Angeles, all conduct life insurance classes 
for general insurance men, but tech- 
niques vary among the three agencies. 
Where Mr. Carr attempts to find out 
how much each man knows and uses that 
as a starting point, Mr. Belber assumes 
the class knows nothing and goes into 
the most basic fundamentals. Mr. Neu- 
man stated that, in addition to training, 
the life insurance general agent must 
provide his producers from the general 
insurance field with the highest type 
service consistently, day in and day out. 
He also pointed out that such producers’ 
net income from general insurance is 
down and that they need life insurance 
to bolster their earnings. The panel 
gave substantial credit for their success 
to “Facts of Life” course which was 
designed by Continental expressly for 
training general insurance men as well 
as the exclusive Sched-U-Mailings pro- 
gram for getting them into production. 

Continental’s new Service Fee and Se- 
curity Benefit contract for all producers 
was the subject of Vice President David 
G. Scott’s talk on “Agency Building 
Tool . . . 1956 Model.” 

After adjournment of the meeting, 
members were entertained at a banquet 
in the Grand Ballroom of the Drake 
Hotel. 


Charles B. Petrie, Weekly 
Underwriter Editor, Dead 


Charles Barker Petrie, 55, editor of 
the life insurance department of The 
Weekly Underwriter, New York City, 
died February 5, following a heart at- 
tack. Mr. Petrie was also editor of 
The Insurance Press, a monthly life 
insurance publication. 

He was native of Athens, Ga., born 
there August 9, 1900, the son of Dr. 
and Mrs, Charles Petrie. The family 
moved to Louisville, Ky., where Mr. 
Petrie received his early education. He 
studied at the Art Students League, 
New York, and in various European 
centers. He later entered newspaper 
work and served on the Louisville 
Courier Journal, Chicago Herald Ex- 
aminer, New York Evening World and 
the World Syndicate. 

He was the first managing editor and 
art director of the magazine Mademoi- 
selle. Other posts held by Mr. Petrie 
included managing editor of the Life 
Edition of The Spectator, assistant to 
the vice president in charge of adver- 
tising and sales promotion of American 
Surety Group, and vice president of the 
Andrew Cone Agency, New York. 

Mr. Petrie originally joined the staff 
of The Weekly Underwriter as editor 
of the life insurance department in 1931, 
in which capacity he served until his 
appointment as vice president in charge 
of advertising and production in 1935. 
After two and a half years he resigned 
to become associated with the Andrew 
Cone Agency. He rejoined The Weekly 
Underwriter in 1951. 

Mr. Petrie resided at 270 West 11th 
Street, New York City. He is survived 
by his widow, Marion S. Petrie; a sis- 
ter, Mrs. W. J. Morrison, Chattanooga, 
Tenn., and a brother, J. Troy Petrie of 
New York City. 





HEAR MARION STEVENS EBERLY 





Tells of Increase in Life Insurance 
Ownership in Southern States at 
Meeting in Atlanta 

Life insurance ownership has_ in- 
creased in the Southern states much 
more rapidly than in the United States 
as a whole in recent years. This is 
shown in a review of Southern life in- 
surance presented this week to the 
Home Economics Section of the Asso- 
ciation of Southern Agricultural Work- 
ers, holding its annual conference in At- 
lanta, Ga. by Mrs. Marion Stevens 
Eberly of New York, director of the 
Women’s Division of the Institute of 
Life Insurance. 

In the 13 states designated by the 
Department of Agriculture as “Southern,” 
total life insurance in force has in- 
creased 160% since the end of World 
War II, while the increase for the 
United States as a whole has been 120%, 
Mrs, Eberly said in presenting her re- 
port. 

_ “The gain in the purchase of new life 
insurance has been even more marked 
during these years,” Mrs. Eberly said. 

Taking Ordinary life insurance alone, 
which accounts for some two-thirds of 
total life insurance, current purchases in 
these 13 Southern States are three and 
one-half times those of 1945 and increas- 
ing at a more rapid rate than is shown 
for the United States as a whole.” 

The number of Ordinary insurance 
policies owned in the South rose by 50% 
in just the past five years, compared 
with a U. S. rise of 28%, and the amount 
of Ordinary insurance in force rose by 
61% in the South in these five years, 
compared with a U. S. rise of 44%. 

The number of Group life insurance 

policies in force rose by 149% in the 
South compared with a U. S. rise of 
91%, the amount of Group life insurance 
in force rising 154% in the South, 123% 
in the U. S. 
_ At the same time Industrial insurance 
increased in the South and by a some- 
what larger percentage than was true 
for the country as a whole. 


Manager Denver Agency 
Of Phoenix Mutual Lif. 


4, 








DALLAS E. PARKS 


Dallas E. Parks has been named man- 
ager of the Denver agency of Phoenix 
Mutual Life succeeding Gerard J. Smith, 
who has been appointed Phoenix Mb. 
tual’s brokerage representative in the 
Denver area. 

Mr. Parks joined the company’s New- 
ark, N. J. agency in 1951. Appointed 
supervisor in 1953, he received further 
management training in Newark, Spring. 
field, Mass., and Denver. He has been 
acting manager in Dallas for the past 
year. 

Mr. Smith, who joined Phoenix Mv- 
tual in 1936, was manager of the con- 
pany’s Kansas City agency for eight 
years before he opened the Denver 
office in 1950, 





West Coast Life to Propose 
Payment of Share Dividend 


West Coast Life in advising  stock- 
holders of their annual meeting Feb- 
ruary 21, stated that a proposal will be 
offered to them to declare a “share” 
dividend out of surplus funds. However, 
the amount of the contemplated stock 
dividend is not disclosed. 





Aetna Life Agency Winners 


Nine general agencies of Aetna Life 
have been awarded the Aetna Life 
President’s Trophy for outstanding 
agency performance during 1955. 

They are: Henry A. Maddox, Atlanta; 
Gilbert V. Austin, Brooklyn, N. Y.; W. 
Ray Hutch, Buffalo, N. Y.; Richard 0. 
Fuchs, Denver; H. H. Holt, Des Moines; 
F. E. McMahon, Detroit; L. Kent Bab- 
cock, Jr., Philadelphia; W. J. Schergens, 
Shreveport; and Sleeper & Euler, Wash 
ington, 

The trophy winners will serve a one- 
year term on the Aetna Life’s Genera 
Agents Advisory Council, which serves 
as an advisory body on agency manage: 
ment matters. 





Appoint Fred J. Schubert 


Fred J. Schubert, a native of Houstot, 
has been appointed manager there for 
the Sam Houston district office of Tht 
Prudential. 

Mr. Schubert attended Stephen F. 
Austin ‘high school in Houston, wa 
graduated from North Texas State Col 
lege and has done graduate work at the 
University of Houston. He joined Th 
Prudential in 1950 as an agent in Austit 
He returns to Houston from Wat? 
where he has been a staff manager in the 
firm’s office there, 
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Provident L. & A. Had 
Record Growth in 1955 


PRESIDENT MACLELLAN REPORT 





Assets Increased by More Than $19 
Million; In Force Up by More 
Than $272 Million 





The year 1955 was a period of record 
growth for Provident Life and Accident, 
‘Chattanooga, President R. L. Maclellan 
‘reported to stockholders at the com- 
pany’s recent annual meeting. : 

“New records were reached in_ all 
phases of our operations,” Mr. Maclellan 
said, “. . . assets, life insurance in force, 
accident and health business volume, and 
benefit payments to policyholders and 
beneficiaries.” 

Provident’s assets increased by more 
than $19 million during the year to 
‘reach a total of $120,246,847 on Decem- 
er 31. This is a record increase for 
e year, Mr. Maclellan pointed out, 
und betters by approximately six mil- 
n dollars the greatest previous in- 
crease of $13 million in 1954. 

The report showed that Provident’s 
life insurance in force increased by 
‘more than $272 million during 1955 to 
reach a total of $1,757,541,983. This gain 
is exceeded only by the year 1954 when 
Provident was named to underwrite $145 
million of the mammoth Group life in- 
surance program for Federal employes. 
During the past four years Provident’s 
growth in life insurance in force has 
equaled the total gains of the com- 
pany’s previous 34 years and the gains 
in life insurance in force since January 
1, 1951, have totaled approximately one 
billion dollars.” 


A. & H. Volume Increase 


Accident and health business volume 
totaled $51,724,993.00 for the year, an 
increase of more than $6 million over 
the 1954 figure. The gain is a record 
incrasee for one year and the total vol- 
me for 1955 is more than double the 
business volume as recently as 1949. 

“The best index of our progress dur- 
ing the past year is provided by the 
record of services rendered,” Mr. Mac- 
lellan stated. “During the past 12 
months more than 590,000 emergency 
income checks were made to Provident 
policvholders and beneficiaries. This is 
an average of 2,336 checks every work- 
ing day—a check every 12 seconds. 
These benefit checks last year totaled 
$44,432,843. Benefit payments during the 
past five years alone total more than 
$183 million.” 

Mr. Maclellan reported that both the 
field organization and home office staff 
were increased during the year. “Provi- 
dent service was established in a number 
of new localities throughout the nation 
during the year,” he said, “and additions 
made to a number of our agencies and 
branch offices. In addition, the home 
office staff was increased to close to 700 
employes by the end of the year.” 


Ross Osborn to Home Office 


D. Ross Osborn has been appointed 
agency assistant for Connecticut Mutual 
Life. Joining Connecticut Mutual as an 
agent with David B. Fluegelman agency, 
New York, in 1953, he took over his 
duties at the home office February 1. 

A native of Indiana, he attended Notre 
Dame University and graduated from 
Purdue University with a B.Sc. degree 
in economics in 1947. He served two 
years with the U. S. Air Force during 
World War II. Mr. Osborn served five 
years as a special agent for the FBI 
Prior to joining Connecticut Mutual. 


Institute of HOU Meeting 


The Institute of Home Office Under- 
Writers executive committee will meet 
Friday, February 17, at Drake Hotel, 

Icago, it is announced by C. Edwin 

itlson, president of the Institute and 
chief underwriter of Continental Assur- 
ance of Chicago. Committees will be 
4ppointed and plans discussed for the 

h annual meeting to be held at Statler 
Hotel, Dallas, November 14 to 16, 1956. 



























George E. Johnson, CLU, president of 
Variable Annuity Life Insurance Co., 
District of Columbia, the first insurance 
company in this country to offer Varia- 
ble Life Annuity to the general public, 
was formerly vice president and general 
counsel of College Retirement Equities 
Fund and Teachers Insurance and An- 
nuity Association of New York, and was 
an important factor in development of 
the Variable Life Annuity for college 
teachers. The Variable Annuity Life In- 
surance Co. issued its first policy some 
time ago. 

_Mr. Johnson is a graduate of Univer- 
sity of Nebraska where he received his 
LL.B. degree in 1929, magna cum laude. 
From 1929 to 1935 he was associated 
with the New York law firm now known 
as Dewey, Ballantine, Bushby, Palmer 
and Wood. He became officer of TIAA 
in 1935. He is a Fellow in the Geronto- 
logical Society, Inc., and is on National 
Social Welfare Assembly’s national com- 
mittee on the aging. He gave a lecture 
on variable annuities to the examiners 
of the New York State Insurance De- 
partment in its series of lectures on ex- 
amination of insurance companies. 





_ Japanese insurance companies are mak- 
ing progress following the difficult period 
they had during the years following the 
surrender of Japan in World War II. 
A case to the point is Dai-Ichi Mutual 
Life of Tokyo, founded in 1902 and the 
first company in Japan to be mutualized. 
In its last fiscal year it increased its 
new business 25%, bringing its total 
insurance in force to $700,000,000. Its 
assets exceed $48,000,000. In discussing 
the handicaps overcome President Yano 
said in his annual report: 

_“The Government has drastically car- 
ried out a deflationary policy to check 
inflation, which brought about nation- 
wide deflation. As a result, commodity 
prices dropped, producer stocks in- 
creased, industrial activities went into 
a deadlock and the upward trend in liv- 
ing standard stopped. On the other hand, 
the comparatively high level of our 
commodity prices came down. which, 
together with the Western nations’ re- 
covery, caused our exports to expand 
greatly and improved our international 
balance of payments. However, it should 
be pointed out that these favorable con- 
ditions in exports and prices are not yet 
founded on the basis of.a firmly stabil- 
ized economy. The fact is that Japan 
still has a long way to go in order to 
attain a low level of costs in foreign 
trade and thus to establish economic 
independence through rationalization of 
industry. 

“Under these circumstances, we feel 
an increasing necessity for life insur- 
ance; it not only affords the protection 
for which it is intended, but also pro- 
vides long term loans necessary for the 
stabilization of the national economy. 
We, therefore, feel the greatest satisfac- 
tion in knowing that more people set 
aside their money for life insurance, 


‘making their individual living plans and 


thus paving the way for a hopeful future 
for the nation.” 


M. James Houlihan, who is the new 
president of Mutual Benefit Life’s gen- 
eral agents association, is the company’s 
general agent in Saginaw, Mich. He 
began his business career as a retail 
clothing salesman followed by experience 
as branch manager of a store chain. 
In the Navy, which he left as a com- 
mander, he spent two and a ‘half years 
at sea as executive officer of a ship. 
Mr. Houlihan entered life insurance in 
1946 as an agent under Bruce Palmer, 
then in charge of Mutual Benefit Life 
in Flint. On May 1, 1946, he was made 


Chase Ltd. Photo 
GEORGE E. JOHNSON 





general agent at Saginaw, and his terri- 
tory embraces 24 counties in Michigan. 
He has been vice president of the Sag- 
inaw Life Underwriters Association and 
belongs to Saginaw Club, Rotary Club 
and Saginaw Country Club. He has 
been active in community affairs. His 
wife was Katrina Grant and their two 
children are Mike, 12, and Mollie, 8. 
In 1952 his agency won the President’s 
Award. 
Uncle Francis 


Korean Journalist Visits 
Northwestern Mutual Life 


A visitor from a land where there are 
no insurance companies recently spent 
an afternoon at the Northwestern Mu- 
tual Life home office in Milwaukee. He 
is Chul-Soo Chin, a 26-year-old Korean 
journalist, an Associated Press corres- 
pondent in Seoul, who is nearing the 
end of a 5% month stay in this country 
arranged by the State Department. He 
and. ten other Korean journalists made 
the trip to gain an insight into Ameri- 
can ways and American journalism. 
After six weeks at Northwestern Uni- 
versity, Mr. Chin worked on a news- 
paper in Decatur, Ill, and then on a 
Milwaukee paper. 

Through friendships created in De- 
catur, Mr. Chin met James A. Malloy, 
a supervisor in Northwestern’s secre- 
tarial department. Since Mr. Chin had 
never seen an insurance company, he 
expressed an interest in visiting North- 
western. Mr. Malloy arranged the tour. 

The staff, office equipment and the 
mechanization employed by an insurance 
company were most impressive to Mr. 
Chin. He expressed the hope that the 
Korean life insurance industry could 
soon come back into existence. Interna- 
tional relations, Mr. Chin felt, could be 
improved if more Americans could visit 
his country as he is visiting here. While 
at Northwestern, Mr. Chin discussed the 
Orient with Secretary William B. Mine- 
han who toured there in 1954. 


Joins Chicago Group Office 

Company President Julian D. Anthony 
announced the appointment of Barry L. 
Wolfe as manager of the Chicago re- 
gional Group office of Columbian Na- 
tional Life. 

M. Wolfe goes to Columbian National 
from Liberty’ Mutual’s. Chicago office 
where he was Group supervisor. Mr. 
Wolfe is a native of Chicago. He gradu- 
ated from Indiana University where he 
majored in finance. 





Virgil A. Schwarz Named 


By Manhattan in Tacoma 


Appointment of Virgil A. Schwarz as 
general agent of the Manhattan Life in 
Tacoma, Wash., has been announced. 
Previously he had been district manager 


in Tacoma for the Seattle Agency, La- 
Bow, Haynes Co., Inc. 

Before joining Manhattan Life, Mr. 
Schwarz was with the John Hancock 
for eight years as branch manager. 





in Pacific Mutual’s 
CAREER BUILDING 
OPPORTUNITIES 


inspired William 
Richard Balkin’s 
long-range activity 
planning which has 
matured in his Mil- 
lion Dollar Round 
Table membership, 
his 12-year top rank 
standing in the Pa- 
cific Mutual Big 
Tree Leaders Club, 
and in the recogni- 
tion he enjoys as 
one of Chicago’s 
distinguished com- 
munity service 
leaders. 


Quality is the dom- 
inant objective in 
all Pacific Mutual 
field procedures. 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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LIFE Since 1868 » ACCIDENT Since 1885 
SICKNESS Since 1904 + RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 
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INSURANCE HAS ITS 
BEST YEAR 


Now that the production results for 
the past year are available for most 
life insurance companies, it is evident 
that life insurance has had its best year. 
Life insurance purchases in 1955 were 
even larger than preliminary estimates 
indicated, as revealed in the final report 
of the Life Insurance Agency Manage- 
ment Association of Hartford showing a 
record $48,777,000,000 for the year. This 
was $3,294,000,000 more than 1954 pur- 
chases which were then at a new high. 

Excluding from both years the pur- 
chases of Federal employe Group life 
insurance, written with the life compa- 
nies under special Act of Congress, 
the 1955 purchases were $8,107,000,000 
greater than those of 1954, an increase 
of 21%. An increase in life insurance 
buying in December, when purchases 
were 41% greater than the year before, 
accounted for the larger than expected 
12-month total. 

Purchases of Ordinary life insurance 
in December were $3,155,000,000, or 26% 
over December a year ago. This was 
the largest single month’s total on rec- 
ord for Ordinary insurance. 

Industrial life insurance bought in 
December amounted to $511,000,000, an 
increase of 3% from the corresponding 
month the year before. 

New Group life insurance amounted to 
$2,191,000,000 in December, 92% over a 
year ago. These figures represent new 
Groups set up only and -not additions 
under Group insurance contracts already 
in force. 

For the full year, Ordinary life in- 
surance bought accounted for $30,948,- 
000,000, an increase of 20% over the year 
before. Industrial life insurance pur- 
chases represented $6,627,000,000 of the 
year’s total, up 2% from 1954, while new 
Group life insurance amounted to $11,- 
202,000,000. The Group total was 16% 
under the previous year, with the Fed- 
eral Group included, but was 42% 
greater than a year ago, with that Group 
excluded. 


LIFE 


BOOKLET FOR CITY OFFICIALS 

In this era of progress and intense 
competition in all lines of business, in- 
cluding insurance, it is highly fitting and 
important that those making major ac- 
complishments to public welfare should 
get their story before the public. It is 
not a matter of self-advertising or look- 
ing for pats on the back. With public 
relations and advertising today in high 
gear, those who fail to utilize public 
relations opportunities will most likely 
find themselves losing out in the busi- 
ness battle, no matter how excellent 
their products or services may be. It 
is not that the public, or public officials, 
or others are at all dissatisfied with com- 
panies or lines of industry which fail 
to make full use of public relations; they 
are just ignorant of facts. 

The New York Fire Insurance Rating 
Organization has prepared a booklet on 
inspections of municipal fire defenses 
and grading of cities for rating purposes 
designed for distribution “to those who 
serve the public in each municipality— 
the mayor, the fire chief, the water de- 
partment, the building department—the 
ones elected or appointed to positions of 
responsibility for safeguarding lives and 
property against the destructive forces 
of fires.” This booklet describes intelli- 
gently, through questions and answers, 
how engineers of the rating organization 
and of the National Board of Fire Un- 
derwriters in larger communities, go 
about helping a town or city to improve 
its water supply and fire-fighting serv- 
ices, 

Costs of this unselfish public service 
are borne by the insurance companies 
that belong to the NYFIRO in New 
York State and to other rating bodies in 
other states, The public benefits by de- 
clines in destruction of lives and prop- 
erty by fire and generally by lower fire 
insurance rates when these insurance in- 
spection recommendations are carried 
out by the city fathers. All this is noth- 
ing new. It has been carried on by the 
old line companies for years. But it is 
necessary to acquaint city officials 
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Pictured above are members of the Guardian Life’s Field Advisory Board, who 


met recently with President James A McLain and other company officers. Left to 
right, they are Vice President John L. Cameron; Managers Myron E. Bay, Newark; 
John C. Mills, CLU, Tampa; Holcombe T. Green, CLU, Atlanta; President McLain; 
Managers Robert L. Spaulder, New York City; William J. Reilly, CLU, Cleveland, 


and James L. McDonnell, Oakland. 





Robert W. Preston will direct a new 
insurance counseling service of National 
Metal Trades Association, headquarters 
of which is in Chicago. Mr. Preston was 
formerly manager of life insurance de- 
partment of Schiff, Terhune & Co., New 
York City prior to which he was branch 
secretary in New York for Canada Life. 
He is a graduate of University of 
Michigan. 


* * * 


Louis E. Grigsby, assistant Western 
manager of the Hartford Fire at Chi- 
cago, is proudly showing pictures of 
William Stewart Jones, his first grand- 
child. Father of the baby is J. William 
Jones, a senior at the University of 
Texas Medical School, and the mother 
is Nancy Grigsby Jones. 


a a 


Landon W. Trigg has been elected as- 
sistent secretary and a director of the 
well known Davenport Insurance Cor- 
poration of Richmond, Va. He has been 
with the agency since 1949. 


* * of 


Oscar Beling of New York, superin- 
tendent of agency systems, Royal Liver- 
pool Group, addressed a meeting of the 
Greater Buffalo Association of Insurance 
Agents at Buffalo, N. Y. He described 
what he considered to be the most 
efficient methods of operating an insur- 
ance office. 


* * x 


Charles J. O’Keefe has joined the inde- 
pendent nationwide marine surveying or- 
ganization of E. Raymond Keyes, Inc., 
5 Beekman Street, New York, as admin- 
istrative vice president. He was formerly 
claims manager with W. J. Roberts & 
Co., Inc, New York City Insurance 
Underwriters, supervising ocean, inland 
marine, fire and automobile claims. He 
joined W. J. Roberts & Co. in 1931 and 
continued his affiliation with that firm, 
except for three years service with the 
Armed Forces. 





periodically with these facts because 
mayors and department chiefs are often 
only a few years in office. Hence the 
wisdom and the need for constructive 
public relations programs. This booklet, 
written by Chief Engineer James Blow- 
ers of the NYFIRO, is a worthy contri- 
bution to the present efforts of the stock 
fire insurance industry. 


Scott Winans, staff adjuster for Long 
Island for the America Fore Insurance 
Group, was guest at a testimonial dinner 
given him by a number of his business 
associates at McGinnis Restaurant, Ja- 
maica, N. Y., February 1 in honor of 
his 50th anniversary with the organiza- 
tion. During the day he visited the 
America Fore home office, where he 
was congratulated by President Frank 
A. Christensen and Executive Vice Pres- 
ident J. Victor Herd, and was guest at 
a luncheon in his honor. A native of 
Greenville, N. Y., Mr. Winans began 
his business career with the Continental 
of the America Fore Group in 1906 as 
a file clerk. 


i oe ae 


James S. Kemper, chairman of Lum. 
bermens Mutual Casualty, has been add- 
ed to the management slate of Fairbanks 
Morse & Co., Chicago, to be voted on 
at the annual meeting March 28. The 
officials of Fairbanks Morse are involved 
in a controversy with Leopold D. Silber- 
stein, president of Penn Texas Corp, 
and a proxy fight may develop. 

* x x 


Robert L, Baer, assistant agency vice 
president of Colonial Life, East Orange, 
N. J., has been appointed chairman of 
the Sixth Annual Membership Drive of 
the Young Men’s Christian Association 
of the Oranges and Maplewood. Mr. 
Baer has been associated with Colonial 
Life 15 years and has been active in 
past YMCA drives. He resides with 
his family in New Providence, N. J. 

> i te 


Horace W. Brower, president of Occi- 
dental Life of California, was featured 
speaker at the recent Honolulu Junior 
Chamber of Commerce “Outstanding 
Man of the Year” dinner. In addition 
to his speaking engagement, President 
Brower was in Hawaii along with Wil 
liam B. Stannard, vice president in 
charge of agencies, to investigate invest- 
ment opportunities and consult with 
Larry Kagawa, president of Occidental 
Underwriters of Hawaii, Ltd. 

eS ge ye 

Charles A. Gaulin, Jr., senior engineer 
in the middle department of the Em- 
ployers’ Group Insurance Cos. of Boston 
and a noted authority on_ industrial 
safety, has recently completed the text 
of a book entitled “Industrial Accident 
Prevention,” 

i ea 

Frank L. Harrington, president of the 
Massachusetts Protective, and the Paw 
Revere Life, has been re-elected to the 
board of directors of the Worcestef 
Community Chest for a three-year term 
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IBM Coast Expansion 


A multimillion dollar expansion of 
IBM’s West Coast operations, greatest 
regional expansion program in the com- 
pany’s history, is announced by Thomas 
]. Watson, Jr., president of International 
Business Machines Corp. The broad 
program takes several forms: 

A new 13-story office building and 
data processing center of advanced de- 
sign in Los Angeles. Construction will 
start at Wilshire Boulevard and Mari- 
posa Avenue in mid-1956, and occupa- 
tion by 600 IBM people will get under- 
way in mid-1957. 

A six-story office building now near- 
ing completion at Market and Front 
Streets in San Francisco. Occupation by 
nearly 300 IBM people will begin later 
this month. 

New manufacturing, engineering and 
education facilities at San Jose. Ap- 
proximately 400,000 square feet will be 
built during this year and occupied by 
1,500 employes beginning in the fall. 

A new office building in Santa Monica. 
Over 150 people moved into this two- 
story structure in mid-January. 

Data processing centers in Portland 
and Seattle. These facilities, the first of 
their type in the Pacific Northwest to 
use electronic data processing machines, 
will be installed in Portland in March, 
in Seattle in June. 

Commenting on the building program, 
Mr, Watson said: “On the Pacific Coast 
there is the largest concentration of 
giant electronic. computers in the world, 
and we know from the healthy look of 
the business climate out there that the 
surface has only been scratched in the 
computer and data processing market. 

ithin the next several months, scores 
more of these powerful tools will be 
installed in business, industry and Gov- 
fmmment enterprises in California, Ore- 
gon and Washington. This is a major 
reason why IBM is building in Los 
ngeles and is expanding its activities 
up and down the coastal area.” 

These new facilities will provide space 
for IBM to carry out every phase of 
Its activities—research, development and 
Produc t engineering, manufacturing, 
=. service and education. The Los 
ngeles and San Francisco buildings 
will house the company’s district sales 
offices as well as the branch offices. A 
third West Coast district office is in 
eattle. Under the three districts, there 
are 22 branch sales offices and numerous 
Suboffices in the three coastal states and 
awall, and several additional branches 
and suboffices in inland mountain states. 
b The new facilities at San Jose will be 
pis on a 190-acre site in a campus-style 
Faangement. Included will be a manu- 
conning plant, two connected product 
Agineering buildings, a school, a cafe- 
fra, and a multibuilding laboratory 
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group. At a later date, a central admin- 
istration building will be added. One of 
the principal products to be manufac- 
tured at San Jose, and one that has been 
under development there for some time, 
will be electronic data processing ma- 
chines incorporating IBM’s new “ran- 
dom access” (or disc) memorv device. 

The West Coast, particularly the air- 
craft industry, has been a pioneer in the 
electronic data processing of scientific 
and engineering information. Now, with 
Bank of America, Lockheed Aircraft. 
General Electric’s Hanford Works, and 
many others acquiring equipment, the 
Coast is also pioneering the application 
of these machines to business problems. 
More than 25 IBM electronic data 
processing machines are installed in the 
three coastal states. and scores more are 
scheduled for installation, including one 
in Hawaii. 

Two of the latest and largest tvnes 
of these machines, the IBM 704 and 705, 
will be the basic units in the data proc- 
essing center to be located in the new 
Los Angeles building. The 704 is pri- 
marily designed for scientific and engi- 
neering problems, the 705 for commercial 
applications. but either can do_ the 
other’s work. The center will also con- 
tain one or more of IBM’s smaller data 
processing machines, the 650, as well as 
electronic calculators. This versatile com- 
bination of machines will be made avail- 
able on an hourly charge basis to com- 
panies which do not need full time data 
processing facilities of such capacity and 
speed. The center will also be used. to 
demonstrate the machines and will be 
available to customers who wish to test 
out their data processing programs be- 
fore receiving machines they have or- 
dered. 

The Los Angeles building will have a 
gross floor space of about 217.800 sauare 
feet, of which IBM will use about 85,000 
square feet. The construction will be 
stee] and concrete with aluminum facing. 
Two of the unusual features of the 
structure will be a “floating” mezzanine 
—in addition to the 12 floors—and a 
means of exterior sun control. Architects 
are Pereira & Luckman of Los Angeles. 

In San Francisco, IBM will occupy 
four floors of the new six-storv building. 
Construction is of reinforced concrete 
and white marble. A service bureau con- 
taining data processing machines and 
smaller equipment will occupy part of 
the first floor. One entire floor will be 
used for classroom and educational fa- 
cilities for both TBM and its customers. 
Architects are Meyer & Evans of San 
Francisco and the engineers and owners 
are Cahill Bros., also of San Francisco. 

The Santa Monica building, located at 
Wilshire Boulevard and Centenela Ave- 
nue, contains two stories and 11,078 
square feet. It is of brick construction 
and utilizes special tile on exposed 
painted structural steel. It has an un- 
usually open design for a small office 
building. The architect was Milton L. 
Anderson of Los Angeles and the engi- 
neer was Kenneth L. Walmsley of Santa 
Monica. 

The architect for the new San Jose 


facilities is John S. Bolles of San Fran- 
cisco. Engineers are Keller & Gannon, 
Lyle Patton, H. W. Eggleston and 
Chase, Chin & Karp. 

The Portland IBM office is being 
remodeled in preparation for the in- 
stallation of a 650 Magnetic Drum Data 
Processing Machine which will be the 
heart of the data processing center. The 
facilities of the center will be available 
on an hourly charge basis to serve the 
area’s business data processing and 
scientific computation needs. It will be 
used by customers to test out their 
programs before receiving their own 
machines. A similar center, also using 
a 650, will go into operation in Seattle 
around the middle of the year. 

* * * 


New Spirit Seen Among Agency 
People 


The thinking among personnel mana- 
gers of insurance agencies in regard to 
employe benefits has changed drasti- 
cally;~or so says a leading New York 
City manager. Today, he maintains, the 
atmosphere of cooperation among agency 
employes is more evident than ever 
before. 

Clockwatching is another thing of the 
past according to the personnel mana- 
ger. Employes readily share extra work 
when the need arises. Salaries are meas- 
ured in terms of present capability and 
potentiality. 

Economy. can also be achieved in the 
long run through this method of oper- 
ation, reminds the personnel manager. 
He has found that since air-conditioning 
was installed in the office, employes take 
only 15-minute lunch periods during the 
hot summer months. 


* * * 


Oldest Employes Lunch Room 


Mever Berger, a star reporter of the 
New York Times who runs a column in 
that paper based on observations he 
makes in roaming about the metropolis, 
ran across the lunch room for employes 
of the Atlantic Mutual and Centennial 
Insurance Co, the other day. The home 
offices of those companies are at 49 Wall 
lunch room as the first of its kind in 
New York where employes were served 
free. The Atlantic Companies still do 
not make any charge for the lunch and 
there ‘is no difference in menu at the 
tables of either the employes or the offi- 
cers. 

The lunch room for the employes was 
first opened in 1865. 


ok * * 


Young Presidents’ Members 

A number of insurance men are mem- 
bers of Young Presidents’ Organization, 
Inc. This is a group of men and women 
who have become presidents of their 
companies before they reached 40 vears 
of age. Its objects are to provide a 
meeting place for executives with com- 
mon problems and at the same time 
furnish an opportunity to work together 
in furthering the free enterprise sys- 
tem. Here is a list of the insurance 
men who belong: 

Frank Schiff, Schiff, Terhune & Co., 
Inc.; Charles N. Barton, Chas. B. Knight 
Agency, Inc.—Union Central Life, New 
York. Michael H. Levy, Federated Bro- 
kerage Corp., New York City. 

Also George Herrmann, III. Geo. Herr- 
mann & Co., Inc.; Allan S. Blank, Re- 
serve Insurance Co., Chicago; J. C. Os- 
borne, Commercial Life, Phoenix, Ariz.; 
O. M. Neiburger, Old Equity Life, Gary, 
Ind.; John L. Ramp, Indianapolis; D. 
W. Kratz, National Insurance Under- 
writer, Clayton, Mo.; John B. Owen, 
Central Mutual Casualty Co.; W. C. 
Siebert, Mid-State Mutual Casualty, 
St. Louis, Mo.; Howard Sloneker, Jr., 
Ohio Casualty Co., Hamilton, O.; Fen- 
ton A. §S. Gentry, Southern Fire & 
Casualty Co., Knoxville, Tenn.; BenJack 
Cage, Jack Cage & Co., Dallas; Theo 
Sanborn, North Central Life, St. Paul. 

At the’ present time there are more 
than 750 members. The organization, 
which has its headquarters at Savoy 
Plaza Hotel, New York City, field sec- 
retary being Philip N. Schuyler, has 
members from 40 states. They are or- 





IBM Building to be constructed in 
Los Angeles. 





ganized into 23 chapters which hold 
monthly meetings in the form of “Schools 
for Presidents” at which management 
topics are presented and discussed in 
seminar manner. Each year a week-long 
school for presidents is also conducted. 
YPO also sponsors seminars exclusively 
for its membership which are held at 
such institutions as the Harvard School 
of Business Administration and North- 
western University’s School of Com- 
merce. 
* 2 


Win Strike Clause Appeal 


British ship owners have won an ap- 
peal in what is known as the Caspiana 
case—G. H. Renton & Co., Ltd. vs. 
Palmyra Trading Corp. of Panama. 
Lower court decision was made by Jus- 
tice McNair. The current decision was 
in Court of Appeals with Lord Justice 
Singleton announcing it. 

The essence of the case was whether 
the normal form of Strikes Clause in a 
bill of lading conferred upon the car- 
rier the right to deliver the cargo at a 
port other than the contractual destina- 
tion in the circumstances provided for by 
the clause; and, further, whether such a 
clause constituted a lessening of the re- 
sponsibilities imposed by Article III (2) 
of the Hague Rules which requires the 
carrier, among other things, properly to 
discharge the goods carried. Mr. Justice 
McNair upheld the plaintiffs’ contention 
that the Strikes Clause was negatived 
by the Rules, and that Article. III (2) 
implied an obligation on the part of the 
carrier to discharge the goods at the 
contractual destination. In his view, .if 
the goods were delivered elsewhere the 
expense of re-forwarding them fell upon 
the carrier. 

In the Court of Appeal, Lord Justice 
Singleton pointed out that the dispute 
arose out of Clause 14 of the bills of 
lading which, inter alia, provided that in 
the event of labor troubles, strikes or 
difficulties in loading or discharging, the 
master might discharge the cargo at the 
port of loading or any other safe and 
convenient port. The plaintiffs claimed 
damages in respect of the expense to 
which they had been put by defendants’ 
failure to deliver their timber at London 
and Hull, while defendants, on the other 
hand, relied upon Clause 14 and con- 
tended they had carried out the contract. 

In its report on the Court of Appeal 
decision The Post magazine of London 
said in part: 

“Tt was said, continued his Lordship, 
that the main object and intent of the 
bills of lading was the carriage of timber 
to London and Hull, and that if the 
printed words conflicted with the main 
object of the contract they must be lim- 
ited and, if necessary, disregarded so as 
to give effect to and not defeat that 
object and intent. If there -had been no 
Clause 14 in the bill of lading, a state of 
uncertainty would have existed and the 
vessel would have been held up. It was 

(Continued on Page 25) 



























































































Ludwig C. Lewis Cited 
By Poor Richard Club 


EVENT IN PHILADELPHIA 





Citation for His Part in “Outstanding 
Contribution to Advertising” of 
North America Companies 





The Poor Richard Club of Philadel- 
phia, which perpetuates the philosophy 
of Benjamin Franklin and has among its 
members the leading advertising men of 
Philadelphia, on February 7 presented 











LUDWIG C. LEWIS 


a citation to Ludwig C. Lewis, senior 
vice president and a director of Insur- 
ance Co. of North America. At the 
same time the company was given the 
club’s Poor Richard Almanack Medal. 
The event was held in the clubhouse and 
attending were many prominent Phila- 
delphians. The personal citation to Mr. 
Lewis was given “for his outstanding 
contributions to insurance advertising 
while directing the public relations and 
advertising activities of Insurance Co. 
of North America, the nation’s oldest 
stock fire and marine insurance com- 
pany. 

“Advertising produced under his lead- 
ership has won two gold medals from 
Freedoms Foundation and has been ex- 
tensively used by the U. S. State De- 
partment in explaining the American 
free enterprise system to the world.” 


Career of Mr. Lewis 


Mr. Lewis has spent his entire busi- 
ness career with the Insurance Co. of 
North America, with the exception of 
the time he spent in U. S. Navy during 
World War I. He was elected a_ vice 
president in 1937 and a director of the 
North America Companies in 1948. Mr. 
Lewis’ executive responsibilities range 
over all the activities of the North 
America Companies in all fields of in- 
surance and reinsurance. 

His principal executive tasks of recent 
years have been directing a complete 
reorganization of the fleet’s facilities and 
subsequent carrying out a program of 
decentralization. Reorganization of the 
North America involved creation of the 
services office system; decentralization 
required for establishment of processing 
offices in the various areas of the U. S., 
Canada, Europe and Far East. The 
North America entered the reinsurance 
field in 1948 under guidance of Mr. 
Lewis. The companies’ foreign opera- 
tions are administered through its more 
than 30 foreign service offices. He is 


AGRICULTURAL AD CONTEST 





Agents to Compete for Twelve $100 
Prizes for Best Ideas Suitable for 
Use in Company’s Advertisements 


Stepped-up advertising and promotion 
activities planned by the Agricultural 
Insurance Co. and the Empire State 


Insurance Co., Watertown. N. Y., will 
feature a nationwide “ad idea” contes* 
in which more than 5,000 agents an‘ 
their staffs will compete for 12 cash 
money awards. 

According to Vice President George 
C. Peacock, $100 in cash will be paid 
for each of 12 “idea” suggestions iudged 
suitable for use in the comnany’s cur- 
rent series of “field memo” advertise- 
ments for the next year. This series 
dramatizes unusual experiences of agents 
in their daily contacts with clients or 
with fieldmen of the companies. 


President Horr Commends Agents 


Robert G. Horr, president of the 
group, voiced gratitude at the interest 
shown by manv agents since the first 
appearance of “these unusual ads with 
their different approach to the problems 
of insurance agents.” To date manv 
agents of the group have been writine 
up their experiences and _ submittine 
them voluntarily. Usable ideas will now 
be rewarded. 

The contest will continue for 12 
months. At the end of this period the 
companies will prepare a brochure for 
national distribution featuring the 12 
winning entries together with a story 
on each of the winning agents. 

In addition to paving each winning 
agent $100 in cash, the Agricultural and 
Empire State will release publicity on 
the agents to their hometown news- 
papers, radio and TV stations, and to 
the trade press. 





also senior member of the company’s 
advertising committee. 


First Ad Placed in 1792 


In his talk in response to the awards 
he said the Insurance Co. of North 
America placed its first paid advertise- 
ment on December 10, 1792 in four news- 
papers, one of which was published bv 
Benjamin Franklin’s grandson. He told 
what Benjamin Franklin meant to the 
free enterprise system: and his philos- 
ophy that every one has the right to 
make money if he can, but should re- 
member the obligations to others who 
are less fortunate. Franklin was the first 
to sponsor private insurance as one of 
the foundations of free enterprise. 

Mr. Lewis said a basic principle of 
the North America since its founding in 


PRITCHARD 





A Treasury citation is awarded the New York area offices of the Phoenix of 
London Group for achieving 57% participation in the Savings Bonds payroll savings 
plan. Left to right: Donald W. Fraser, State Savings Bonds sales director; J. R. 
Robinson, deputy United States manager and executive vice president; H. Lloyd 
Jones, United States manager, and F. E. Newton, secretary and treasurer. 


The New York area offices of the 
Phoenix of London Group have been 
awarded a special Treasury citation as 
the result of a Savings Bonds campaign 
which boosted: employe participation: in 
the payroll savings plan from 9% to 
57%. Of the 747 employes in the New 
York area offices, a total of 425 are now 
buying bonds regularly through payroll 
savings, whereas only 68 were on the 
pavroll savings plan before the cam- 
paign, 

The Treasury award, signed by Secre- 
tary of the Treasury George M. Humph- 
rey, was presented to H. Lloyd Jones, 
United States manager for the Phoenix 
of London Group, by Donald W. Fraser, 
New York sales director of the U. S. 
Savings Bonds division. 

Mr. Fraser, in presenting the citation, 
said: “The Phoenix of London Group 





1792 has been that no government should 
presume to undertake tasks or functions 
which citizens who fulfill their respon- 
sibilities can perform as well or better 
on their own initiative. Other principles 
guiding the company, said Mr. Lewis, 
are “policyholders interests come first. 
We believe that any redundancy in rate 
must be resolved in favor of the assured, 
and we are not willing to permit our 
legal rights to serve the public to be 
impaired by the voting power of our 
competititors in trade organizations.” 





PORTER JOINS WHITEHILL 

Robert W. Porter has joined the 
Whitehill Agency, Inc. in New York 
City to handle development of produc- 
tion in the midtown area. For 15 years 
Mr. Porter has been connected with the 
agency of Hoey, Ellison & Frost. 
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conducted an excellent campaign and 
the results certainly place you high in 
the list of insurance groups supporting 
the Savings Bonds program through the 
pavroll savings plan.” 

Mr. Jones declared that “all of us are 
enthusiastic about Savings Bonds as a 
wise investment for our own and Amer- 
ica’s financial security and we will do 
everything we can to increase our pay- 
roll savings participation.” 


Chubb & Son Opens 


Personal Lines Dept. 

Chubb & Son in New York announce 
formation of a new personal lines de- 
partment to handle all personal cover- 
ages except automobile, yacht and avia- 
tion risks. The new department is an 
outgrowth of recent legislation with re- 
sulting package policies and overlapping 
of traditional departments, it was an- 
nounced. 

. M. Kelly, Jr., a vice president of 
the Federal Insurance Co. and _ associ- 
ated with Chubb & Son for more than 
25 years, will manage the new depart- 
ment, Mr. Kelly said: 

“The firm of Chubb & Son has always 
recognized the importance of personal 
lines business and it is our expectation 
that this move will continue this tradi- 
tion not only for this class of business 
but for all classes pertaining to the in- 
dividual.” 

Duncan J. McGill will replace Mr. 
Kelly in supervising the Eastern agency 
operation. Mr. McGill has likewise been 
associated with the firm of Chubb & 
Son for more than 25 years and prior 
to assuming his new responsibilities was 
assistant to Mr. Kelly. He also_ has 
served in both the Atlanta and Chicago 
offices of the firm. 








Excelsior Plans Another 


Boost in Capital, Surplus 
When stockholders of the Excelsior 
Insurance Co. of New York hold their 
annual meeting in Syracuse on Feb- 
ruary 13 they will vote on a proposal to 
further increase the capital and surplus 
of the company. As of the close of 1955, 
Excelsior’s capital was $1,050,000 and 
surplus was in excess of $700,000. Dur- 
ing 1955 the company’s capital was in- 
creased from $900,000 and surplus was 
increased $100,000 by the sale of 25,000 
new shares of stock at $10 per share. 
The new proposal to be voted on by 
the stockholders is to authorize an addi 
tional issue of 25,000 shares of stock, 
the time and terms of the offering to be 
left to the discretion of the companys 
directors, Presumably the _ offering 
would be made sometime during 1956. 
This would have the effect of increasing 
Excelsior’s capital to $1,200,000 and mak- 
ing a further contribution to surplus. 
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RATE ORDER SET ASIDE 





North Carolina Judge Holds Commis- 
sioner Gold Erred When Granting 
Deviation to North America 
Judge Hamilton Hobgood of North 
Carolina has set aside an order of In- 
surance Commissioner Charles F. Gold, 
granting the Insurance Company of 
North America and the Philadelphia Fire 
& Marine a 10% deviation in rates. The 
judge holds that Commissioner Gold failed 
to give the North Carolina Fire Insur- 
ance Rating Bureau adequate notice be- 

fore granting the 10% rate reduction. 

Judge Hobgood overruled a motion by 
“tan America to dismiss the appeal of 
the rating bureau, which had asked for 
a judicial review and contended it had 
not been granted opportunity for a hear- 
ing before Gold. 

Comm. Gold held, when he gave North 
America permission in November to sell 
fire and extended coverage insurance 
at E rates 10% below those promulgated 
by the Rating Bureau, that a letter from 
Bureau Manager W. S. Bizzell was so 
casual as to waive a hearing. Judge 
Hobgood held the letter did not consti- 
tute a waiver. 

In appealing, the Rating Bureau con- 
tended the deviation struck at the heart 
of the insurance rate-making system in 
North Carolina. Three companies — 
Home Insurance Company, Niagara Fire 
and American Equitable—also appealed. 
Hobgood ruled they also are entitled to 
hearing. 

The decision left North America faced 
with the question of whether: to appeal 
to the Supreme Court, drop its filing 
or go back before ‘Gold to justify the 
deviation in a public hearing. The de- 
cision is expected by February 13. Judge 
Hobgood allowed an order restraining 
the Bureau from interfering with North 
America’s use of the lower rates to 
remain in effect until that date. 





Buckeye Club Holds 


Dinner in Chicago 


Chicago Buckeye Club, consisting of 
Chicagoans in the fire and casualty busi- 
ness who have worked in Ohio in the 
past, held its annual dinner January 30 
with a record attendance of 80 men. 
Insurance Superintendent Pryatel made 
the trip from Ohio for the occasion, 
escorted by Joseph Schweer, executive 
secretary of the Cincinnati Fire Under- 
writers Association. 

Other guests included John Magen- 
heimer, assistant U. S. manager of North 
British; Fred Sipp of Hartford Fire, 
who is president of Ohio Fire Under- 
writers Association; Allen Guy of Co- 
lumbus, regional manager of Western 
Adjustment; C. H. Hartnell, manager 
of Western Adjustment at Akron,—John 
Weddell, Cleveland; Frank Stewart, Col- 
umbus; Andy Wirt, Detroit, and Joe 
Bumgart, Cincinnati. 

E. S. Purcell, assistant western man- 
ager of Hartford Fire, officiated as presi- 
dent. Eugene F. Gallagher of Stand- 
ard Accident is the new president. 





Course for Adjusters 


Available in Mineola 


Long Island insurance adjusters in 
the property insurance field now have 
a course designed specifically for their 
needs available in Mineola, Long Island. 
which began February 7. The School 
of Insurance, which is sponsored by the 
Insurance Society of New York, Inc., 
Is providing the instruction at its Long 
sland division located in the America 
Fore Insurance Group building, 47 Min- 
eola Boulevard. 

The class, entitled Principles of Prop- 
erty Loss Adjusting, will meet Tuesdav 
and Thursday evenings from 6:00 to 8:00 
Oclock. The instructor is Leo L. Kling, 
Long Island branch manager of the 
€neral Adjustment Bureau, Inc. 

€ course will be a comprehensive 
Study of methods and procedures of 


Some Insurance Leaders at N. Y. Society Faculty Dinner 





A group of leading personalities at the New York Insurance Society’s recent faculty 
dinner, held at the Drug & Chemical Club in New York City, are from left to right, 


J. Victor Herd, executive vice president, America Fore Insurance Group; 


James C 


Smith, secretary, Travelers Indemnity; John A. North, president, Phoenix Insurance 

Co.; Leffert Holz, Superintendent of Insurance of New York State; Bruno C. Vitt, 

president, American Insurance Co.; Milton Shalleck, executive assistant to the 
Superintendent of Insurance. 





Hanover Plans to Drop 


“Fire” From Its Name 


Stockholders of the Hanover Fire In- 
surance Co.’ of New York will hold their 
annual meeting, March 5, in New York, 
at which time they will take action on 
a proposal to change the name of the 
company to the Hanover Insurance Co., 
at a date to be determined by the board 
of directors. : 

President F. Elmer Sammons explains 
that the name change is desirable be- 
cause the Hanover “is now engaged in 
multiple line operations. The board of 
directors and management recommends 
the suggested change in name in order 
to describe more accurateely the char- 
acter of the company’s business.” 





adjusting property damage losses in the 
fire, inland marine, and automobile fields. 
Discussions will include salvage, ap- 
praisal, apportionment including non- 
concurrencies, subrogation, incendiarism, 
and negotiations with assured and other 
claimants. 

Detailed information may be obtained 
by calling WOrth 2-4111 or by visiting 
the School’s offices at 225 Broadway, 
New York 7, New York. 


American Home Appoints 
O’Connor, Sobel in N. Y. 


O. L. Brooks, president, American 
Home Assurance and Insurance Co. of 
the State of Pennsylvania, announces 
appointment of Thomas P. O’Connor as 
special agent in western New York 
State, with headquarters in Syracuse. 
Also L. Arthur Sobel as special agent 
in the New York suburban territory, to 
be associated with Arthur Kloiber, spe- 
cial agent. 





Great American 


(Continued from Page 1) 


rine, 59.8%; inland marine, 65%; auto 
physical damage, 54.6%; auto liability, 
68.6%; auto property damage, 64.6%; 
workmen’s compensation, 67.3%; liability 
other than auto, 46.6%; fidelity and 
surety bonds, 31%; burglary, 47%; mis- 
cellaneous, 48.4%. 

“Fire and allied lines. The volume 
of premiums for fire and allied lines,” 
says Mr. Ackerman, “is being affected 
by some downward rate adjustments for 
fire insurance as well as by the growth 
of multiple-line, package policies many 
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Royal Exchange 


ROYAL EXCHANGE ASSURANCE 





A GOOD COMPANY IS 
VALUABLE TO YOU 


. not only because of its size, stability and tra- 
ditional background, but ‘also because the quality 
of co-operation it renders enhances your prestige 
and your service in the community. 


PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


+ Representation in Principal Cities and Towns of the United 
$35 States and in Most Countries Throughout the World 


@ The Royal Exchange, established 
236 years ago, is well known 
for its outstanding service. 


Fire, 
Marine, Casualty NU, 
Fidelity & Surety 


111 JOHN STREET. NEW YORK 
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Providence Washington 
Advances Six Officers 


THREE ELECTED SECRETARIES 





Broadbent, Reeves and Story; Jaquith 
Made Treasurer; Bedford and Van- 
dermark Ass’t Secretaries 





Six officers were advanced by the 
Providence Washington board of direc- 
tors at the monthly meeting, in Provi- 
dence, R. I. Four were promotions and 
two were newly elected, according to 
Roy E. Carr, president. 

Promoted from assistant secretary to 
secretary were George T. Broadbent, 
Curtis L. Reeves and George S. Story. 
Fred L. Jaquith, who has been assistant 
treasurer, was elected treasurer. Two 
new assistant secretaries are George L. 
Bedford and Gordon H. Vandermark. 


Summaries of Careers 


Mr. Broadbent has been with the 
Providence Washington since 1920 and 
has_ served as assistant secretary since 


1947. He heads the fire underwriting 
department. Mr. Reeves who has been 
with the company since 1924 was 


elected assistant secretary in 1952. He 
is in charge of first party claims. George 
Story has been assistant secretary since 
1953 and is in charge of ocean marine 
and multiple peril department. He has 
been associated with the Providence 
Washington since 1950. 

The new treasurer, Mr. Jaquith, joined 
the company in 1950 and was elected as- 
ssistant treasurer in 1954. Mr. Bedford, 
a resident of Barrington, has been with 
the company since 1952, and for the past 
vear has served as investment manager. 
Mr. Vandermark, who-has been gen- 
eral manager in charge of automobile 
and casualty underwriting, joined the 
company in 1950. 





of which include the perils formerly 
separately written under individual poli- 
cies. The latter trend will continue but 
the reduction in premiums for individual 
lines should be offset to a degree by 
the increasing volume of business writ- 
ten under multiple-line policies. 

“Storm losses, again, strongly influ- 
enced the underwriting results of the 
extended cover line, although thev were 
substantially less than in 1954. Recent 
storms of wide scope occurring in areas 
of concentrated propery values, have 
directed attention to present methods of 
rating. Some upward rate adjustments 
and revisions of coverage have been 
made but the problem has not been com- 
pletely solved. It will be necessary to 
produce sufficiently large underwriting 
profits in good years to take care of 
the losses of those years in which severe 
weather disturbances occur. 

“Although the combined premiums de- 
rived from the three sub-classes of auto- 
mobile business showed a modest in- 
crease, aggregate experience deteriorated 
during the year. Increases in accident 
frequency and severity as well as a 
further rise in claim costs produced an 
adverse experience for the liability and 
property damage lines. Similar causes, 
coupled with material reductions in 
rates for many states increased the 
physical damage loss ratio but the ex- 


‘perience for this line was still profitable. 


“Casualty and bonding: taking these 
lines as a whole, there was an increase 
in premium volume and a slight im- 
provement. in the average loss ratio. Al- 
though the workmen’s compensation loss 
ratio was fractionally higher because 
rates have been reduced and many 
states have increased schedules of bene- 
fits, a modest underwriting profit was 
earned. The profit margin in fidelity and 
surety bonds was narrowed by an in- 
crease in loss ratio attributable to a 
further rise in employe dishonesty and 
a highly competitive situation in the 
construction field, that has _ created 
trouble for some contractors. 

“Inland marine rate reductions and 
the multiple-line program are affecting 
the volume of premiums in this branch 
of the business. The loss ratio for 1955 
was unfavorable.” 
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NYFIRO Hepisine Inspection and 
Grading of Municipal Fire Defenses 


Booklet Entitled “Who Are the Underwriters” Tells Local 
Officials How Insurance Facilities Aid in Strengthening 
Fire Defenses and Cutting Losses 


The New York Fire Insurance Rating Organisation is currently doing an excellent 
public relations job in sponsoring distribution to municipal officials of a booklet giving 
facts about inspecting local fire defenses. The booklet is entitled “Who Are the Under- 
writers?” and the answer, with reference to municipal inspection work, is the fire insur- 
ance rating organisation. The original text was written by James Blowers, chief engi- 
neer of the NYFIRO. The public relations committee of the Eastern Underwriters 
Association, after editing the text, adopted it for recommended distribution by all rating 


bodies in the Eastern field. 


The booklet is prepared in a question and answer form and extracts therefrom follow: 


“What is a municipal inspection?” 

It is a complete inspection of a munici- 
pality’s fire protection and prevention 
facilities and the physical conditions con- 
tributing to the spread of fire. The find- 
ings usually inspire correction of any 
deficiencies by the municipality because 
they are based on recommendations for 
safety to life and the conservation of 
property. The inspection also serves for 
basic rate making purposes. 


Rate Determination 


“Are rates in the community deter- 
mined by the fire loss record?” 

The answer is “No, not entirely.” If 
rates were based solely on a community’s 
loss record, they would vary widely from 
year to year. Rates would be too low 
when fires were few and excessively high 
in a year of heavy losses. 

Fire losses determine statewide rate 
levels but are not the,sole factor on a 
purely local basis, 

Rates are really established on an “in- 
centive” plan. That is, rate levels are 
lowest in those communities which pro- 
vide the best municipal fire protection 
and prevention facilities, and all commu- 
nities in the state are classified according 
to the varying degree of public protec- 
tion. Thus, each makes its own basic 
rate level dependent upon existing condi- 
tions. 

“What are these public protection and 
prevention facilities ?” 

They are the community’s water sys- 
tem, fire department, fire alarm system, 
police department, local ordinances and 
building codes. 

“How does the rating organization 
evaluate these factors ?” 

By inspecting each individual city, vil- 
lage, fire district and fire protection dis- 
trict in the state. We send a team of 
engineers into the community to study 
the adequacy. and reliability of the fac- 
tors previously mentioned and to analyze 
the principal cenflagration hazards and 
areas. 

Communities with a population of over 
25,000 present specialized ._problems. In 
such cities, the National Board of Fire 
Underwriters does the primary inspec- 
tion and evaluation work. These inspec- 
tions, of larger cities usually require 
several weeks to complete and in our 
jurisdiction are conducted in cooperation 
with the engineering staff of our rating 
organization. 


How Inspection Is Made 


_“How do we make a municipal inspec- 
tion ?” 

_We begin with the water system. 
Starting at its source of supply we 
study its ability to furnish normal do- 
mestic and industrial demands and main- 
tain a sufficient reserve for fighting fires. 

Past consumption and operation rec- 
ords are studied and an estimate made 
of tuture needs. These figures are then 
used to evaluate the supply and the func- 
tioning of all purifying and pumping 
plants. 

We prepare a map to study the ade- 
quacy and reliability of the system in- 
cluding spacing, type and condition of 
hydrants and valves. 

We make actual fire flow tests at key 


points throughout the system to measure 
the quantities of water available for fires 
and verify pressures. ... 

We also check into Fire Department 
equipment, manpower and activities, cov- 
ering all items from the qualifications 
of the chief down to an inventory of 
every last pike pole and spanner wrench 
on the engines... . 

The fire alarm system is studied, and 
where there is an automatic box tele- 
graph system, our inspection requires 
a half day or more, depending on the 
size of the community. All fire signal- 
ing apparatus is checked in detail for 
condition and reliability, and we test at 
random from 10% to 20% of the boxes 
by sending actual signals through the 
system. 

Our grading of the municipality also 
includes the scope and enforcement of 
the Building Code and Fire Prevention 
Code. Local ordinances are compared 
with standard codes and we spend ‘time 
with fire marshals, fire prevention units 
and building inspectors in checking on 


effectiveness of the local code and its 
enforcement. 
Translating Results Into Rates 

“After the inspection, how are the 
results translated into insurance rates?” 

We compare the conditions found in a 
community with a standard known as the 
“National Board Grading Schedule.” This 
yardstick for evaluating municipal fire 
protection was drawn up by the National 
Board of Fire Underwriters and is used 
for underwriting evaluation and other 
purposes throughout most of the United 
States. It is the generally accepted au- 
thority on the subject. It defines stand- 
ards and is a measure of a community’s 
fire defenses. é 

By comparing the actual conditions in 
a community against this set of stand- 
ards we assign a classification, and in 
some communities, a combination of 
classes. The class designation indicates 
the rate base to be used on many classes 
of property including the numerically 
large dwelling group. 

The “key rate” or basic rate also be- 
comes an integral part in the calculation 
of individual rates on larger valued com- 
mercial and industrial properties. 

Although insurance on dwellings and 
some other types of risks is written at 
class rates developed from this base with 
further distinction only as to types of 
construction, the larger and higher valued 
properties of the commercial and indus- 
trial groups are individually rated... . 

When Inspections Show Change in 

Protection 

“What happens when the current in- 
spection shows a substantial change in 
public protection since the previous in- 
spection ?” 

If it is found that conditions have 
changed for the better, and rate reduc- 
tions are in order, they are made 
promptly and full credit is given for all 
improvements. 

If, on the other hand, conditions have 
changed for the worse, and protection 
no longer measures up to the previously 
established classification, then the rates 
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are not immediately changed. First, we 
report in detail to the community show- 
ing reasons why such a change in classj- 
fication should be made and we outline 
the improvements in protection needed 
to maintain the existing rate levels. 
Then, we discuss the situation in person 
with the community governing body and 
our engineers are also available to appear 
at public hearings to point out the need 
for improvements. We make every effort 
to encourage needed improvements be- 
fore any rate increases are made. 

Community rates are not raised until 
the situation has been thoroughly dis- 
cussed and there has been a sufficient 
opportunity to make the needed im- 
provements, and it is then apparent to 
the rating organization that the needed 
improvements will not receive prompt 
attention. 

Reports Guide for Future 

“All information concerning public 
protection and basic rates in a commun- 
ity could be of much value to municipal 
officials in their future planning. Is this 
information made available for their 
use ?” 

Yes. We prepare a complete report 
of each inspection of “protected” com- 
munities and submit it to the municipal 
officials. These reports include our find- 
ings, conclusions and recommendations 
for needed improvements. They are in- 
tended as underwriting information for 
our member companies and as a plan- 
ning guide for community officials. 

“Can private citizens, service clubs or 
libraries obtain copies of these reports?” 
_ No. While the information contained 
in our reports is most certainly the busi- 
ness of all the people of the community, 
it must be remembered that they contain 
much detailed data concerning the fire 
defenses. A file of such reports might 
be of considerable value to an enemy 
of this country. ; 

No Cost to Community 

“How much does this municipal in- 

spection cost the community ?” 
_ Nothing. Our inspection and consult 
ing services are available to your com- 
munity without charge as a part of the 
service of your fire insurance companies. 
The total cost of our rating work is 
spread among the many fire insurance 
companies that are members and sub- 
scribers of our organization. .. . 

“If a community is planning improve- 
ments or extensions to its water system, 
or the purchase of new fire fighting 
equipment, can the rating organization 
be consulted in advance about probable 
changes in basic rate grading?” 

Emphatically yes. And it is in_ the 
community’s interest to do so. Since 
changes in protection facilities may have 
an effect on classification, it is desirable 
that community officials be informed in 
advance as to such possibilities. 

“Will the rating organization draw up 
plans for water supply improvements or 
provide individual specifications for fire 
apparatus ?” 

No. Our services are of an advisory 
nature only. To draw up plans and spe- 
cifications for a water system would be 
an intrusion. upon the rights and re- 
sponsibilities of local engineers having 
intimate knowledge of the community 
and its needs. We do not intrude except 
with permission, and then only as ad- 
visors. The final decisions are for the 
local community. 





Ky. Insurance Committees 

As a result of reduction of committees 
in the House and Senate of the Ken- 
tucky General Assembly from some 39 
to 19, and merging of some committees, 
the committees named by both divisions 
to handle banking and insurance legis- 
lation are as follows: ‘ 

Senate: Dr. B. F. Shields, Shelbyville; 
Bernard J. Bonn, Louisville; Alvin Kid- 
well, Sparta; Ed J. Kelly, Flemingsburg; 
Denver C. Knuckles, Middlesboro; Mar- 
tin J. Duffy, Louisville. 

House: Owen Billington, Murray; 4s 
chairman; and Reynolds, Blue, Young, 
Heskamp, Morgan; Pollitte, Bridgers, 
Thomas, Highland, Lowman, Baumgar¢- 
ner, Ratcliffe and Newsom, democrats; 
and Durham, Howard, Qualls and Griffin, 
republicans. 
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NEW FLOOD INSURANCE BILL 





Sponsored by Sens. Lehman and Ken- 
nedy Three Billion Dollar Plan Does 
Not Include State Participation 

A bill was introduced in the United 
States Senate this week to authorize a 
three billion dollar flood insurance pro- 

am. Drafted by Senators Lehman, 
Democrat of New York, and Kennedy, 
Democrat of Massachusetts, the measure 
differs from the Eisenhower Administra- 
tion bill in that it would not require any 
fnancial participation by the various 
states. ; 

Eight other Democratic Senators are 
co-sponsors of the measure. They are 
Senators Morse and Neuberger of Ore- 
gon; Green and Pastore of Rhode Island ; 
Scott and Ervin of North Carolina; 
Johnston (S.C.) and Sparkman (Ala.). 
“ Senator Lehman said an identical bill 
will be introduced in the House and 
that “both the Senate and House ma- 
jority leaders have given this legislation 
high priority and T have everv. hope 
of quick action.” Hearings on his bill 
and the Administration bill, introduced 
by Senator Bush (Rep., Conn.), will be 
scheduled this month. 

The new bill would provide a $3 billion 
program of Federal insurance and rein- 
surance against the risk of flood and 
flood-related effects. It would provide 
also for a study of the feasibility and 
desirability of extending the coverage to 
other natural disasters. 

Insurance premiums would be estab- 
‘shed bv the administrator of the pro- 
gram and at rates low enough to en- 
courage widespread participation, Sena- 
tor Lehman said. He outlined these 
other features: : { 

Maximum coverage for private resi- 
dences would be $10,000. For industrial 
establishments the maximum would be 
$100,000. The bill would aim at encour- 
aging private companies, through a _re- 
insurance provision, to assume the ‘risks 
above the bill’s maximums. 

Total limits of the insurance and _re- 
insurance programs would be one billion 
dollars for each of the next three years. 





Yorkshire and Seaboard 


Expand Jersey Facilities 
The Yorkshire of New York and the 
Seaboard Fire & Marine announce that 
claims in the New Jersey territory will 
henceforth be under supervision of 
Charles S. Brown who will make his 
headquarters in the Newark office at 
1103-04 Raymond Commerce Building. 
Thomas H. Carlson, now in the under- 
writing department of the home office, 
will be transferred to the New Jersey 
field, with headquarters in Newark, as 
a special agent. 
L. A. Vilella, state agent, will continue 
the general supervision of the compa- 
nies’ business in New Jersey. 


Big Bill 


(Continued from Page 21) 





to avoid that position that a substituted 
place of discharge was inserted and made 
Part of the contract, and it had to be re- 
membered that the master was under a 
duty to act reasonably. It was open to 
the parties to agree on an alternative 
Place of delivery and there was no rea- 
son why they should not agree that the 
master should discharge at a safe and 
convenient port. His Lordship did not 
regard Clause 14 as repugnant to the 
object of the contract if the position 
fnvisaged by that clause should arise. 

é ship went to Hamburg, and under 
Clause 14 what she did was to be re- 
garded as performance of the contract. 

His:Lordship could not believe that 
the duty imposed by Article III of the 
ague Rules deprived the parties of 
the might to determine a_ substituted 
Place of discharge, and he took the view 
that the delivery of the timber at Ham- 
urg came about because of difficulties 
8) a were envisaged by the bill of 
ane clause. He considered, therefore, 
at the appeal should be allowed.” 
















This latest Home Insurance 
Company advertisement does more 
than stress the importance to car 
owners of the right insurance... 


It emphasizes equally that to get 
the best protection, they must 
see the right man. 

This ad tells them that the right 
man is YOU. It tells them why. It 
can direct good automobile 
business to your agency—if you 
cooperate. 

Another expert—ready to assist 
your agency in any way he can— 
is your Home fieldman. Just 

call on him. 








Eric Arpert Completes 

35 Years With AFTIA 
VICE PRESIDENT, SECRETAR} 
Terhune 30 Years With Worldwide 


ganization; Honored at Luncheon; 
on Anniversaries , 













Eric Arpert, vice president and sec- 
retary of the American Foreign Insur- 
ance Association, has completed 35 
years with the organization and Albert I. 
Terhune, superintendent, has served for 
30 years. Both men, well known and 


ERIC ARPERT 


highly regarded in the foreign insurance 
field, were honored at a luncheon given 
by the AFIA Legion at the Lawyers’ 
Club in New York City. 

From early days Mr. Arpert has been 
associated with AFIA, one of the prin- 
cipal worldwide fire,: marine and casu- 
alty organizations, and he ‘has hundreds 
of friends in nations in all parts of the 
globe. A native of Brooklyn, Mr, Arpert 
started his insuranté' career with the 
brokerage house of Benedict & Bene- 
dict and later joined the Barker Agency 
of the W. L. Perrin & Son firm in 
Brooklyn, 

He joined the AFIA in January, 1921, 
in the head office brokerage department 
and in subsequent years assumed duties 
handling fire losses, agency advertising, 
finances and investments. 

On March 31, 1938, Mr. Arpert was 
promoted to assistant secretary and on 
November 28, 1942, to secretary. On 
December 4, 1952, he was given the title 
of secretary and treasurer and in De- 
cember, 1954, assistant general manager. 
He made two trips ‘to South America 
in 1947 and 1950. 

Mr. Arpert is a member of the Drug 
& Chemical Club, New York Rotary, 
Insurance Society: of*New.York and ‘is 
a member of the latter’s library com- 
mittee. He is also a member of the 
Society of Old Brooklynites and is at- 
tively engaged in interdenominational 
religious activities in Brooklyn and 
Long Island. 


Terhune Career 


Superintendent Terhune coordinates 
branch and agency administrative opera- 
tions for Europe, Africa, Near East and 
parts of Asia. Also a native of Brook- 
lyn, Mr. Terhune began his insurance 
career with Appleton & Cox and joined 
the fire underwriting department of 
AFIA in 1926. He has traveled widely in 
Europe and attended several interna- 
tional insurance meetings abroad. Mr. 
Terhune was appointed to his present 
post in January, 1953. 





JOHN A. BARRON DIES 
John Augustus Barron, manager of the 
Insurance Institute of Canada, died in 
Toronto. 


He was 6l. 
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PRODUCERS’ COURSE IN N. Y, 





Insurance Society School Begins Bro- 
kers and Agents Qualification 
Course on February 20 
The School of Insurance of the Insur- 
ance Society of New York, Inc., will 
begin its February agents and_ brokers 
license qualification course on Monday, 
February 20. Registrations are now 
being taken at the Society’s offices at 

225 Broadway. 

The February section of the course 
for prospective licensees is one of three 
sections available annually at the school. 
One section begins in September and 
prepares students for the March exami- 
nation. Another is offered beginning in 
November and ending just prior to the 
June examination. The February section, 
although it includes the same number 
of class meetings, is a longer course, 
since it is given in two parts separated 
by a summer recess. The first part meets 
from February to the end of May. The 
second half begins the first week in 
September and ends just before the 
December examination. 

Each section includes a total of 150 
hours of classroom work, considerably 
more than the 90-hour minimum re- 
quired by the New York State law. 
Classes meet on Monday, Wednesday 
and Friday evenings from 6 to 8 o'clock. 

This is the 26th year the Society has 
offered courses for agent and broker 
applicants. In previous years the courses 
have been of particular interest to bro- 
ker’s license candidates, but they now 
are of equal interest to prospective 
agents. Effective September 1, 1955, the 
agent can no longer obtain licenses in 
individual fields but must also complete 
at least a 90-hour course covering all 
fields and pass the same type of com- 
prehensive examination required of bro- 
ker applicants. 





Harold E. Brewster Dies 


Harold E. Brewster, head of the rail- 
road department of Alexander & Alex- 
ander, national insurance brokers, died 
February 3 while at work in the firm’s 
offices at 225 Broadway, New York City. 
He was 61 years of age and resided in 
Garden City, Long Island. 

Mr. Brewster entered insurance after 
graduation from public schools’ in 
Brooklyn. After service in the United 
States Navy during World War I, he 
entered the insurance department of 
W. R. Grace & Co., and later was em- 
ployed in the oil industry with Hunter 
Oil Co., and as assistant to the presi- 
dent with Hartwell & Lester. He joined 
Alexander & Alexander in 1940. 

Mr. Brewster is survived by his 
mother, now Mrs. Francis X. Sullivan; 
his wife, the former Dorothy Lohmeyer; 
a daughter, Mrs. Betty Jahnke, and 
three grandchildren. 





TO HONOR ANDERSON 

Arthur J. Anderson, partner in Obrion, 
Russell & Co., will be honored as “man 
of the year” by the Boston Board of 
Fire Underwriters at the Board’s 91st 
anniversary dinner, April 12, President 
{ohn T. Trefry, Jr., announced last week. 

r. Anderson is one of Boston’s best 
known insurance men and has been 
Swedish consul in Boston and chairman 
of the trustees of Tufts University for 
many years. 


Creth & Sullivan Merges 
With Fred S. James & Co. 


Negotiations for the merger of Fred 
S. James & ‘Co., national insurance brok- 
erage firm with general offices in Chi- 
cago, and Creth & Sullivan, Inc. of 
Philadelphia, have been completed. This 
was announced by George W. Blossom, 
Jr. and Russell Bleakley, presidents of 
these respective organizations. The gen- 
eral offices of the merged enterprise will 
be in Chicago. 

Consolidation of these firms combines 
two of the country’s oldest and most 
prominent insurance organizations. Fred. 
S. James & Co., which dates back to 
1858, has regional offices in New York, 
Buffalo, Pittsburgh, Minneapolis, Seattle, 
Portland, San Francisco and Los An- 
geles, and will now have an office in 
Philadelphia. 

Creth & Sullivan was organized in 
1881 and is one of Philadelphia’s leading 
firms of insurance brokers in the Dela- 
ware Valley and will now have the facil- 
ities of Fred. S. James & Co. on a 
nationwide basis to serve its industrial 
accounts. The general offices of the 
merged enterprise will be in Chicago. 





Stops Favored Broker 

The practice of a New York savings 
and loan association of supplying expira- 
tion date information on fire insurance 
policies to a “favored broker” for solici- 
tation purposes, has been halted by direc- 
tion of the New York Insurance Super- 
intendent. d 

Acting on a formal complaint of the 
Greater New York Insurance Brokers’ 
Association, the Department determined 
that a savings and loan association in 
New York had been furnishing expira- 
tion data taken from policies in its pos- 
session in connection with mortgage loans 
to a New York general agency. The 
agency in turn was sending out letters 
ot solicitation to the insureds whose 
policies were about to expire. 

The brokers’ association, through its 
counsel, C. Joseph Danahy, asked the 
Department to look into the possibility 
that the bank and agency were in viola- 
tion of Section 442A of the Penal Law 
of New York which forbids the use of 
coercion on the part of a lender to in- 
fluence the purchase of insurance 
through designated channels. 


ADVERTISING BY BROKERS 





Best Bet Is to Pool Financial Resources 
With Other Brokers, Ad Expert at 
Chicago States 


The independent insurance broker is 
under increasing necessity to advertise 
effectively and most of the funds for this 
advertising have got to come out of his 
own pocket. His best bet is to pool his 
resources with other brokers and adver- 
tise through his trade association or 
general agency. This was the thesis of 
a talk before the annual meeting of 


Insurance Brokers Association of IIli- 
nois, by Richard J. Thain, Jr., vice presi- 
dent of the Chicago advertising agency 
of Vaughan, Thain and Spencer, Inc. 

The speaker said that the broker to- 
day deals with insurance companies 
which are spending more money on con- 
sumer advertising than ever before in 
history. While this advertising is of 
some help to the broker in public re- 
lations, it’s a paradox that much of it 
is of no direct sales benefit. The broker, 
as an independent contractor, does not 
want to identify himself with any one 
insurance company. Most of the litera- 
ture and advertising turned out by the 
companies is strongly identified with the 
company name and hence of little value 
to the broker. 

Insurance company advertising is 
likely to be national in character, car- 
ried in the national magazines. While 
this is fine in the sense that it creates a 
favorable public attitude toward insur- 
ance, it is of little direct help to the 
broker who has the problem of selling 
locally, said Mr. Thain. He needs to 
advertise in local newspapers and at the 
local mailing level. 

The speaker termed it logical for the 
agency system brokers to pool advertis- 
ing funds with other brokers and to de- 
velop effective personal and local adver- 
tising through such trade associations as 
Insurance Brokers Association of IIli- 
nois. The other alternative is for bro- 
kers to develop advertising through the 
general agencies in which they place 
their business. But in either event, the 
financial outlay must be made princi- 
pally by the broker himself as an inde- 
pendent marketing entity in the agency 
system, Mr. Thain stressed. 





Brooklyn Agents to Honor 


Rosensweig of “Advocate” 
The Brooklyn Insurance Agents Asso- 
ciation will honor Charles S. Rosensweig, 
editor of the Insurance Advocate, for 
his “indefatigable efforts” in connection 
with. the “preservation of sound, tested 
insurance rating and distribution meth- 
ods.” Presentation of a plaque which 
will set forth the association’s sentiments 
will be made to Mr. Rosensweig at a 
luncheon meeting to be held on Tuesday, 
February 14, at the Club Venice Restau- 
rant, 93 Court Street, Brooklyn. 

Headed by Harry G. Ellis, who is asso- 
ciated with the Fulton Fire Agency 
of Brooklyn, the agents association has 
— an important voice in agents’ af- 
airs. 





CHARLES “JOE” PENNA 
HARRY ROGERS 
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THE LONDON ASSURANCE 


Metropolitan Department 
99 JOHN ST., NEW YORK 38, N. Y. 
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N.Y. STATE EXAMS 
NEW YORK ¢ JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Starts Monday, March 5, for 
Broker's & Agent's Exam on June 21, 1956 


REAL ESTATE COURSE 


Starts Thursday, March 1, for 
State Examination on June 20, 1956 


NOTARY Pustic COURSE 


Starts Monday, March 19 
for Examination on April 24, 1956 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
p 0 F \ INSURANCE 
132 Nassau Street 
New York 38, N. Y. 
Near City Hall 
COrtlandt 7-7318 
‘ HERBERT J. POHS, Founder-Director 
























Fuss AND LARSON 


INCORPORATED 








IS PLEASED 
TO ANNOUNCE THE 
ELECTION OF 


JOHN R. REILLY 
TO THE OFFICE 
OF 


Secretary 


116 JOHN STREET 
NEW YORK 38 











Moulton and Adair With 
Portland, Me., Agency 


Reynolds E. Moulton and Robert E. 
Adair have become members of the 
Portland, Me., insurance agency of 
Bradish-Young, Inc., with the retirement 
of Murray S. Bradish, Ralph L. Young 
announced. Mr. Moulton is a graduate 
of Dartmouth College, was a manager 
for the Travelers at Portland and has 
been with John C. Paige Co. in Portland 
since 1944, 

Mr. Adair is a graduate of Bates Col- 
lege and was a casualty underwriter 
with the Travelers before joining the 
Paige Co. Agency five years ago. Mr. 
Bradish was a co-founder of the 
Bradish-Young agency with Mr. Young. 
Besides his career as a local agent, he 
was for many years state agent of the 
Springfield Group. 





JAMES F. INGLIS DIES 
James F. Inglis, president of the J. F. 
Inglis Co., Inc., insurance brokers 0 
New York City, died February 2 
Miami, Fla. He was 59 years old and 
had been convalescing from a recent ir 
ness. Mr. Inglis had been in insurance 
about 40 years and was a member 0 
the Drug & Chemical Club, New York 
Athletic Club, Friendly Sons of: 
Patrick and the American-Irish His 

torical Society. He is survived by 
widow, a son, a daughter, four children 

by a previous marriage, and a sistef. 
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Key Figures in Insured Plan for Dress Industry 


Forrest A. Heath, vice president, J. S. Frelinghuysen Corp., insurance brokers 
who handled the case; Louis H. Leshaw, general manager of United Popular Dress 
Manufacturers Association, Inc., New York City; David Marmolstein, general mana- 
ger, United Better Dress Manufacturers Association, Inc., and Edmund B. Whitta- 
ker, vice president, group insurance department, Prudential Insurance Co. of 


America, Newark, N .J. 


An insured plan, in compliance with 
the New York State disability benefits 
lav, has been put into effect in behalf of 
over 42,000 employes of the more than 
900 dress manufacturers of the United 
Better Dress Manufacturers Association, 
Inc, and the United Popular Dress 
Manufacturers Association, Inc., of New 
York. 

Negotiations between members of the 
dress associations and insurance under- 


writers were worked out by Forrest A. 
Heath, vice president of J. S. Freling- 
huysen Corp., insurance brokers, of 20 
Vesey Street, New York City. 

The plan, which develops a premium 
of over a million dollars annually, is 


underwritten by The Prudential Insur- 
ance Co. of America. Mr. Heath stated 
today that this is the first time this 
large group of workers in the dress 
manufacturing field has been covered by 
one of the major insurance companies. 





Reciprocal Exchanges 
Report on 1955 Results 


The Associated Reciprocal Exchanges, 
which are moving their general offices, 
March 1, to Two Park Avenue, New 
York City, from Port Chester, N. Y., 
have voted a return to subscribers who 
at the beginning of the year had accu- 
mulated operating reserves, equivalent 
to 122% of earned premiums for those 
subscribers fully reserved and equiva- 
lent to 4.3% of earned premiums on the 
average for all subscribers who have 
accumulated any operating reserves. 
Similar figures for Affiliated Underwrit- 
ers are 6.5% and 1.4% respectively. 
= returns are based on returns for 


In spite of heavy losses paid during 
the year and after the returns to sub- 
scribers, the reserves for contingencies 
at both the Group Exchanges and A ffili- 
ated Underwriters were higher on De- 
cember 31, 1955, than a year previously, 
due to capital transactions and adjust- 
ments in reinsurance costs applying to 
Prior years, states President Schuyler 
Merritt IT. 

Although there were eliminated during 
the year a substantial number of ac- 
counts considered to be below standard, 
farned premiums increased at the Group 

changes and at Affiliated Underwrit- 
ers. Both the Group Exchanges and 
Affiliated Underwriters had substantially 
higher losses than they had averaged 
during the past five years. They experi- 
enced a greater number of large losses 
by Some of the oldest and most highly 
considered accounts. 5 





CAMDEN BANQUET MARCH 1 
The Camden-Gloucester County Insur- 


iste Agents Association will hold its 


th annual banquet on Thursday, March 


I at the Walt Whitman Hotel in Cam- 
en, N. J. 


King President of Morris 
County Community Chest 
At the recent annual meeting of the 
Community Chest and Council of Mor- 
ris County, N. J., Edward King was 
elected president. Mr. King is president 
of the Hooper-Holmes Bureau, Inc., 
which has its head office at Morristown, 
N. J. He also is president of the Insur- 
ance Society of New York. 


SECRETARY OF FUSS & LARSON 


John R., Reilly Appointed Member of 28 
Year Old Agency Which Has Country- 
wide Binding Facilities 

John R. Reilly, who joined Fuss & 
Larson, Inc., in 1953, has been appointed 
secretary of that agency. He is the 
youngest member of the 28 year old 
firm which was founded on the service 
principle. 

The agency writes all lines except 
casualty in the literal sense. Yet, mul- 
tiple line activities have extended its 
influence into that field. Fuss & Lar- 
son, on a countrywide basis, represents 
the following companies: Home Fire & 
Marine (fire, inland marine, auto phys- 
ical damage); American Union of New 
York (fire and auto P.D.); Merchant 
Fire Assurance Corp. (fire); Union As- 
surance (fire, inland marine, auto P.D.); 
British & Foreign Marine (inland ma- 
rine). The agency also writes Home- 
owner’s business. 

Clarence H. Fuss is president and 
founder of the agency. He received his 
early experience as an underwriter with 
the North British & Mercantile. Vice 
president is Charles A. Ligibel who 
joined Fuss & Larson just two years 
after it was established. Mr. Ligibel’s 
background includes brokerage and com- 
pany (Commercial Union) experience. 
Herbert J. Sargent is treasurer of the 
agency. 

Mr. Reilly, a veteran of 3% year’s 
service in the Army during World War 
II, entered the insurance field in 146. 
He has had both agency and brokerage 
experience. Active in youth affairs he 
devotes much of his off hours to in- 
structing athletics at the Police Boys 
Club. ‘ : ; 

Speaking for the agency, Vice Presi- 
dent Ligibel expects the new year to be 
at least as profitable as 1955. “All busi- 
ness that comes into the agency before 
4 P.M. goes out the same night,” said 
Mr. Ligibel, pointing to the rule of the 
agency. 

Fuss & Larson, Inc., has immediate 
binding facilities for countrywide busi- 
ness. Its slogan is: “Overnight Service 
on Out-of-Town Risks.” 








ROYAL EXCHANGE SPECIAL 

The Royal Exchange Group has ap- 
pointed Charles W. Boske, Jr., as spe- 
cial agent in Indiana. Mr. Boske was, 
for almost eight years, associated with 
a leading insurance company, an insur- 
ance agency concern and a brokerage 
firm, in which he had experience as a 
fire and marine underwriter and pro- 
ducer in Illinois. 
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As one of the largest underwriting agencies in New 

York, we believe an important part of our service is to 

function as a clearing house for ideas and methods oe 
relating to all phases of insurance. This educational poet 
program, never relaxed, has resulted in benefits to our ae 
brokers, the public, the companies we represent and 
thé industry at large. 

Are you part of the growing roster of informed 
brokers served by the Jaffe office? There’s much to 
gain by doing business with us, as a great many of your 
fellow brokers have discovered. Call on us, won't you? 








JAFFE AGENCY. ING. 


INSURANCE UNDERWRITERS 







k 38, N. Y. © BArclay 
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JOHN M. WENNSTROM DIES 





Former Manager of U. S. Branch of 
Svea-Nornan and Retired Chair- 
man of Christiania General 

John M. Wennstrom, manager of the 
United States branch of the Svea-Nor- 
nan Insurance Co. of Gothenburg, Swe- 
den (in earlier years better known under 
the name of Svea. Fire & Life) and 
retired president and chairman of the 
board of the Christiania General of New 
York, died at his home in Short Hills, 
N. J., February 2, following a brief ill- 
ness. Mr. Wennstrom would have been 
78 years old in April. 

Mr. Wennstrom was born in Gothen- 
burg, Sweden, where he graduated from 
the Institute of Technology as mechan- 
ical engineer, receiving his further edu- 
cation at the Polytechnic Institute of 
the University of Zurich, Switzerland, 
from which he was graduated as civil 
engineer in 1900. In 1903 he entered the 
service of the Svea Fire & Life as in- 
spector of the home department. 

He was appointed United States man- 
ager for that company January 1, 1916, 
subsequently also being appointed United 
States manager of the Christiania Gen- 
eral of Oslo, Norway, January 1, 1918. 
When this United States branch office 
was transformed into a New York cor- 
poration in 1941 he was elected president 
and chairman of the board. Mr. Wenn- 
strom was president of the Hudson In- 
surance Co. of New York from 1919 


to 1940, 

From 1926 to 1934 he was a director 
of the Swedish Chamber of Commerce 
of America. In April, 1948, he retired 
as president, and in March, 1954, retired 
as chairman of the board and of the 
executive committee of the Christiania 
General. Mr. Wennstrom was a member 
of the Bankers Club of America. 





St. Louis Producers Elect 


Jerome E, Jacobsmeyer, a partner in 
the Hilmer-Dutton Realty Co., was in- 
stalled as president of the Associated 
Insurance Agents & Brokers of St. 
Louis, Inc., at the annual installation 
banquet at the Coronado Hotel, on 
January 31. He is to head the 325- 
member association throughout 1956. 
The majority of the members are in 
the real estate brokerage business as 
well as in various lines of insurance. 

Other 1956 officers are as follows: 
vice president, Paul E. Kummer, presi- 
dent, Paul E. Kummer Realty Co.; 
treasurer, John A. Reardon, president, 
John A. Reardon, Inc., and secretary, 
Fred H. Graf, president Graf & Case 
Realty Co. 
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Washington Report Backs Private 


Insurance for Atomic Industry 


The Senate-House Joint Committee on 
Atomic Energy and the Atomic Energy 
Commission should “continue to encour- 
age the insurance industry to develop 
ways of meeting atomic insurance prob- 
lems entirely within the concepts of pri- 
vate enterprise,” according to a report 
of a special study panel set up by the 
Congressional Joint Committee. 

The “Panel on the Impact of the 

c T 4 ” 
Peaceful Uses of Atomic Energy, 
headed by Robert McKinney, publisher 
of the Santa Fe New Mexican, found 
that government insurance of atomic 
energy hazards should not be under- 
taken at this time. 

Such government insurance should be 
considered only if it becomes evident 
over a period of years that the insur- 
ance industry can’t solve the entire 
problem by itself, the report held. It 
pointed out that the insurance industry 
can cover atomic power plant risks to 
the extent it normally does in hazardous 





Ford Fire Loss in Calif. 
May Reach $10,000,000 


The Ford Motor Co. plant at Long 
Beach Harbor, Calif., suffered loss by 
fire and flood January 27 which officials 
in charge of the plant estimate may total 
up to $10,000,000. Manager of the plant, 
R. C. Armour has been quoted as 
saying his inventory showed $9,500,000 
on parts and equipment. The fire burned 
a storage warehouse, a part of the as- 
sembly line, painting building and power 
plant. In addition several hundred fin- 
ished cars were in a parking lot that is 
part of the plant. 

The plant is five feet below sea level 
at high tide. The 72 acres comprising 
the site had sunk that distance in the 
past five years. This sinking is believed 
to have been caused by removal of 
oil from pools underneath the land. 

The plant is protected from the sea 
by a dike, a weak spot of which gave 
way under the rush of flood water from 
the 7.41 inches of rain that fell on 
the Los Angeles metropolitan area dur- 
ing the preceding 24 hours. Rush of 
the water spread oil from adjoining sites 
onto the Ford plant. Short circuit of 
electric facilities caused explosions that 
started the fire. 





Hartford Fire Advances 
Moloney in Western Dept. 


Appointment of William H. Moloney 
as assistant manager of the Western 
department of the Hartford Fire is 
announced. In addition to assuming 
executive duties, Mr. Moloney will su- 
pervise the company’s business in In- 
diana, Minnesota, North and South 
Dakota and West Virginia. 

Mr. Moloney entered the employ of 
the Hartford Fire on February 1, 1946, 
and shortly after became a marine spe- 
cial agent in the Cook County depart- 
ment. In 1947 he became assistant su- 
perintendent of the marine department 
operating in the Cook County area and 
five years later was appointed superin- 
tendent of the marine department of 
the Western department. 





FOISEY FIRE FIELDMAN 

Edward A. Foisey has been named 
fire field underwriter at American-Asso- 
ciated Insurance Companies’ Indianapolis 
branch office. Mr, Foisey, who has al- 
ready assumed his new duties as assist- 
ant to Fire and Marine Manager R. M. 
Long, began his insurance career as an 
inspector with the Indiana Rating Bu- 
reau in 1946. For the last five years he 
was state agent (Indianapolis office) for 
the Loyalty Group. 


industries, although it was acknowledged 
that possible hazards from peaceful uses 
of atomic energy could range up to 
“catastrophic.” The several studies of 
private coverage already in progress 
should meanwhile proceed unhampered, 
it was held. 

“The obstacle of insurance seems 
quite likely to be overcome for at least 
the present development phases of the 
atomic-power industry,” the report said. 
The first privately operated demonstra- 
tion plants won’t even be in operation 
until 1958 or 1959, it was also pointed 
out. 

Therefore, “at least two and possibly 
three years remain in which to conduct 
research and accumulate knowledge*and 
experience before any substantial pri- 
vate activity can be delayed or stopped 
because of inability to obtain adequate 
insurance. In fact, implications that the 
Government is prepared now to take on 
the insurance burden might stifle vigor- 
ous private efforts to meet the prob- 
lem.” 


——: 








Emil WL Lp Happy fo a 
AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St., N. Y. Near M 
Phone: WOrth 2-2514 


Charge Accounts Are Welcome 


EMIL PANGAL—Genial Host to Downtown Diners for over 26 Years 


You 


213 PEARL STREET 
aiden Lane, N. Y. 
Phone: Digby 4-2348 











Reins Club Elections 


Election of officers was held by the 
Reins Club of New York at its meeting 
recently. The present officers were 
reelected for the coming year. They are: 
Charles Marschner, Home, president; 
William Yates, Great American, vice 
president; L. W. Beers, North British 
& Mercantile, secretary, and William 
W. Dixon, Commercial Union-Ocean 
Group, treasurer. 


Arrangements have been completed 
for a dinner-dance to be held February 
21 at the Hotel Margaret in Brooklyn. 
Burt E. Eilert, New Hampshire Fire, is 
chairman. 





Gentlemen: 




















Adversity is something hard upon a man, but for one man 
who can stand prosperity, there are one hundred that will 


stand adversity. 


THE 


YORKSHIRE 


INSURANCE COMPANY... 
OF NEW YORK 


SEABOARD 


FIRE & MARINE 
INSURANCE 
COMPANY 


90 JOHN STREET 
NEW YORK 38, NEW YORK 





Respectfully submitted, 


homes Caslyle 


1795-1881 





Education Directors 
Meet May 23-25 in Pa, 


The annual meeting of the Insurance 
Company Education Directors Society 
will be held May 23-25 at the Skytop 
Club in the Pocono Mountains of Penn. 
sylvania. It is expected that about 10 
members will be present, including active 
members engaged in training activities 
for insurance companies and _ associate 
members drawn from the insurance de- 
partments of universities and colleges 
in various sections of the country. 





Johnston Boston Manager 


For the Glens Falls 


G. D. Mead, president of the Glens 
Falls, has announced appointment of 
Frank X. Johnston as manager of the 
company’s Boston office located at 18 
Oliver Street. In this position he will 
be responsible for handling the com- 
pany’s affairs in eastern Massachusetts, 

Mr. Johnson is a native of Massa. 
chusetts, a graduate of Boston University 
and has been associated with the insur- 
ance industry since 1935. He served as 
special agent in several New England 
states with another company, spending 
the last five years as a Boston area 
special agent. 


Adams Heads New Security 
Field Office in Buffalo 


The Security-Connecticut Insurance 
Companies of New Haven announce 
opening of a new field office in Buffalo, 
N. Y., to facilitate service for agents in 
that area. The office is located at 3491 
Delaware Avenue. John R. Adams has 
been appointed special agent to head 
this new office. 

Mr. Adams is a graduate of Hamilton 
College and a veteran of three years’ 
service with the U. S. Army during 
World War II. He started his insurance 
career as a fidelity and surety under- 
writer. He was then assigned as a cast- 
alty special agent in upstate New York. 
Mr. Adams is a Chartered Property and 
Casualty Underwriter, having received 
this designation in 1955. 








New Indianapolis Office 


The London Group comprising the 
London Assurance, Manhattan Fire & 
Marine and the Guarantee Insurance 
Co. of Los Angeles have announced 
opening of new Indiana headquarters in 
the Indiana Building, 120 East Market 
Street, Indianapolis. Previously, the 
London and Manhattan maintained one 
local office while the Guarantee mait- 
tained another. W. E. Walton 1s rest 
dent manager of the new combine 
facilities, with George F. Whittier as 
state agent for the group. 





Coirin Peerless Special 


Rene Coirin, Jr. has joined the Peer 
less Insurance Co. of Keene, N. H,, 4 
a fire special agent and has been a 
signed to the company’s branch office 
Albany, N. Y. Mr. Coirin has been in the 
insurance business since 1934 as a special 
agent and fire underwriter and goes 
Peerless from the Pearl American Group. 

Mr. Coirin is a native of New Jersey 
and attended schools in Glen Rock af 
Ridgewood. He has completed courses 
at the Insurance Society of New York. 
He is a World War II Air Foret 


veteran. 
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Braidech Discusses 
Atomic Energy Risks 


NoWw ON TOUR THROUGH WEST 
National Board Research Director Also 
Confers on Storage and Handling 
of Explosives 





Mathew M. Braidech, research di- 
rector of the National Board of Fire 
Underwriters was guest speaker at San 
Francisco, February 7, at a meeting of 
the Northern California and Nevada 
Chapter of the Society of Fire Protec- 
tion Engineers. He discussed various 
hazards and safeguards associated with 
atomic energy, a subject that he also 
will review at a meeting of the society’s 
Los Angeles chapter later this month. 

Mr. Braidech is chairman of the com- 
mittee on chemicals and explosives of 
the National Fire Protection Associa- 
tion. He plans to confer in Los Angeles 
with former Deputy Chief Ray Hill, who 
is now chief of the Fire Prevention Bu- 
reau of that city and chairman of 
NFPA’s subcommittee on a model ordi- 
nance for the storage and handling of 
hazardous chemicals. The conference 
will deal with the committee’s work. 


Fire Safety Requirements 


Mr. Braidech also will confer there 
with Captain W. S. Hogan, chief of 
law enforcement, United States Coast 
Guard. Captain Hogan is chairman of 
the NFPA’s subcommittee on a model 
ordinance for the storage and handling 
of explosives. Mr. Braidech will be 
joined by other members of his com- 
mittee in these conferences. The com- 
mon plan of the committee is to develop 
technical information and fire safety 
requirements for some 350 dangerous 
chemicals of commerce. 

Mr. Braidech has had wide experience 
in this field and recently the American 
Chemical Society appointed him chair- 
man of its parallel committee on chemi- 
cals and explosives, which he is pres- 
ently engaged in re-organizing to in- 
clude industry and military personnel. 

In addition, Mr. Braidech will discuss 
with educators in several western col- 
leges the development of a curriculum 
for professional training of fire protec- 
tion engineers. These meetings are in 
connection with his SFPE activities as 
secretary of the society’s committee on 
education. 

Two types of degrees are being studied 
as filling the need for the profession. 
One is a four-year specialized degree in 
fire protection engineering. The curricu- 
lum would be tailored to prepare fire 
protection engineers as other curricula 
are designed for civil, mechanical, and 
other types of engineering. A proposed 
alternate is a B.S. degree in one of the 
established types of engineering, with a 
fifth year added for concentrated study 
in fire safety. A committee of the so- 
ciety is studying the proposals. 





New Hampshire Adopts 
One-Write Fire Policy 


New Hampshire has adopted the so- 
called one-write form of fire insurance 
Policy, effective February 1, Insurance 
Commissioner Donald Knowlton an- 
nounces, Companies will be permitted to 
select their own arrangement of setting 
orth their name, address, and insignia 
and may make minor changes not in- 
volving changes in substance in the dec- 
larations pages, if such changes are 
necessary to conform the policy to the 
company’s methods of operation. 





BRIER PHOENIX SPECIAL 

The Phoenix of Hartford Group has 
appointed Harry S. Brier to special 
agent in Connecticut. Mr. Brier joined 
the company in 1952 and was employed 
as automobile underwriter in the com- 
Se home office. An experienced 
eldman, Mr, Brier prior to joining the 

oenix has also worked in the agency 
end of the business. 


Harry Newell Honored 
By Friends in NFPA 


Sponsored by his friends in the Na- 
tional Fire Protection Association, a din- 
ner honoring Harry E. Newell was held 
at the Hotel McAlpin in New York on 
January 26. On this occasion Mr. Newell 
was appointed honorary chairman of the 
NFPA committees on flammable liquids 
and gases. He has been a member of 
the committee on flammable liquids for 
36 years and served as its chairman for 
the past five years. He has served on 


the NFPA gases committee also for 36 
years, 33 years as its chairman. Before 
his recent retirement Mr. Newell was 
assistant chief engineer of the National 
Board of Fire Underwriters, New York. 

Seated at the head table at the dinner 
were Henry Thomas, NFPA vice 
president and chief, Hartford Fire De- 
partment; Charles H. Bunn, Jr., Esso 
Research and Engineering Company and 
chairman, executive committee of NFPA 
committee on flammable liquids; T. 
Seddon Duke, NFPA president and pres- 
ident, Star Sprinkler Corporation; 
Franklin R. Fetherston, Liquefied Petro- 
leum Gas Association, Inc. and chairman, 


executive committee of NFPA Commit- 
tee on Gases; John A. Neale, NFPA vice 
president and chief engineer, The Na- 
tional Board of Fire Underwriters; Rob- 
ert S. Moulton, NFPA technical secre- 
tary. . 





GLENS FALLS TEXAS OFFICE 

The Glens Falls Insurance Co. has 
opened a new claims office in Corpus 
Christi, Tex. This new office is under 
the immediate supervision of Marvin D. 
Hinchliffe, claims representative, and the 
general supervision of H. Traylor, 
claims manager for Texas. 
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Chicago Board of Underwriters 


Elects Ulseth as New President 


The Chicago Board of Underwriters 
at its annual meeting recently elected 
Nels A, Ulseth of Bronson-Dennehy- 
Ulseth agency as president to succeed 
Edwin P. Simon of Critchell-Miller 
agency. Other officers elected were Law- 
rence R. Fisher, Rockwood Co., vice- 
president; Earl J. Clements, Marsh & 
McLennan, treasurer. , 

Named as directors were Mr. Simon; 
Adrian Palmer, Rollins Burdick Hunter; 
and L. D. Stitt, Starkweather & Shep- 
ley. Chicago Fire Insurance Patrol com- 
mittee: Frank L. Ludington, Atlas mana- 


ger, and Allan I. Wolff, Associated 
Agencies. ‘ ; 
In his report, President Simon de- 


tailed the activities of the board in the 
past year, discussed some of the plan- 
ning under way for 1956 and listed some 
of the highlights of last year he felt 
were “significant and important” to the 
insurance business. Among the latter 
were: 


Features of 1955 


Development of an insurance market 
for atomic energy risks; further devel- 
opment of homeowners’ policies, partic- 
ularly the new form C; MPIRO adding 
floods and earthquake perils to manu- 
facturers output policy by endorsement; 
interest of Federal government in flood 
damage and the possibility of a flood 
insurance program, either privately or 
publicly sponsored; FTC citation of 40- 


odd A. & H. insurers on charges of false 
or misleading advertising. 

Mr. Simon feels that particularly im- 
portant is the suit filed in Circuit Court 
by the National Bureau against the In- 
surance Director of Illinois to “force 
his approval of rate increases in auto 
liability which have been denied by the 
department for the past three or four 
years.” 

The Chicago Board and its advertising 
committee spent considerable time and 
effort this year planning and developing 
an advertising campaign, Mr. Simon de- 
clared. It would be of considerable pro- 
portions and require financial support of 
all the Board members, who are at 
present being polled for their thoughts 
on the project. 

Mr. Simon predicted that the time 
may be drawing near when brokers li- 
censed in Illinois will have to pay a 
license fee to the City of Chicago if 
they operate there. For some eight years 
there has been an injunction against a 
city ordinance requiring such a fee ($35), 
but amendments are now under consid- 
eration by the City Council which would 
provide a uniform license fee of $25 for 
all classes of brokers. The old injunc- 
tion is still in effect, however, and will 
remain so until a new ordinance is 
passed, he said. 

Mr. Simon mentioned that Chicago 
I-Day is planned for April 4, an event 
which draws about 1,000 producers an- 
nually. 





NAIW CONVENTION DATES 





Eight Regional Conventions of Women’s 
Association Are Scheduled for 
March and April in Key Cities 

The Region I convention of the Na- 
tional Association of Insurance Women 
will be held March 23, 24, 25 at the Hotel 
Statler, Hartford, Conn. Mrs. Ada P. 
MacGregor of New York City, director 
of Region I, will preside. 

The Region II convention will be held 
March 23, 24, 25, at the Chancellor Hotel, 
Parkersburg, W. Va. Mrs. Nellie A. 
Casey of Washington, D. C., director of 
Region II, will preside. 

The Region III convention will be held 
March 16, 17, 18, at the Bon Air Hotel, 
Augusta, Ga. Mrs. Myrtle Woods of 
Jacksonville, Fla., director of Region III, 
will preside. 

Region IV convention will be held 
April 6, 7, 8, at the Brown Hotel, Louis- 
ville, Ky., with Miss Clare S. McKnight 
of Detroit, director of Region IV, pre- 
siding. 

Region V convention will be held 
March 23, 24, 25, at the Hotel Savoy, 
Des Moines, Ia. Miss Betty F. Bagger 
of Des Moines, will preside. 

Region VI convention will be held 
March 9, 10, 11 at the Hotel Statler- 
Hilton, Dallas. Mrs. Peggy W. Phillips 
of Dallas will preside. 

Region VII convention will be held 
March 16, 17, 18 at the J-Hawk Hotel, 
Topeka, Kans. Mrs. Roberta Moore of 
Hutchinson, Kans., will preside. 

Region VIII convention will be held 
March 9, 10, 11, at the Del Coronado 
Hotel, Coronado, Calif. Mrs. Ruth Wade 
af Phoenix, Ariz., will preside. 





SCHWENK NATIONAL SPECIAL 

The National of Hartford Group has 
named William G. Schwenk as special 
agent for northern and north central 
Illinois to succeed E. R. Needles, who 
recently resigned to go with the Foreign 
Agricultural Service of the United States 
Department of Agriculture. In 1949 Mr. 
Schwenk joined the National of Hart- 
ford Group as an underwriter in the 
farm department. His headquarters will 
be in the Western department office 
in Chicago. 


National Union Names 


Bressman, Owen in Ky. 
Norman H. Bressman has been ap- 
pointed manager of the National Union 
Insurance Companies fleet operations in 
Kentucky with headquarters at the 
branch office in the Starks Building, 
Louisville. Formerly a state agent at 
Omaha for a large multiple line group, 
he has had a broad experience in com- 
pany field work and branch office ad- 
ministration. 

Earl Owen, assistant manager, is a 
native of North Carolina. He served 
with the Marine Corps in World War 
II and joined the National Surety at 
Louisville in 1948. Specializing in fidelity, 
surety and casualty lines, he has been 
active in the Kentucky field. 


EDWARD E. CONROY DIES 





Former Head of FBI in New York and 
Manager of Security Bureau Well 
Known to Insurance Men 


Edward E. Conroy, formerly in charge 
of the New York City office of the 
Federal Bureau of Investigation, and 
well known to marine and automobile 
insurance men, died February 1 at his 
home in Forest Hills, Long Island. He 
was 60 years old. 


While associated with the FBI Mr. 
Conroy cooperated often with automo- 
bile and inland marine adjusters in theft 
cases and following his retirement from 
Government service in 1946 he assisted 
in organizing the Security Bureau, Inc., 
an organization of marine insurance and 
shipping interests designed to fight pil- 
ferage on the New York waterfront. 

In 1950 Mr. Conroy left the Security 
Bureau, Inc. to join the American 
Cyanamid Co. as a consultant on security 
and later became the company’s director 
of security. Mr. Conroy was in charge 
of 11 district offices in his 24 years with 
the FBI. He worked on some challeng- 
ing cases, running down the DeAutre- 
mont brothers, Missouri train robbers, 
and solving the 1933 massacre of an 
FBI agent, three police officers and a 
convict in the Kansas City (Mo.) Union 
Station. 

Mr. Conroy left the FBI because of 
the recurrence of injuries suffered dur- 
ing service with the Marine Corps in 
World War I. He served on the Verdun 
front and later at Belleau Wood, where 
he was wounded. He received the Croix 
de Guerre, the Silver Cross with cluster 
and the Purple Heart. 

After the war Mr. Conroy completed 
the studies he had interrupted at Cor- 
nell University, taking an A.B. degree 
in 1920. While he was a student, he won 
the intercollegiate lightweight wrestling 
championship. 

Surviving are his widow, the former 
Rose Mary Kipping; two sons, Michael 
Francis and Edward Maurice; a daugh- 
ter, Mrs. Patricia Ann Weil of Flushing, 
Queens, and a grandson. 





North British Transfers 


Barnett to San Francisco 
Benjamin Barnett, formerly special 
agent at Seattle, Wash., was transferred 
February 1 by the North British Group 
to the San Francisco branch office and 
advanced to superintendent of agencies 
for the Pacific department. He will suc- 
seed C. W. Doherty who, due to illness, 
is retiring from active duty at the end 
of the month. 
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The Phoenix Ins. Co. 

| The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 

| Minneapolis Fire & Marine Ins. Co. 
Reliance Ins. Co. of Canada 
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International Service 
Of Texas Reports Gains 


International Service Insurance Co, oj 
Fort Worth, Tex., has reported a 15.12% 
gain in new business in automobile, fire 
and casualty lines during 1955, according 
to Fred D. Thompson, president. Syr. 
plus to policyholders is up 13.07% to 
$2,106,090 and company assets increased 
during the year $1,210,239 to an all-time 
high total of $7,956,779. 

Capital was increased from $700,000 to 
$1,000,000 in 1955, a gain of 42.86%. Cash 
in banks rose to $2,146,715, up 37.51% 
over 1954 totals, Mr. Thompson said, 
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CONNECTICUT'S 


Roads Resounded 
to the tramp 
of marching men 


When Abraham Lincoln, in 1861, 
sounded the call for volunteers, Con- 
necticut responded with five times its 
quota! And money flowed to Wash- 
ington from its patriots in every walk 
of life. 

As one of the original 13 Colonies, 
the “Nutmeg State’’ has courageously 
met every challenge to union and free- 
dom. A fundamental American concept 
—"T bree centuries of self-government 
based on constitutional liberty’ — is 
proudly displayed on Connecticut's 
Great Seal. 


A “Great Seal” of the insurance business 
IS PACIFIC NATIONAL’S, below, 
token of strength, security and service 
to Agent, Broker and Assured. 
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Frenchmen Study U.S. 
Electronic Computers 


FOUCHET RETURNS TO PARIS 





Insurance Industry Director Research- 
ing Agency, Office Management 
and Human Relations Here 





_ R. Fouchet, director of CAPA, 
which is a French insurance association 
studying agency management, office 
management and human relations, and 
who has spent three weeks in the United 
States, has sailed for France. Purpose 
of the trip here was to study electronic 
computers. This is the third biennial 
trip to the United States taken by Mr. 
Fouchet, who first came here in Feb- 
ruary, 1952, with a_ small mission rep- 
resenting this new French organization. 
His previous trip was in 1954 when he 
studied operations of some of the inter- 
company insurance organizations. 

In the four years of its existence, 
CAPA has produced 40 reports and 
documents in the areas of its work. The 
association is composed of 85. French 
insurance companies representing 90% 
of the French insurance market, and 16 
companies from 12 other nations who 
are associate members. While here Mr. 
Fouchet visited the Royal-Liverpool 
fleet, State Farm in Bloomington, IIl., 
companies in MHartford, Conn. and 
Franklin Life of Springfield, II. 

When Mr. Fouchet arrived in this 
country he was accompanied by J. P. 
Cannet of the CAPA staff. Mr. Cannet 
will continue his American visit for a 
fortnight longer. He is at the Park- 
Sheraton Hotel. 





AUTO CLAIMS ASSN. MEETS 

The Automobile Claims Association of 
New York held a luncheon meeting yes- 
terday at Miller’s Restaurant. Thomas 
J. Calogero of the New York Insur- 
ance Department was the chief speaker, 
discussing operations of the Department. 





OHIO FIELD OFFICE MOVES 
The Columbus, Ohio, field office of the 
Phoenix of Hartford Group has been 
moved to new arid enlarged quarters. 
The office is located in the I. B. M. 
Building, 447 East Broad Street. Thos. 
0, Dye, general agent, continues over-all 
supervision of the company operations 
in the state. 





American Bureau 


(Continued from Page 34) 
43 will be of 31,500 deadweight tons or 


over. 
Italian Shipbuilding 

“In Italy a 50,000 ton tanker has been 
ordered built to Bureau Class at the 
Ansaldo-Genoa yard by Compagnia Tras- 
porti Petrolio di Palmero. Of the 63 
vessels of 718,000 gross tons now being 
built in Itaily and Trieste to Bureau re- 
quirements, 16 are 31,500 deadweight tons 
or over. Most of these 63 new vessels 
are for Italian ownership and registry, 
but included is the large passenger liner 
‘Gripsholm’ soon to be launched for the 
Swedish American Line. 

“Another large vessel completed to 
Bureau requirements last year was the 
32000 ton bulk ore carrier ‘Sept Iles,’ 
constructed for the M. A. Hanna Com- 
pany by the Furness Shipbuilding Com- 
pany in England. A sister ship is being 
built by Swan, Hunter and Wigham 
Richardson in England. The first of two 
47,000 ton oil tankers building to Bureau 
Class for the Stavros Niarchos interests 
Was launched last December at Vickers- 

tmstrongs in England. 

1” France the super size oil tanker 
Esso France,’ a vessel of 37,440 tons, 
Was completed under our supervision at 

Ociete des Chantiers Reunis Loire Nor- 
Mandie for Esso Standard Francaise. In 
veérmany we had the 39,300 ton oil tanker 

orld Grandeur,’ built for the World 

anker Corporation by Howaldtswerke, 
amburg.” 














OUR INSUREDS 
KEEP US HOPPING 
ALL OVER THE WORLD 


..- because the Royal has the greatest world represen- 
tation of any company IN THE FOREIGN FIELD! 

Royal’s foreign representation is so extensive that 
it includes both big and little insureds, in commonly 
visited and in remote places, in practically every 
country of the free world. 

For further information write to our Foreign 
Department. 


Remember, too, these far-flung facilities pro- 
vide yet another sound reason for placing your 
Dwelling Package policies with a company of the 
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Manager American Surety’s 
New Fire Insurance Dept. 





KENNETH J. HEINDEL 


Kenneth J. Heindel has been ap- 
pointed manager of the American 
Surety Company’s new department to 
handle fire insurance lines. The date 
when the company will start to write 
these lines will be announced later. 

Mr. Heinde! is widely known in this 
field, having served as a special agent 
and as a supervising underwriter in the 
New England, Middle Atlantic and Mid- 
west territories for. over 28 years. He 
was with the Royal-Liverpool Group un- 
til 1941, and subsequently with the 
Fireman’s Fund. He attended Newark 
University as well as New York Univer- 
sity. 





Gordon Baxter Starts His 
Own Ad Service in N. Y. 


The Gordon Baxter Co., inaugurating 
a specialized service in advertising and 
policy and form printing for the insur- 
ance industry and related fields, has 
opened offices at 68 William Street, New 
York City. 

Gordon Baxter, head of the new con- 
cern, says the organization is well equip- 
ped to handle copy, art, media, produc- 
tion, printing and distribution. 

Mr. Baxter was associated for many 
years with The London Assurance 
where he was in charge of advertising 
and purchasing. He has also conducted 
his own insurance brokerage business in 
New York. 





Hertz Corp. Purchases 
Atlantic Nat'l of Miami 


Purchase of the Atlantic National In- 
surance Co. of Miami, Fla., a pioneer in 
car and truck rental insurance, is an- 
nounced by the Hertz Corp. Purchase 
price exceeded $1,000,000, according to 
Walter L. Jacobs, president of Hertz, 
and Carl Harber, president of the in- 
surance company, who will continue to 
direct its activities. 

The sale was jointly announced by the 
Hertz Corp., the Atlantic National, and 
Edwin Larson, Florida Insurance Com- 
missioner. Commissioner Larson looks 
with favor on the increased facilities 
which are being made available to insur- 
ance buyers in this specialized field. 

According to Mr. Jacobs, Atlantic 
National, chartered in Florida in 1947, 
is unique in that it is the only insurance 
company in the country specializing in 
coverage for the car and truck rental 
industry. Although Atlantic National is 
authorized to write all types of insur- 
ance, its present intention is to continue 
to concentrate on providing insurance 
for car and truck rental and special 
types of automobile fleets. Home offices 
of the insurance company are located at 
1504 DuPont Building, Miami. 
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Insuring Tenant’s Improvements 


Explained By Bolles Of Aetna 


Improvements and betterments insurance 
is a field of coverage that has not been 
fully developed. In fact, more intensive sell- 
ing of this protection should aid many local 
agents who have concentrated on funda- 
mentals hazards and have not given much 
attention to tenant’s improvements. A. J. 
Bolles, state agent in Louisiana for the 
Aetna Insurance Group, tells in a recent 
issue of “The Messenger,” publication of 
the group, how a prospect’s insurable in- 
terest must first be determined, after which 
the details of tenant’s improvement cover- 
age can be discussed. He presents the 
selling points for this insurance as follows: 


Let’s begin by simplifying formal con- 
tract terms and call the lessor the own- 
er, the lessee the tenant, the realty or 
premises the building, and betterments 
and improvements the tenant’s improve- 
ments. Next, let’s draw an understand- 
able distinction between personal prop- 
erty distinguishable as fixtures and that 
insurable interest incorporated perman- 
ently into (or comprising) a building and 
thereby becoming an improvement made 
at the expense of the tenant. 


Fixtures 


Fixtures may comprise not only furni- 
ture and office equipments, but may en- 
compass shelving floor coverings, certain 
types of air conditioning and heating 
systems, drinking fountains, private office 
enclosures, removable stairs and parti- 
tions, light fixtures and fans, plumbing 
items, refrigerators, stoves, counters, 
railings, tanks—in short, any item of 
tangible personal property, or attachment 
to a building, which is susceptible to re- 
moval without defacement or material 
damage to the structure where it has 
been in use. ~ 

Tenant’s improvements to a building 
are those structural alterations, addi- 
tions, installations or decorations which 
are integrated into the basic structure 
to such extent that they have become a 
physically indivisible and permanent part 
thereof. These usually represent a sub- 
stantial cash outlay which adds to the 
value of the building, and they should 
not be confused with ordinary repair, 
replacement and maintenance. For ex- 
ample, these could be a complete build- 
ing, a new wall, an added story, new 
floors or ceilings, extensive frescoing or 
redecoration, elevators, sprinkler systems, 
fire escapes, store fronts, rewiring and 
similar changes of importance. 

When insuring against loss caused by 
physical damage to fixtures, an ade- 
quately phrased descriptive insuring 
clause normally takes care of all con- 
tingencies. However, in the instance of 
a tenant’s improvements interest, the 
solution is not always that simple. It 
must therefore be determined to what 
extent the tenant may sustain an out- 
of-pocket loss from the destruction of 
the thing which he has, at his own cost, 
placed upon the designated site. 


Producer Should Consult Tenant 


For such reason, the producer needs 
to consult with the tenant, and some- 
times with the owner, to learn under 
what conditions occupancy is held, and 
if improvements represent a stipulated 
condition of any written or oral agree- 
ment. Perhaps it may develop that ten- 
ant’s interest is confined to a right-of- 
use which diminishes ratably with the 
passage of a definite term of months or 
years. Possibly the tenant may have 
obligated himself to remove, or to sell 
to the owner, the improvements at time 
of termination of tenancy. Again, the 
improvements may become property of 
the owner concurrently with their in- 
stallation, but rental conditions may re- 
quire that tenant restore or replace them 
in event of any damage happening dur- 
ing his occupancy. 

There will otherwise be found special 
rental contracts and leases which set up 
unusual conditions as to improvements. 
Among these last may be found railroad 


leases and estate and trust agreements. 
In other cases we find contracts where 
public bodies and public agencies are 
party to a particularized agreement. Ac- 
cordingly, it seems here appropriate to 
quote from W. S. Foster’s “Consequen- 
tial Coverages.” “If you don’t know 
enough about the conditions of a ten- 
ant’s lease properly to protect him in 
his investment in betterments and im- 
provements, you had better not insure 
him at all.” 


Ascertaining Tenant’s Interest 


There is an opinion frequently held 
that common law or statute law covers 
all phases of this subject and that a 
mere reference to “. . . insured’s interest 
in improvements and betterments made 
to the building . . .” takes care of all 
necessities. But what obtains in Texas 
does not hold in Louisiana—and perhaps 
is equally inapplicable in Maine or in 
California. If you know the actual inter- 
est and if the tenant and owner have 
not contracted otherwise, then insurance 


compatible to the value, or right, of the 
tenant’s interest may be written accord- 
ingly. 

On the other hand, it isn’t very good 
business to take a premium on the as- 
sumption that there is an insurable in- 
terest in improvements only to find, 
following a loss, that the tenant’s inter- 
est has been extinguished by the expira- 
tion of a preceding lease where its con- 
ditions had caused improvement to be- 
come vested in the owner. Here the 
tenant, at time of loss, would merely be 
enjoying occupancy of an improved 
building due to his prior outlay which 
actually had amounted to prepaid rent. 
When the lease was renewed, a new 
contract came into being and any rights 
under the old lease ended. 

One practice fairly prevalent is that 
of naming both owner and tenant as 
joint-insured, to the end that the pro- 
ceeds of any loss payment may be paid 
in one sum to both, and thereafter be 
divided by them according to the re- 
spective rights of each. This method is 
recommended by a sizeable number of 
underwriters, due to its apparent sim- 
plicity, and it is rather generally accepted 
throughout the insurance industry. 


Plan Must Fit Situation 


However, we should here be reminded 
that there is not available any single 








field men will go with you 
to help close sales. The 
Phoenix of London Groups 
offers its agents a multi- 
tude of these “extra” 
personal services. We 
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plan which will fit each and every sity. 
ation which may be encountered. The 
producer must ascertain that the terms 
of the rental agreement are not opposed 
to the foregoing arrangement. The pog. 
sibility of any additional interest throy 
encumbrances or other condition shoul 
be explored. But of equal importang 
with any other consideration is thy 
there be confirmed beyond any doy 
that each party-at-interest clearly yp. 
derstands all particulars of the coverage 
and unqualifiedly accepts the insuranc 
policies so written. These safeguards 
will do much to avert possible future 
non-currencies, disagreements between 
insureds, and personal embarrassment to 
the producer. 

When tenant’s interest is other than q 
right-of-use and when he retains a ree. 
ognized property right in improvements 
(or is obligated to replace or to repair 
them) until or at the time he quits the 
premises, then the properly may obtain 
his own protection against loss up toa 
sound value, a functional value, or to 
the extent of his replacement obligation, 
or to such other limit as it is determined 
that he would suffer financially should 
the subject be damaged by a peril in. 
sured against. 

There is no point in resorting to ex. 
cess language in preparation of the pdl- 
icy rider or of the endorsement affording 
the coverage—a short wording that does 
not sacrifice clarity of purpose for the 
sake of brevity is best. Inasmuch as the 
basic fire insurance policy is now an 
interest contract, the outmoded term 
“sole and unconditional ownership” js 
wholly unnecessary in attempting to in- 
sure a tenant’s interest. 

It is usually desirable that tenant's 
improvements be insured by a separate 
policy or as a separate item in a sched- 
ule of property. Even, so, there can be 
no serious objection to combining (under 
blanket form) improvements with fix- 
tures and other subjects, if conditions as 
to ownership and interest do not con- 
flict therewith, and if local rules and 
regulations do not forbid. 





General Installs Complete 


Electronic Equipment 


The General Insurance Co. of Amer- 
ica, at Seattle, has installed a complete 
electronic system in order to take over 
the workload of billing policyholders, 
re-rating of insurance policies and han- 
dling accounting problems. This elec- 
tronic wizard has been labeled the 
Geniac—General Insurance Co. Automa- 
tic Computer. It was designed and built 
by the ElectroData Corp. of Pasadena, 
Calif. 

Over four tons of the Geniac esuip- 
ment went into operation in General's 
home office in Seattle on January 13. 
Its primary duties will be handling 
the more than 200,000 Safeco automobile 
policies processed every six months. 
Safeco is an auto insurance company 
founded by General that is said to be 
able to lower premiums by streamlining 
procedures and reducing overhead. 

While most electronic computers op- 
erate on a punch card system, the Geniac 
stores its data on magnetic tapes— 
similar to a tape recorder. These tapes 
cut General’s present storage space 93%. 
One tape will hold the equivalent of 
50,000 punch cards. On these tapes, 
Safeco policies will be maintained as a 
permanent record for rerating and bill- 
ing every six months. It formerly took 
an employe over three minutes to check 
a policy for accuracy. The Geniac now 
performs this operation in one and one- 
half seconds. 








JOHN SMITH DIES AT 84 

One of Louisville, Ky.’s oldest. field 
men, John L. Smith, 84 years of agé 
formerly state agent for the London ¢ 
Lancashire, died recently after a years 
illness. Mr. Smith who was with the 
City Fire & Marine Insurance 0» 
joined London & Lancashire in 1917 as 
state agent and retired 12 years ag? 
A son, Wallace W. Smith, has been state 
agent for the Liverpool & London & 
Globe, for many years. 
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COMPLETELY 
AIR CONDITIONED 


26-STORY 
OFFICE BUILDING 


10,000 TO 20,000 SQ. FT. 
PER FLOOR 


PLANNED FOR FLEXIBILITY 
OF OFFICE LAYOUT 


RECESSED LIGHTING AND 
SOUNDPROOF CEILINGS 


4 SUBWAY LINES AT DOOR 


A FEW SHORT BLOCKS TO 
HUDSON TERMINALS AND 
FERRIES 


Occupancy Spring 1957 


Owners: CLARSON REALTY COMPANY 
Builders: DIESEL CONSTRUCTION CO., INC. 
Architects: EMERY ROTH & SONS 

Renting Agent: CHAS. F. NOYES CO., INC. 


DESIGNED AND CONSTRUCTED 
IN THE MODERN MANNER 
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American Bureau Tells of Huge 
Shipbuilding Expansion in 1956 


ferries, 


The current tremendous growth in 


shipbuilding throughout the world high- 
lighted the report of President Walter 
L. Green of the American Bureau of 
Shipping, presented at the 94th annual 
meeting of the board of managers and 
members last week in New York City. 
He stated that on January 1, 1956, there 
were 255 seagoing vessels of 3,644,458 
gross tons under construction and/or 
under contract to be classed with the 
Bureau. In addition there were 247 
smaller miscellaneous type vessels aggre- 
gating 150,779 gross tons also contracted 
for to be built under the supervision of 
the surveyors to class with the Bureau. 

This new construction totals 502 ves- 
sels of 3,795,237 gross tons, he said, which 
is an increase of almost 100% from the 
tonnage totals of one year ago, and rep- 
resents the greatest tonnage under way 
to Bureau class at one time in any 
peacetime year. On January 1, 1955, con- 
tracts were in existence for the construc- 
tion of 306 vessels of 1,912,961 gross tons 
to Bureau class. 

Green Reelected President 


Mr. Green was reelected president and 
chairman of the board of managers. 
David P. Brown was reelected senior 
vice president and technical manager of 
the Bureau. Jerome B, Crowley was re- 
elected vice president in charge of 
finance and administration. Alfred Blum 
was reelected treasurer and Daniel L. 


Parry continues as secretary. 

The following were reelected or elected 
to the board of managers for the three- 
year term expiring January, 1959: 

Glen B. Davis, James A. Farrell, Jr., 
John M. Franklin, George H. French, 
John T. Hutchinson, Harold Jackson, 
Willard F. Jones, Cletus Keating, Charles 
Kurz, Joseph A. Moore, Jr., John D. 
Reilly, H. Harris Robson, Daniel D. 
Strohmeir, Carl F. Vander Clute, Alex- 
ander T. Wood. 

“Of the 502 new vessels being built 
to Bureau class,” said President Green, 
‘239 of 476,820 gross tons are on order 
in United States shipyards. This includes 
25 ocean going cargo ships, passenger 
vessels and tankers of 342,940 tons, and 
214 miscellaneous vessels such as tugs, 
towboats, barges, offshore submersible 
oil well drilling rigs, etc. 


263 Vessels on Order Outside of U. S. 


“A total of 263 new vessels of 3,318,417 
gross tons are now on order in yards 
outside of the United States to be built 
to American Bureau of Shipping Classi- 
fication. This is seven times the amount 
of tonnage currently under way in Amer- 
ican yards to Bureau class. A number 
of these will be finished in 1956, but 
others will not be completed until 1959. 
These 263 new vessels are being built in 
12 countries, and include 12 under way 
in United Kingdom shipyards, ten in 
France, eight in Belgium, four in Swe- 
den, 32 in Germany, 63 in Italv and 
Trieste, nine in Spain, 19 in Holland, four 
in Turkey, 98 in Japan, two in Lebanon 
and two in Israel. 

“Exclusive Bureau surveys are main- 
tained at practically all of the shipyards 
abroad at which these vessels are being 
built. These new vessels include tankers, 
refrigerated ships, bulk ore carriers, 


cargo ships, passenger liners, 
tugs, fishing boats and barges. 


465 Vessels Completed in 1955 


“A total of 465 new vessels were com- 
pleted in 1955 under the supervision of 
the surveyors of the American Bureau 
of Shipping. These aggregated 1,082,386 
gross tons and 1,685,658 deadweight tons, 
and employed 715,190 horsepower of pro- 
pelling machinery. This represents a de- 
crease of 600,000 tons from the gross 
tonnage of new vessels completed to 
Bureau class in 1954,” Mr. Green stated. 

“Of these 465 new vessels, 384 were 
completed in United States shipyards, 
these totaling 335,798 gross tons. This 
included only nine large merchant ves- 
sels totaling 119,104 gross tons, and rep- 
resents a large decline over 1954 when 
39 large vessels of 585,052 gross tons 
were completed. The balance of 375 were 
small miscellaneous river and harbor ves- 
sels, principally non-propelled, totaling 
216,694 gross tons. 

“A total of 81 new vessels were com- 
pleted to Bureau class in shipyards out- 
side of the United States during 1955, 
these aggregating 746,588 gross tons. This 
represents a decrease of 200,000 tons from 
the 1954 results, when 99 new vessels of 
951,911 gross tons were completed in 
these yards to Bureau class. Thus, for 
the third time in the 94-year history of 
the Bureau, more new tonnage was com- 
pleted to Bureau class in shipyards 
abroad than in United States yards. 

“Again, as in recent years, a large 
number, 21, were constructed in Japan, 
while 13 were finished in Italy and 
Trieste, three in Great Britain, two in 
Belgium, 20 in Germany, four in Holland, 
five in France, two in Sweden, two in 
Turkey, two in Israel, two in Lebanon, 
one in Denmark, and four in Formosa. 
In addition, some repair and alteration 
work on existing vessels was accom- 
plished in ports abroad under Bureau 
supervision. An increase was again ex- 
perienced, during 1955, in the number of 
surveys conducted by the Bureau’s exclu- 
sive offices outside of the United States, 
totaling 5,284 as against 5,006 in 1954. 


8,000 Ships Classed by Bureau 


“There now exists in class with the 
American Bureau of Shipping, 8,037 ves- 
sels of 40,067,998 gross tons, which is an 
increase of 787,000 tons over one year 
ago. About 30% of these vessels are 
temporarily inactive. To this figure there 
will be added the 502 vessels now on 
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order to be built to Bureau Class in 
shipyards throughout the world, making 
a grand total of 8,539 vessels of 43,863,- 
235 gross tons. While a substantial per- 
centage of these vessels are foreign 
owned and/or registered, the large ma- 
jority fly the American flag. These 
figures include seagoing tonnage, Great 
Lakes and river craft, both self-propelled 
and non-propelled. During the past year 
a number of existing vessels owned 
abroad were classed by the Bureau,” 
continued President Green. 

“During the past year authorization 
for the Bureau to assign load lines was 
granted by the countries of Venezuela, 
Turkey, Pakistan and Egypt. 

“The tremendous increase in contracts 
for new construction to American Bu- 
reau Classification throughout the world 
has placed extremely heavy demands on 
our Technical Staff. The establishment 
of specially trained technical representa- 
tives in Italy, Western Europe and Japan 
has continued to be of great value in 
expediting the plan approval work and 
additional members of our staff are being 
prepare so as to further expand these 
services. 

United Kingdom and Japan Get Much 


of New Tonnage 


“Late in 1954 there was a resumption 
of new contracting. This new contract- 
ing has continued all through 1955 in the 
shipbuilding centers of the world and 
now orders are in existence for the 
construction of more than _ 14,000,000 
gross tons of merchant shipping. 

“More than 25% of this new tonnage 
is on order to be constructed in ship- 
yards of the United Kingdom. Ship- 
yards in Japan, however, have benefitted 
greatly by this resurgence of new con- 
tracts, with order books now totaling 
over 2,250,000 tons. At the same time 
shipyards in Germany, France, Sweden, 
Holland and Italy also were the recipi- 
ents of large orders. While the great 
majority of the tonnage under way in 
the United Kingdom shipyards is for 
domestic account, much of the new busi- 
ness booked in German and Japanese 
shipyards is for export,” President Green 
told the Bureau. 

“A natural consequence attendant to 
this large volume of shipbuilding orders 
has been delay in securing steel in most 
of the principal shipbuilding nations. 
This has been accentuated by great de- 
mands for steel in other industries. This 
will result in some delays in deliveries of 
vessels. With so many contracts on 
their order books, some shipyards are 
already quoting deliveries in 1961, par- 
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ticularly in the United Kingdom where 
contracts are now in existence for over 
5,000,000 gross tons of merchant ship- 
ping. 

“While there had been some contrac- 
tion during 1954 and 1955 in the volume 
of new orders for oil tankers, in recent 
months contracts have been placed for 
many tankships, principally of the super 
size class of over 31,000 tons. The con- 
tracting for dry cargo freighters and 
bulk carriers continued at a rapid pace 
all through 1955, after tapering off badly 
in 1954. The tonnage of this class of 
vessel under contract to be built now, 
for the first time in the postwar years, 
exceeds the tonnage of oil tankers under 
way. Port of this is due to the large 
number of bulk ore carriers of 31,00 
to 58,000 tons which have been ordered. 


Huge Tankers and Ore Carriers 


“The Bureau has been favored witha 
large percentage of this new _ business. 
During the past 14 months, contracts for 
classification of new vessels to be built 
were received by us covering 759 ves- 
sels of 3,467,612 gross tons. Additional 
applications for class are pending and 
many more contracts are in the discus- 
sion stage. Of these new contracts for 
classification, only 627,044 tons were for 
construction in the United States, while 
2,840,568 tons will be built in shipyards 
of Europe and Japan. 

“During the postwar years the Bureat 
has been singled out to provide class 
fication services on a succession of con- 
stantly increasing size oil tankers and 
bulk ore carriers. This has now culm 
nated in orders for two oil tankers of 
83,000 deadweight tons each to be con- 
structed at the Kure Shipyard for the 
Universe Tankships, Inc. Even larger 
vessels are contemplated. In October of 
last year there was completed at the 
same shipyard the sélf-unloading combi- 
nation bulk ore carrier and oil tanker 
‘Sinclair Petrolore,’ a vessel of 56; 
deadwright tons. A sister ship was fe 
cently ordered. The three 60,000 ton 
ore carriers built in Kure have now beet 
in operation for over a year. 

“Also completed in Japan to Bureat 
class at the Mitsubishi-Nagasaki_ship- 
vard were the two 45,000 ton Tide Water 
Associated Oil Company tankers ‘Veedol 
and ‘Wafra’ Four slightly larger sister 
ships of 51,000 tons each were starte 
in France last year for Tide Water. 
the 107 vessels of 1,523,000 gross toms 
now building to Bureau class in Japat, 
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H. G. Evans Points to ’55 
American Casualty Gains 


ASSETS REACHED ALL-TIME HIGH 


Net Premium Volume 13.3% Ahead of 
1954; Auto Underwriting Loss Due 
to Fourth Quarter Experience 








Harold G. Evans, president of Ameri- 
can Casualty and its affiliate, American 
Aviation & General, reported to stock- 
holders, agents and employes in his an- 
nual report this week that 1955 gains 
were registered in both the underwriting 
and investment departments. He pointed 
to all-time highs in premiums written, 
admitted assets and policyholders’ sur- 
plus. Premium volume increased to a 
record of $74,343,560 which was $8,749,- 
185, or 13.3% greater than the 1954 fig- 
ure. Automobile writings accounted for 
38.63% of total business, Mr. Evans said, 
compared with 40.11% the previous year. 
Principal gains were made in A. & H. 
production which jumped $3,144,502 to a 
total of $17,063,594, and in the fire busi- 
ness which showed a gain of $2,134,511 
for a total of $9,850,363. 

Admitted assets in the Casualty Com- 
pany reached an all-time high of $61,- 
530,252, or a gain of $9,182,358 for the 
year, After providing for additional re- 
serves and taxes, the net result of oper- 
ations’ was a $2,501,893 increase in the 


policyholders’ surplus to an all-time high 
of $16,784,198. 


American Aviation & General 


The American Aviation & General 
likewise registered’ gains in all depart- 
ments. Total admitted assets increased 
$2,614,965 to an all-time high of $15,417,- 
500. Policyholders’ surplus increased 
$1,154,820 to a record $5,873,742. 

On a consolidated basis, the ratio of 

losses and loss expense incurred to pre- 
miums earned amounted to 61.24%, or 
227% above the previous year. Operat- 
ing expenses were 37.50% or .09% below 
the previous year. Combined losses and 
expenses incurred amounted to 98.74%, 
which was 2.18% above the previous 
year, 
_ Mr. Evans pointed out that increases 
in both accident frequency and severity 
in auto B.I. liability during the fourth 
quarter of 1955 resulted in a marked 
deterioration in this experience and 
produced an underwriting loss in this 
line for the year. 

He said that 1955 expansion brought 
the total number of branch and service 
offices to 46 and that 725 additional 
agents were appointed during the year 
to bring total agents to 11,570. In addi- 
tion, American Casualty entered the 
territory of Puerto Rico, its charter 
Was amended to give it the corporate 
Power to transact ocean marine _ busi- 
ness, and American Aviation & Gen- 
eral’s capital was increased from $1,000,- 


000 to $1,500,000. 





Fox Deputy in Pa. Dept. 
Appointment of William V. Fox, nr, 
of Plymouth Meeting, Pa. as Deputy 
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Nsurance Commissioner in charge of 
the Bureau of Rate Regulation for 
Pennsylvania has been announced by 
overnor George M. Leader. 

“tr. Fox, who succeeds F. J. Henry, 
resigned, was formerly with Continental 


Sualty as Philadelphia branch man- 
ager, 


FTC Examiner Finds 
Girardian Blameless 


COX WOULD DISMISS CHARGES 


Lack of Evidence; Examiner’s 
Decision Must Be Affirmed by 
Federal Trade Commission 





Sees 





A Federal Trade Commission hearing 
examiner has issued an order which 
would dismiss for lack of evidence 
charges that Girardian Insurance Co., 


Dallas, Texas, falsely advertises the 
benefits of its accident and health insur- 
ance policies. This is not a final deci- 
sion of the Commission and may be 
appealed, stayed or docketed for review. 

The charges which would be dismissed 
if the examiner’s decision is affirmed by 
the Commission are that the firm has 
misrepresented its insurance as to (1) 
duration of coverage, (2) extent of cov- 
erage, (3) maximum dollar limits in 
case of surgery and doctor bills, (4) be- 
ginning date of coverage and (5) extent 
of the additional benefits. 

The examiner, J. Earl Cox, stated 
that the allegations of misleading ad- 
vertising “have not been proved by the 
weight of ... reliable, substantial, pro- 
bative evidence.” 

Noting that the firm is licensed in 
each state where it sells insurance and 
does this by agents exclusively, the ex- 
aminer ruled that the Commission’s 
jurisdiction in the case is restricted to 
business done in Mississippi. 

All states involved except Mississipni 
have statutes “adequate under Public 
Law 15 to preclude Federal Trade Com- 
mission jurisdiction in this proceeding 
as (tO. practices of respondents 
within their boundaries,” the examiner 
ruled. 

Mississippi, he said, has no law “which 
can be found to be regulatory of false 
and deceptive .. .” practices charged in 
this complaint. 

A third point considered by the ex- 
aminer was the firm’s position that it 
had voluntarily abandoned the advertis- 
ing complained of in the Commission’s 
complaint. 

The examiner concluded that the ad- 
vertising had been abandoned prior to 
the issuance of the complaint and that 
on this issue alone, without a considera- 
tion of the truth or falsity of the adver- 
tising, “the public interest would be 
adequately served by dismissing the 
complaint. . ”” He added, however, 
that the “facts of record warrant a dis- 
missal . . . upon the merits.” 
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LEGISLATION ON REINS. POOL 
HEW Secretary Folsom Declares Ad- 


ministration Is Still Considering Laws 

to Make Reinsurance Easier 

Marion B. Folsom, secretary of Health, 
Education & Welfare, has told a press 
conference that the administration is still 
working on proposed legislation to make 
it easier for health insurance companies 
to pool risks. 

Meanwhile, President Eisenhower, in 
his health message to Congress, said this 
sort of pooling should be encouraged 
so that voluntary health prepayment en- 
terprises can be enabled to provide 
broader benefits and expanded coverage 
on reasonable terms in fields of special 
needs. 

The President warned that enactment 
of a Federal reinsurance system would 
again be asked if these new efforts fail. 

Mr. Folsom noted that legislation 
would be needed to make such “pooling” 
possible; said that a proposed bill would 
be sent to Congress in a few months, 
but would not disclose any details. He 
said the bill might carry terms similar 
to those in the Small Business & De- 
fense Production Acts permitting agree- 
ments in concert by business firms. 

Observers believe that the Administra- 
tion is thinking in terms of exemption 
from antitrust laws for such health in- 
surance pools. 

Mr. Folsom told the press conference 
that the Department of Health, Educa- 
tion & Welfare has carried on prelimi- 
nary conversations with some insurance 
companies and nonprofit health plans, 
with several expressing interest. He ex- 
nlained that the Department wants to 
be sure that insurers are interested and 
to be reasonably certain that at least a 
few such experimental pools would be 
established before action is taken. 








Colegrove Sees Public Getting 
Better Deal in A. & H. Ins. 


Albert M. Colegrove, Scrinps-Howard 
Newsoapers’ stoff writer whose articles 
criticizing the A. & H. business created 
a nationwide stir in 1954-55, sees the 
public now getting a better deal when 
they buy this coverage. Speaking re- 
cently before the Washington, D. 
Association of A. & H. Underwriters, 
he cited “the many excellent actions 
taken by responsible persons in _ the 
industry to remove the ‘gimmicks’ from 
health insurance.” While there is still 
“a minority of unscrupulous operators 
in your business,” said Mr. Colegrove, 
“you are giving better policies and bet- 
ter service every day.” 


Standard Office Relocates 


The Long Island office of the Standard 
Accident of Detroit and affiliate, Planet, 
has been relocated in new and larger 
quarters at Hempstead, I. L. 

The new building, which is occupied 
exclusively by the companies, houses the 
Hempstead office and many of the New 
York branch services. 
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Warren E. Cutting New 
United L. & A. Secretary 


BARRETT ASSISTANT SECRETARY 








Heath Named Assistant Treasurer and 
Chief Accountant After Directors’ 
Meeting; Other Elections 


United Life & Accident, Concord, 
N. H., after a recent directors’ meeting, 
announced the promotions of Warren 
E. Cutting to secretary, Harry E. Bar- 
rett to assistant secretary and director 
of policy service, and Durward T. Heath 
as assistant treasurer and chief account- 
ant. Mr. Cutting, in addition, was re- 
elected superintendent of agents. 

The following directors of the company 
were re-elected: John V. Hanna, Richard 
W. Sulloway, Robert D. Fletcher, Edgar 
C. Hirst, Carl H. Foster, George W. Con- 
way, William D. Haller, Dudley W. Orr, 
James W. Griswold, Douglas B. Whiting, 
B. Cramton Carrick, Montague H. Zink, 
Philip M. L. Forsberg, and Beardsley 
Rum!. Robert H. Reno was elected a 
director of the company to fill a vacancy. 


Other Officers Elected 


Other officers of the company were 
elected as follows: John V. Hanna, chair- 
man of the board; Douglas B. Whiting, 
president; William D. Haller, executive 
vice president and treasurer; Herman V. 
Staehle, Jr., field management vice presi- 
dent; Clayton L. Jackson, actuary; Dr. 
Philip M. L. Forsberg, medical director; 
William C. Ingham, director of under- 
writing; Edgar C. Rines, assistant actu- 
ary; Howard T. Ring, assistant secretary 
and claims manager; Robert H. Reno, 
general counsel. 

At the company’s annual stockholder’s 
meeting, held previous to the directors’ 
meeting, President Douglas B. Whiting 
gave a report to the stockholders, in 
which he stated that the United Life & 
Accident reached new peaks of new 
business put in force, insurance in force, 
assets, and surplus during 1955. 

Highlights of President Whiting’s re- 
port indicated that: “During the year 
1955, your company passed a most im- 
portant milestone—our life insurance in 
force now exceeds $200,000,000. Total 
new life insurance put in force in 1955 
reached the record high for our com- 
pany of $38,162,173 compared with $31,- 
439,416 in 1954. During the year we 
entered, for the first time, the field of 
participating life insurance. In spite of 
this, we intend to contribute to make 
our major line of business non-partici- 
pating insurance. 

“During the last quarter of 1955, the 
officers and general agents of the United 
Life have prepared long range plans for 
the company, which look forward to 
doubling the company’s insurance in 
force in the next five years and tripling 
the company’s accident and health pre- 
mium income in the next five years. 

“Since the present value of the future 
profits in life insurance is substantially 
greater than the cost of putting new 
business on the books of the company, 
it is greatly to the advantage of the 
company’s stockholders to invest as much 
of its earnings as possible in new busi- 
ness. 

“At the same time, most stockholders 
have a need for current income on a 
regular basis. In order to meet this need 
and at the same time make as much of 
the company’s earnings as possible avail- 
able for investment in new business, it 
will be recommended to the directors 
that during the next five years the com- 
pany plan to pay, if earned, a quarterly 
dividend to stockholders of $1 a share.” 








25 Years With Council 

Gloria Allen, assistant manager of the 
Washington, D. C. office of the National 
Council on Compensation Insurance, is 
celebrating her 25th anniversary this 
month. She joined the National Council’s 
District of Columbia bureau on Febru- 
ary 25, 1931 as a stenographer and was 
promoted to assistant manager of that 
bureau in June, 1955. 
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Keen Interest in Holz 
Indemnification Bill 


INTRODUCED ON FEBRUARY 2 





N. Y. Superintendent Hopeful That Leg- 
islators Will Reach Bi-Partisan 
Agreement on Its Passage 





Keen interest was manifested by the 
New York insurance fraternity in the 
bill! introduced February 2 in the legis- 
lature which would set up a motor 
vehicle indemnification plan, drafted by 
Superintendent of Insurance Leffert 
Holz and sponsored by Governor Averell 
Harriman. The bill, which covers 27 
mimeographed pages, was introduced by 
Francis J. Mahoney and As- 
semblyman Eugene F. Bannigan, the 
Democratic minority leaders of the leg- 
islature. 

Superintendent Holz has pushed this 
type of legislation aggressively in the 
past two months as the best solution 
possible to the problem of indemnifying 
innocent victims of accidents caused by 
owners of uninsured motor vehicles. Its 
features were known to insurance people 
well in advance of introduction of this 
legislation. The Superintendent has 
talked about the plan at meetings, in 
private conversation and even “on the 
air.” In a recent radio broadcast the 
urged a bi-partisan agreement in the 
legislature, saying: 

“If the Renublicans are sincere ‘ 
I think Republican and Democratic lead- 
ers and the Governor can sit down and 
explore the indemnification plan and 
reach a bi-partisan agreement.” 


$21,000,000 Fund To Be Set Up 


If the Mahoney-Bannigan bill passes 
the legislature and is signed by the 
Governor the law would take effect 
January 1, 1957, so as to coincide with 
the next motor vehicle registration date. 
This also means that the provisions of 
the law relative to payment of claims 
from an indemnification fund to be set 
up would be applicable to motor vehicle 
accidents occurring on and after next 
January 1, The fund would be supported 
by license fees paid on registration of 
uninsured cars. For the first year the 
fee would be $30 which is over and above 
the cost of the car registration. In sub- 
sequent years the fees would be ad- 
justed, based upon the experience of the 
fund. 

It is estimated that there are a total 
of 700,000 uninsured cars in the state 
which would mean a fund of $21,000,000 
the first year from which the victims 
of uninsured, hit-and-run, or unauthor- 
ized drivers could be compensated. How- 
ever, anyone who paid the $30 extra fee 
could obtain a rebate of $24 if he pur- 
chased insurance within 30 days of the 
time he registered his car. 


Non-Resident Insured Cars Protected 


_An important feature of the indemni- 
fication plan is that the benefits of the 
fund will be available not only to resi- 
dents of this state, but also to non- 
resident owners of insured motor vehi- 
cles registered in this state and residents 
of other states, the D. of C., the Domin- 
ion of Canada and foreign countries in 
which laws of substantially similar char- 
acter are in effect. Owners of uninsured 
motor vehicles or their spouses, when 
passengers in an uninsured car, are ex- 
cluded from the benefits of the fund. 

It is further brought out in the bill 
that the fund will take care of cases 
arising out of the operation of an unin- 
sured vehicle, a stolen vehicle, a vehicle 
licensed in another state where the 
owner has no insurance, and the hit- 
and-run case. For the purposes of this 
law, the operators of the above men- 
tioned vehicles are deemed to be owners 
of uninsured vehicles. 

The amount of any claim payable by 
the fund shall not exceed (a) $10,000 on 
account of injury or death to any one 
person in any one accident, (b) $20,000 


Senator 


on account of injury to or death of more 
than one person in any one accident, 
and (c) $1,000, with a $200 deductible, 
for damage to property in any one acci- 
dent. 

For the purpose of administration of 
the vehicle and traffic law, persons regis- 
tering an insured vehicle will be required 
to submit evidence of insurance cover- 
age. 
In order that a person may qualify to 
obtain payment from the motor vehicle 
indemnification fund, he is required to 
have a cause of action that would entitle 
him to recover damages in a common 
law action in negligence. 


Claimant May Elect to Arbitrate 


It is significant that under the bill a 
claimant may avail himself of the bene- 
fits of the fund by either instituting an 
action for negligence against the unin- 
sured owner or by electing to arbitrate 
his claim in accordance with the pro- 
posed law. Furthermore, the bill em- 
powers the Superintendent of Insurance 
to negotiate a settlement of a claim be- 
fore litigation has been started or dur- 
ing the pendency of an action or arbi- 
tration proceeding. 

Accordingly, although the right to 
trial shall always be preserved to the 
claimant, it will not be necessary for 
the claimant to wait until the conclusion 
of the trial of an action to obtain pay- 
ment of his claim from the fund. 

It is further proposed that the inves- 
tigation and defense of claims shall be 
conducted by the Superintendent. 

The bill also provides that an unin- 
sured motor vehicle involved in an acci- 
dent occurring in this state which re- 
sults in death or bodily injury to any 
person, shall be impounded, so that the 
impounded vehicle may be held as se- 
curity to reimburse the fund for any 
payment made therefrom on account of 
such accident. 

In the event that a claim involving the 
ownership or operation of an uninsured 
motor vehicle is paid by the fund, the 
owner remains liable to the fund be- 


cause of such payment and the Super- 
intendent of Insurance is subrogated to 
the rights of the claimant as the rep- 
resentative of the fund. Until such time 
as the owner against whom a judgment 
has been rendered reimburses the fund 
for the amount which was paid out, his 
license to drive is revoked, his regis- 
tration of motor vehicle is canceled, and 
no new license to drive will be issued 
to him, nor will he be able to register 
any other motor vehicle which he may 
acquire. 

This provision will have the effect of 
barring such a person from the road un- 
til after he has made reimbursement to 


the fund. 
Why Delays in Settling Should Be 


Avoidable 


In drafting the bill, serious considera- 
tion was given to the problem of avoid- 
ing the protracted delays which prevail 
in the final determination of negligence 
cases due to congested calendars and 
appeals to Appellate Courts. In many 
cases such delays should be avoidable, 
because the sole issue will be that of 
damages, rather than disputed questions 
of law and fact. This may be particu- 
larly true in the type of cases which 
will come within the purview of the 
fund, since not a few of the cases are 
expected to be those of the hit-and-run 
driver. It is felt that by negotiating 
settlements between the claimant and 
the Superintendent, either before the 
litigation has been started or during the 
pendency thereof, deserving claims will 
be paid promptly. 

It is also manifest that the usual long 
delays in the adjudication of contested 
negligence cases may be avoided by 
those claimants who elect to resort to 
arbitration proceedings. This is so be- 
cause in such proceedings the parties 
dispense with a large part of the tech- 
nical motions and appeals. It is also to 
be noted that the utilization of arbitra- 
tion proceedings will have the beneficial 
effect of relieving the congestion in the 
courts. 
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Amer.-Associated Cos, 
Gained 6.2% in Writings 

UNDERWRITING PROFIT LOWER 

President Alexander Points to 1955 a; 


“Reasonably Satisfactory”; Assets, 
Surplus Both Greater Than in 1954 











Another new peak in the total of ne 
premiums written was reached in 1955 
by the American Automobile of § 
Louis and its subsidiaries, it is ap. 
nounced by Robert Z. Alexander, pregj- 
dent. The 1955 total was $82,131,693, an 
increase of $4,794,690, or 6.2% over 1954 
Net premiums in the fire and allied lines 
increased 85.7% to $5,672,246 and con- 
tributed over half the gain in the over. 
all total. 

The combined loss and expense ratios 
of the group were 94.9% in 1955 com- 
pared with 92.0% in 1954. Moderate in- 
crease in both losses and expenses con- 
tributed to the rise in the combined 
ratios. 

Statutory underwriting profit of the 
group was $2,076,954 in 1955, compared 
with $4,324,799 in 1954, but reserves for 
unearned premiums rose $4,731,779 to 
$44,359,092 compared with a gain of 
$3,989,224 in 1954. Total assets increased 
$12,774,107 to $128,217,180 and surplus to 
nolicvholders rose $8.791,234 to $41.609,- 
983. Both figures reflected the effects 
of the sale of additional stock in March, 
1955, when 250,000 shares were issued, 
increasing capitalization from 1,500,000 
shares to 1,750,000 shares and providing 
a net increase of $7,136,260 in capital 
funds. Investment income rose $299,003 
to $2,624,459, with the new capital avail- 
able for investment purposes for only 
part of the year. 

The previously authorized merger of 
American Automobile Fire into the 
parent American Automobile was made 
effective at the close of 1955, and hence- 
forth all facilities previously offered by 
the two companies will be made avail- 
able by the parent company. It is ex- 
pected that the merger will make pos- 
sible significant savings in operating 
costs, 

In releasing the year-end figures, Mr. 
Alexander commented: “In most re- 
spects 1955 was a reasonably satisfactory 
year for the American-Associated Com- 
panies even though our underwriting 
profit margin was not quite up to the 
excellent results of the preceding year. 
It is no secret that competition is in- 
tense and the industry has many per- 
plexing problems with which to deal. 
We are gratified with our further prog- 
ress into multiple-line operations, espe- 
cially as regards the fire and allied lines. 
We are looking forward to 1956 with 
confidence and assurance.” 





H. A. Stevens Promoted 
In N. Y. Office of F. & D. 


The promotion of Horace A. Stevens to 
assistant manager in the New York 
office of the Fidelity & Deposit and its 
affiliate, American Bonding Company, 
has been announced. 

Prior to joining the companies’ New 
York organization last June as produc- 
tion manager, Mr. Stevens had_ been 
associated for 14 years with the National 
Surety Corp. serving as a_ branch 
manager. 

A native of Westfield, N. J., Mt 
Stevens is a graduate of Franklin & 
Marshall College, Lancaster, Pa. During 
World War II he served in the Army 
with the rank of captain. 





DISTRICT SALES MANAGERS 

Allstate Insurance Co. has announce 
the following appointments of district 
sales managers in its branch offices: E 
Ray Chapman, Menlo Park, Calif.; Baird 
C. McIlroy, Seattle, Wash.; Roger 
Townsend, Murray Hill, N. J.; Frank 
C. McCuskey, Dallas, Texas; Charles J. 
Amis, Jr., Charlotte, N.C., and William 
P. Jackson, Houston, Texas. The com 
pany also announced that John L. Scott 
was appointed analyst of the Salem, Ore, 
branch office. 
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Hartford A. & I. Enters 
Major Medical Field 

co, INTRODUCES NEW POLICY 

Maximum Benefits of $5,000, $7,500 or 


$10,000; Choice of $300, $500 or 
$750 Deductibles 








Pursuing its program of expanded op- 
erations in the accident and_ sickness 
ines, the Hartford Accident & Indem- 
nity Co. has entered the major medical 
insurance field with a new policy de- 
signed to meet individual and family 
needs. Details of the new contract are 
now being announced to agents of the 
company and to insurance brokers 
through an extensive mailing program. 

Affording broad protection against the 
fnancial impact of prolonged, high cost 
disabilities, the Hartford major medical 
expense policy offers a combination of 
the latest and best features yet developed 
in this line of coverage. 

Providing cash benefits to meet medi- 
cal expenses caused by virtually any 
iliness or accidental injury, the Hart- 
ford policy covers world-wide. Designed 
as a supplement to ordinary hospitaliza- 
tion plans, the new insurance does not 
require hospital confinement and is of- 
fered at particularly low rates, especially 
for younger people. 

This is accomplished through a distinc- 
tive new rating plan under which pre- 
mium charges are based on the age of 
persons to be insured. To assist agents 
in determining the proper premiums, a 
simple pocket-size slide calculator has 
been developed which gives the correct 
rate for any possible combination of 
coverage with a mere flick of the 
hand. 

Choice of Deductibles 


Available with optional maximum bene- 
fit amounts of $5,000, $7,500 or $10,000, 
the policy offers a choice of deductible 
amounts of $300, $500 or $750. Payments 
for 75% of medical expenses begin when 
medical costs for a covered sickness or 
injury exceed the deductible amount 
selected by the policyholder. The maxi- 
mum benefit is payable for covered med- 
ical expenses incurred on each accidental 
injury, and each unrelated illness, com- 
plications and recurrences. 

There are no daily limits, subject to 
maximum policy benefits, on such items 
as charges for hospital room and board, 
miscellaneous hospital services, nursing 
costs and surgical fees. 

Written on an individual and family 
basis, Hartford major medical is avail- 
able to individuals, or to husband and 
wife, under 66 years of age. Children 
over 14 days old and under 18 years may 
be included for coverage in the family 
arrangement. Subject to company ac- 
ceptance, the insurance may be renewed 
until age 70, . 

A special provision of the family con- 
tract allows two or more persons cov- 
ered in the policy who are injured in a 
common accident, to become eligible for 
benefits when their combined medical 
expenses equal the deductible amount. 
Also, the maximum benefit applies indi- 
vidually to each family member covered 
in the policy. 


12-Month Benefit Period 


After medical expenses have equalled 
the deductible amount, the policy pays 
‘oward continuing covered expenses for 
a I2month benefit period. In cases 
where hospital confinement continues 





alter this one-year period has been com- 
pleted, benefit payments, subject to the 
policy limit, will continue until the in- 
sured person is discharged. Where there 
'$ no hospital confinement, but medical 
‘xpense continues beyond the 12-month 
Po 


COLUMBUS, OHIO DITC COURSE 
ins lumbus, Ohio, will run a disability 
F og training course for 13 weeks 
“ ne home office of Midland Mutual, 
wane February 6, and running on 
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Rok mstructor in the course will be 

tt M. Best, Business Mens Assur- 














benefit period, eligibility for benefits can 
be re-established when the continuing 
expense again equals the deductible 
amount. Similarly, benefits for expense 
due to complications or recurrences of 
an illness or injury, become payable 
when the deductible requirement is sat- 
isfied, 

Benefits received from other insurance, 
except workmen’s compensation or simi- 
lar coverage, do not disqualify or reduce 
the eligibility of a policyholder for pay- 
ment under the Hartford major medical 
policy. 

An extensive promotion and advertis- 
ing campaign will be conducted to help 


Hartford A.&I. agents sell the new 
policy, which will be available in all 
states, throughout Canada and in Hawaii 
and Puerto Rico. In addition to full page 
announcement advertisements in 10 lead- 
ing consumer magazines and business 
publications (Saturday Evening Post, 
Life, Time, Newsweek, Town Journal, 
Farm Journal, Better Homes and Gar- 
dens, Business Week, National Geo- 
graphic and United States News and 
World Report), a wide variety of news- 
paper advertisements, radio announce- 
ments, descriptive literature and other 
sales aids have been prepared by the 
company’s sales promotion department. 


N. J. CASH SICKNESS PAYMENTS 

John J. Yencik, director of New Jer- 
sey’s division of employment security, 
reported to Governor. Meyner recently 
that disability benefits paid under the 
state’s cash sickness plan in 1955 totaled 
$9,592,333. Mr. Yencik estimated that 
payments made under the more than 
16,000 private plans now in effect will 
reach $26,000,000. This brings the total 
of benefits paid during 1955 to New 
Jersey workers who became sick or dis- 
eo to approximately $35,500,000, he 
said. 





NOW... American Surety makes 
Homeowners Policies 


EASY AS A-B-C 


to explain and SELL! 





A No more Confusion 


Hours of selling time saved—and clients better satisfied—are re- 
ported by agents now using American Surety’s handy coverage- 
comparison chart on Homeowners Policies. It is featured in a 
special issue of our monthly bulletin to agents, ““Mailroad to 














Boost YOUR agency profits! Package your Personal Lines! 


AMERICAN SURETY 


Our nearest Branch office will be glad to 
give full information on how the Home- 
owners can automatically increase your 





FIDELITY ° 


COMPANY 


income from personal lines and reduce 


overhead! Why not call today and find 
out how we help our agents profit through 


this modern package line? 


100 State Street, Albany 7 
422 Main Street, Buffalo 2 
16 Main Street East, Rochester 14 


PROFITS.” This issue includes a down-to-earth explanation of 
Homeowners forms A, B and C, making it quick and easy for 
agents to show each prospect which form is best for him. 


Field-tested Sales Kit 


Chock-full of all it takes to sell Homeowners coverage of every 
class. Comparison chart shows the prospect how he can improve 
his protection and how much he can save. This kit is helping 
American Surety agents to a larger share of the worthwhile 
premiums in the Homeowners market in every community. 


On-the-Spot Selling Help 
American Surety fieldmen are helping agents survey their per- 


sonal lines, helping them plan their program to line up their 
best Homeowners prospects. 


HOMEOWNERS * 


SURETY * CASUALTY * INLAND MARINE 
ACCOUNTANTS LIABILITY * AVIATION 
e TH! John Street, New York 38 

































* Not yet available in a few states. 





224 Harrison Street, Syracuse 2 
e 50 Washington St., East Orange, N. J. 
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Century Shares Trust Has 88% of Its 


Assets Invested 


The assets of fire and casualty com- 
panies have tripled during the post-war 
decade and the life insurance companies’ 
assets have doubled. By comparison, the 
assets of banks in the United States, on 
an adjusted basis, have gone up about 
55%. 

These facts are noted in the annual 
report of Century Shares Trust of Bos- 
ton, the mutual investment company, 
that has 88% of its assets invested in 
insurance stocks. One of the CST trus- 
tees is O. Kelley Anderson, president 
of New England Mutual Life. 

During the same post-war decade, in- 
dustrial production increased 60%, cost 
of living 37% and population 18%. 

Assets of the fire and casualty com- 
panies now amount to $22.7 billion. 
Century Shares attributes this “out- 
standing record” to the fact that higher 
reproduction costs resulted in greater in- 
surance coverage, also greatly increased 
construction required additional insur- 
ance. Too, increased use of automobile 
insurance was of great importance. An- 
other factor is that the increased market 
value of common stocks in which insur- 
ance companies invest substantially, has 
contributed to this. growth of assets. 
Century Shares further notes: 

“Of basic importance is the well recog- 
nized policy of most insurance compa- 
nies of paying moderate dividends and 


in Insurance Stocks 


plowing back major portions of their 
earnings to finance their increasing busi- 
ness, 


Holdings of Fire-Casualty and 
Life Shares 


Fire and casualty shares comprise 53% 
of the trust’s assets while life insurance 
shares account for 35%. 

The life companies’ assets now amount 


to $97 million. 

The trustees say that insurance com- 
panies serve all businesses “and are 
basic to our economic system. They are 
expanding and extending the scope ot 
their services. Their prospects for 1956 
appear bright.” 

Century Shares had $9,951,000 invested 
in Aetna Life Affiliated Companies, con- 
sisting of 37,375 shares of Aetna Life, 
87,000 shares of Automobile Insurance 
Co. and 55,000 shares of Aetna Casualty 
& Surety. : 

The next major investment was 63,000 
shares of Travelers with market value 
of $5,323,000. Next was the America 
Fore group totaling $4,900,000 and con- 
sisting of 22,000 shares of Continental 
and 24,000 shares of Fidelity-Phenix. 
In fourth place were the Continental 
Companies of Chicago totaling $4,103,000 
and consisting of 29,000 shares of Conti- 
nental Casualty and 5,000 shares of 
Continental Assurance. North America 
was fifth with 28,000 shares at $3,052,000. 

The net assets of Century Shares 
Trust on December 31, 1955, ‘were 
$55,117,390 and their net asset value was 
$26.26 as compared with $24.94 the pre- 
vious year. 





Ins. Co. Stocks Listed by 


Commonwealth Invest. Co. 


Commonwealth Investment Co. in its 
23rd annual report as of December 31, 
1955, lists the following insurance com- 
pany stocks in its common stock port- 
folio. The first figure following the 
company name is the quantity, the sec- 
ond the market. 

Connecticut General Life, 7,000, $450,- 
000; Continental Assurance, 808, $138,- 
168; Continental Casualty, 1,025, $113,775; 
Fidelity-Phenix, 3,500, $385,000; Fire As- 
sociation of Philadelphia, 2,300, $130,226; 
Firemen’s of Newark, 8,500, $344,250; 
General Reinsurance, 4,000, $197,000; 
Great American, 6,000, $243,720; Home 
Insurance Co., 6,500, $320,125; Lincoln 
National Life, 500, $226,000; Phoenix of 
Hartford, 1,600, $148,000; Southland Life, 
500, $113,000; U. S. F. & G,, 2,040, 
$134,640. 





Tri-Continental Corp. Has 
60,400 American Re. Shares 


The only insurance holding of Tri- 
Continental Corp., New York, the $150 
million closed end investment company, 
consists of 60,400 shares of American 
Re-Insurance Co. This is valued at 
$1,551,175. 


Feb. 21 Deadline for Bills 


The New York Legislature has set 
Tuesday, February 21, at 2 p.m. as the 
last day for regular introduction of bills 
in both houses. Thereafter no bills may 
be introduced except by certain standing 
committees, or at request of the Gov- 
ernor or by wnanimous consent. Last 
year the legislature introduced 1,430 bills 
on its last day of introduction. 


ALLSTATE CANADIAN WRITINGS 

Allstate Insurance Co.’s premium writ- 
ings in Canada in 1955 will be approxi- 
mately double the 1954 figure or near 
the $6,000,000 mark. The company began 
its Canadian auto insurance operations 
less than three years ago. 








Independent Study Group 
To Probe Auto Ins. Market 


The National Bureau of Casualty 
Underwriters announced February 7 
that it has engaged an independent 
research organization to conduct an 


exploratory market study of automobile 
insurance. 

The three national producers’ organi- 
zations, the National Association of Ini- 
surance Agents, the National Association 
of Casualty & Surety Agents and the 
National Association of Insurance Bro- 
kers, are cooperating with the Bureau 
in the planning of the market study. 

The Bureau pointed out that this ex- 
ploratory market analysis will provide a 
basis for determining how valuable and 
desirable a large scale countrywide mar- 
ket research study would be. The cost 
of the study will be met by the Bureau. 


E. R. Grannis Honored by 
American Standards Assn. 


Edward R. Grannis, Royal-Liverpool 
Insurance Group, New York, was hon- 
ored recently by the American Stand- 
ards Association in recognition of his 
achievements in the development of 
American Standards, 

Mr. Grannis represents the Associa- 
tion of Casualty & Surety Companies 
on the standards council which is re- 
sponsible for the technical program of 
the American Standards Association. He 
is one of about 80 representatives of na- 
tional technical societies, trade associa- 
tions and consumer groups holding mem- 
bership in the Council. 


MEDICAL TAX REDUCTION 
Canada’s Parliament has rejected by 
98 to 66 a proposal by Stanley Knowles, 
M.P. for Winnipeg North Center, that 
full tax deductability should be allowed 
on all medical expenses. However, the 
Parliamentary Assistant to the Ministry 
of Finance, William Benidickson, said 
that it would cost $50 to $60 million in 
lost taxes and opposed the proposal on 

behalf of the Canadian Government. 








MAINE BONDING ENTERS VA. 


Appoints B. P. Carter Co., Inc. of Rich- 
mond as Managing General Agents 
for Casualty Lines in State 
Following its recent admission to the 
state of Virginia the Maine Bonding & 
Casualty of Portland has completed ne- 
gotiations for a general agency contract 
with B. P. Carter Co., Inc. of Richmond. 
This well established agency will manage 
Maine Bonding’s insurance operations 

in Virginia. 

B. P. Carter Co., Inc. has a continuous 
history as a managing general agent 
since 1874. It has carried its present 
name since the assumption of control by 
present management in 1929. The firm 
is well known for its fire insurance oper- 
ations in both Virginia and North Caro- 
lina. The new contract with the Maine 
Bonding & Casualty marks its initial 
venture into the casualty field. 

Prior to 1952, the Maine Bonding & 
Casualty restricted its insurance opera- 
tions to the state of Maine only. In 
that year, it signed a general agency 
contract with 'H. L. Davis & Son of San 
Antonio, Texas, and since then has been 
admitted to the states of New Hampshire 
and Vermont. 

A multiple line carrier, the company 
writes all lines except life, accident and 
health, and boiler and machinery. 








$6,527,908 Tax Bond Written 
By Maryland Casualty Co. 


One of the largest public official bonds 
ever written in the United States—in 
the amount of $6,527,908—was recently 
put on the books of Maryland Casualty. 

This bond, a short term tax bond, was 
required by law on behalf of the treas- 
urer of Warren Township, Mich. It 
runs in favor of the county of Macomb 
and covers the collection of taxes. 

The bond was written through Wal- 
lace Gerlach of the Macomb Insurance 
Agency at Mt. Clemens, Mich., and was 
handled by the Detroit office of Mary- 
land Casualty. 





FOX NAMED PA. DEPUTY 
Put in Charge of Bureau of Rate Regu- 
lation; Formerly With Continental 
Casualty and Standard Accident 

Governor George M. Leader of Penn- 
sylvania has announced appointment of 
William V. Fox, Jr., of Plymouth Meet- 
ing as Deputy Insurance Commissioner. 
Mr. Fox will be in charge of the Bureau 
of Rate Regulation under Commissioner 
Francis R. Smith. In that post he suc- 
ceeds Forrest J. Henry who resigned to 
assume his duties as a Commissioner in 
Montgomery County, to which office he 
was elected last November. 

_ Previously, Mr. Fox had served as as- 

sistant to Mr. Henry and as Acting 
Deputy Commissioner. Except for four 
years’ service in the Army during World 
War II, he has been engaged in insur- 
ance since receiving his degree from St. 
Joseph’s College, Philadelphia, in 1939. 
He was with the Standard Accident in 
several capacities and when he left that 
company was Philadelphia manager for 
the Planet Insurance Co., fire affiliate of 
the Standard. In 1952 he joined Conti- 
nental Casualty and immediately prior 
to his association with the Insurance 
Department was manager of the Phila- 
delphia branch office of that company. 

During his business career he has been 
a member of the Insurance Society of 
Philadelphia, Underwriters Club of 
Philadelphia, Mariners Club of Philadel- 
phia, International Association of Acci- 
dent and Health Underwriters, Insurance 
Economic Society of America, Fire 
Safety Association of Pennsylvania and 
other insurance organizations. 





Many S. C. Insurance Bills 


_Columbia, S. C—At the opening ses- 
sion of the state legislature 23 bills were 
introduced relating to the State Insur- 
ance Department, one of which provides 
for the appointment by the governor of 
the Insurance Commissioner instead of 
his being elected. 


— 


Committee Chairmen 
Of American Bar Asgp, 


FOR INSURANCE LAW SECTioy 


H. Beale Rollins, Baltimore, Name 
Section Chairman-Elect; Carey 
Vice Chrmn.; Pierson Is Sec, 


W. Percy McDonald of Memphis 
chairman, section on insurance law 9 
American Bar Association, announced 
that the following members have beep 
appointed committee chairmen: 

Membership, Victor A. Lutnickj of 
Boston; publications, Hugh Rey. 
nolds of Indianapolis; automobile insy. 
ance law, Wyatt Jacobs of Chicago: 
aviation insurance law, Suel O. Arnolj 
of Milwaukee; casualty insurance lay 
E. G. Poxson, Jr., of Detroit, fidelity ani 
surety insurance law, John J. Malley oj 
New York; fire insurance law, Milford 
L. Landis of Van Wert, Ohio; health 
and accident insurance law, C. C. Fra. 
zier of Lincoln, Neb. 








Committee Chairmen 


Also, life insurance law, John Y. 
Bloys of New York; marine and inland 
marine insurance law, John M. Aherne 
of New York; regulation of insurance 
companies, J. Roth Crabbe of Columbys, 
Ohio; rules and procedure, Robert P. 
Hobson of Louisville; trial _ tactics 
Wayne E. Stichter of Toledo; work. 
men’s compensation and employers’ lia. 
bility insurance, John R. Dixon of §. 
Louis; compulsory non-occupational dis. 
ability benefits, James K. Honey of New 
York; insurance law education, R. [. 
Dillard, Jr., of Dallas; public relations 
Lowell D. Snorf, Jr., of Chicago and 
London committee, L. Duncan Lloyd of 
Chicago. : 

Other officers of the section are: 
Chairman-elect, H. Beale Rollins’ of 
Baltimore; vice chairman, L. J. Carey of 
Detroit, and secretary, Welcome D. Pier. 
son of Oklahoma City. 


Council Members 


Members of the council are: Leslie P. 
Hemry, Boston; Stanley Morris, 
Charleston, W. Va.; Walter Mansfield, 
Detroit; L. Duncan Lloyd, Chicago; 
John J. Wicker, Jr., Richmond, Va. 
Lon Hocker, St. Louis; Ambrose B. 
Kelly, Providence; James B. Donovan, 
New York, and Ashley St. Clair, Bos- 
ton. The section delegate to the House 
of Delegates is George E. Beechwooi, 
Philadelphia. 

The annual meeting will be held at 
the Baker Hotel in Dallas, August 27 
to August 31. Thomas W. Wassell oi 
Dallas is chairman of Dallas convention 
arrangements. 





Albany Story Points to Value 
Of Auto Rider Endorsement 


The value of the rider endorsement 
to automobile liability policies covering 
the entire family from the hazard of 
the hit and run driver has been vividly 
brought home to the residents of Al 
bany. Recently a teen age girl was killed 
in that city by a hit and run driver 
The driver surrendered to the police ani 
his carrier, the Travelers Insurance Co, 
paid $10,000 for the life of the girl plu 
$500 hospital charge. Payment has beet 
made to her surviving mother. 


East Orange, N. J., Branch 








Marks Two Anniversaries 


On February 1 the East Orangef 
branch office of the American Surety 
Co. celebrated two anniversaries. 

It was the 60th anniversary of the 
establishment of a branch office by tht 
company in New Jersey. During tha 
period of time it has had only two 
branch office managers, the first being 
John F. Clark, who occupied ‘the pos 
tion from February 1, 1896, to his te 
tirement in August, 1933. : 

The present manager, Herbert \ 
Hutchinson, who succeeded Mr. Clark 
celebrated his 45th anniversary with the 
company on the same date, February + 
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Maryland Cas. Net 
Premiums $103,369,335 

REPRESENTS 7.1% RISE OVER 4 

Admitted Assets Were $195,969,714, 


Highest in Co.’s History; Pres. Harper 
Cites Flood Coverage 








Net premium writings of Maryland 
Casualty Co. for 1955 totaled $103,369,335, 
largest in the history of the company 
and an increase of 7.1% over last year, 
according to the annual report to stock- 
holders issued by William T. Harper, 
chairman of the board and president. 

“Our general underwriting operations 
were satisfactory, producing a profit of 
$4,504,160,” Mr. Harper stated, “although 
this does not equal the $6,905,346 figure 
of 1954, which was an abnormally profit- 
able year for both the company and the 
casualty insurance industry in general.” 

Income from dividends, interest and 
rents aggregated $4,602,041, an increase 
of $435,521 over 1954, the company’s 
total operating income for the year, be- 
fore providing for taxes, was $9,044,122. 
The net income for the year after taxes 
was $6,331,708, as against $7,447,879 for 
last year. 


$2,953,284 Common Stock Dividends 


During the year the Maryland Casu- 
alty paid dividends totaling $2,953,284 on 
the common stock. In December, the di- 
rectors raised the annual dividend rate 
from $1.40 to $1.50 per share. 

“A principal achievement of 1955,” Mr. 
Harper reported, “and one which it is 
felt will be of lasting benefit to the com- 
pany and its stockholders, was the sim- 
plification of the capital structure by 
redemption of the remaining preferred 
stock with the proceeds of an additional 
issue of common stock. This involved 
no reduction of capital funds.” 

At year-end, Maryland’s total admit- 
ted assets were $195,969,714, highest in 
the company’s history and an increase 
of $16,422,077 over last year. Surplus to 
policyholders also set a new high, being 
$67,528,236 as against $61,255,684 for 1954. 

Not Yet Feasible 

In his report, Mr. Harper explained 
why flood insurance is not at present 
feasible. He said:. 

“The recent flood catastrophes have 
produced many inquiries as to why the 
insurance industry cannot offer the 
same protection against flood that is 
provided for windstorm risks. The rea- 
son is that windstorms can strike any- 
where, and the broad distribution of 
windstorm writings permits acceptable 
Premium rates. Flood damages, on the 
other hand, is generally limited to flood- 
potential areas. Property owners in 
other sections, free from probability of 
flood, would not buy insurance against 
it, hence a sufficient spread of risk 
could not be obtained. The concentra- 
tion of risks in vulnerable locations 
would necessitate premium rates so high 
as to be prohibitive.” 

The annual meeting of stockholders of 
the company will be held at the home 
office at noon on March 13. 


Scheideman New Assistant 


Supt. of Engineering 

Harold L. Scheideman has been named 
assistant superintendent of the engineer- 
ing and loss control division of the 
Travelers, Mr. Scheideman will super- 
vise engineering work at the home office 
for the Travelers branch offices of the 
Pacific Coast and Rocky Mountain 
States, 

He joined the company in 1940 as an 
engineer at the Kansas City branch of- 
ce. He was promoted and appointed 
Tesident engineer in 1945 at Denver, 
Colorado. In 1953, he was named super- 
vising engineer at San Francisco, Calif., 
and the following year was promoted 
to onal supervising engineer there. 
In 1955, he was appointed district super- 
using engineer at the home office. 

€ is a native of Denver, Colorado, 
and was graduated from Colorado State 

lege with a degree in mechanical 
engineering. 





Heckman, Loughlin Promoted 
By N. J. Comp. Bureau 


The governing committee of Compen- 


sation Rating and Inspection Bureau of 
New Jersey, with approval of the State 
Commissioner of Banking and Insurance, 
has appointed Robert R. Heckman and 
Robert C. Loughlin to the bureau’s ex- 
ecutive staff with titles respectively of 
superintendent of underwriting and su- 
perintendent of rating. 

At the same time the retirement is 
announced of Thomas F. Smith who has 


fi 


served the bureau for 28 years and was 
supervisor of its inspection division as 
well as the retirement of Mabel Gosling, 
chief rater of the bureau for many years. 
She joined the bureau July 31, 1917. 
Manager Bernard Hamilton paid tribute 
to the loyal and efficient service of both 
Mr. Smith and Miss Gosling. 

Mr. Heckman, Ursinus College gradu- 
ate, who was first lieutenant in the 
Army Air Force, joined the bureau in 
April, 1947, and has been supervisor of 
underwriting for some years. As of 
February 1 his jurisdiction was broad- 
ened to include the former inspection 


division and operation of the assigned 
risk plan. 

Mr. Loughlin, graduate of St. John’s 
University, Brooklyn, was an engineer- 
ing officer on destroyer duty in World 
War II and then became instructor in 
marine engineering at the U. S. Naval 
Academy. He was separated from the 
Navy in 1947 with rank of senior grade ° 
lieutenant. He joined the New Jersey 
bureau in June, 1947, and has_ been 
rating division supervisor for some time. 
As of February 1 his jurisdiction will 
continue to include the rating, rate is- 
sue and unit plan divisions. 





ABA Standard Form Bank Burglary and Robbery 


\ Accounts Receivable © Armored Car and Messe 


Automobile @ Bankers’ and Brokers’ Blanket 


Policy @ 

rehensiv 

Liability 

© Dwelli: 

Farmers’ Compre 

Garage Liability « 

Limited Theft @ J 

and Permit ¢ Manu 
Open Stock © Merc 


Securities (broad fo. 


and Robbery © Paym Ver Robbery ® Personas 


@ Primary Commercial 


and Outside 


Se 

Lea 

Burgh 
Storek. 

@ Valual 
and Reco. 
® Valuable 


® Voluntee 


Builders’ Risk @ Business Interruption © Bus 


Combination Safe Depository © Comprehe 


Dishonesty, Disappearance and Destructio 


Comprehensive Dwelling Policy © Comp 


shensive General and Automobile Liability 


nke 


U.S.E&G. 


\ quake @ Employers’ Liability © Ex\WRr Iss 

\ysive Personal Liability © Fire and Ligntning 
\bmeowners’ "A", "B" and ''C’ © Householde 
\, lers’ Block © Jewelry Fur Floater ® License 


wrurers’ and Employers’ Liability © Mercant 


Property Floate 


® Residence 
edule Accide 


lili: title & 









ecurities 
prinkle 
eepers’ 
ary 
=) 


FADELATY -SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. * Fidelity Insurance Co. of Canada, 
Toronto ¢ Fidelity & Guoranty Insurance Underwriters, Inc., Baltimore 3, Md. 


CASUALTY -FIRE-MARINE INSURANCE 





Page 40 


February 10, 1956 

















Mercer of F.& D. Reveals 
Net Earnings of $6.15 


1955 EARNED PREMIUMS AHEAD 





Fidelity & Deposit and American Bond- 
oe in Strong Position; Made 14.1% 
Gain in Contract Bonds 





The combined net income, before taxes, 
of the Fidelity & Deposit and its wholly- 
owned subsidiary, the American Bond- 
ing, amounted to $3,852,846 in 1955, it was 
stated by President B. H. Mercer in his 
annual report mailed February 8 to 
stockholders of the parent organization. 
The comparable figure in 1954 was 
$4,118,861. i 

Net consolidated operating earnings of 
$2,460,760, after taxes, or $6.15 a share, 
compares with $2,574,263, or $6.44 a share 
in 1954. These results are exclusive of 
capital gains and losses and equity in 
unearned premium reserve increase. 

The gross premium writings of the 
two companies were slightly less in 1955 
than in the previous year and amounted 
to $23,597,921. Net premiums, on the 
other hand, exceeded the comparable 
total for 1954 by $1,021,764 and amounted 
to $18,907,948. However, this increase, 
Mr. Mercer explained, was largely due 
to a change in the companies’ reinsur- 
ance arrangements with respect to their 
casualty insurance writings. 

Earned premiums in 1955 totaled 
$17,438,492, on a combined basis, or 
$85,177 more than in 1954. Incurred losses 
were substantially less than in 1954 and 
produced a ratio to earned premiums of 
25.7% compared with 30.7%. 


$2,204,764 Underwriting Gain 


After providing for all statutory and 
other necessary reserves, the companies’ 
net underwriting gain from their 1955 
operations amounted to $2,204,764. This 
compares with $2,579,351 on the same 
basis in 1954. 

Mr. Mercer noted that, with the single 
exception of their fidelity writings, all of 
the companies’ bonding lines established 
new high marks, the most notable of 
these being an increase of over $700,000 
in contract bond premiums, or 14.1% 
over the 1954 writings in this particular 
field. 

Income from investments, after taxes 
and excluding profit from the sale of 
securities, amounted to $1,343,247, or 
$3.36 a share. This represents an increase 
of 9.7% over the comparable 1954 results. 

F. & D.’s cash dividend payments in 
1955 amounted to $3.30 a share, the 
quarterly rate having been increased last 
July from 75 cents to 90 cents, thereby 
placing that company’s stock on an 
annual basis of $3.60 a share. 

The consolidated balance sheet, as of 
December 31, 1955, shows the companies’ 
assets to be $68,510,310 and the policy- 
holders’ surplus, $39,581,292. 

Bonds and stocks owned by the F. & 
D. and its subsidiary totaled $57,350,717 
at the end of 1955, representing an in- 
crease over 1954 of $4,849,806. 

Cash in banks and trust companies as 
of December 31, 1955, totaled $5,890,148 
for the two companies. 


Standard Accident Adds 


Fire, Marine Underwriting 
The Standard Accident of Detroit has 
added the underwriting of fire insurance 
and allied lines and marine insurance to 
its present casualty and bonding opera- 
tions. With this expanded underwriting 
program, the Standard now provides 
full multiple-line underwriting service, 
under its own charter, to the company’s 
agents, brokers and_ policyholders 
throughout the country. 

While the Standard’s agents have been 
able to place their fire and marine lines 
through the company’s wholly-owned 
affiliate, the Planet Insurance Co., which 
was organized by Standard’s directors in 
1944, the Standard had not previously 
included these lines in its own individual 
corporate operations. The parent com- 
pany’s charter, however, was amended 
several years ago to provide for this 
eventuality. 





Whittaker Sets Tone 


(Continued from Page 44) 


past president of American Hospital 
Association, whose address is reviewed 
on another page, and Dr. Percy E. Hop- 
kins, Chicago, who is chairman of AMA’s 
subcommittee on prepayment of medical 
and hospital services, who spoke on 
“Medical Society Grievances Committees 
in Relation to H. & A. Insurance.” 

Pointing out that the purpose of the 
grievance committee is to prevent or 
resolve misunderstandings between phy- 
sicians and patients and by clarifying and 
adjusting differences maintain the high 
level of professional deportment estab- 
lished by the “Principles of Medical 
Ethics,” Dr. Hopkins acknowledged that 
possible miunderstanding could arise 
especially in such coverages aS major 
medical where the benefits were not 
specifically delineated. In this connection 
he advocated closer liaison between the 
medical profession and the insurance 
industry. 

However, in regard to such misunder- 
standings he said: “I am confident you 
will find these grievance committees 
attentive and sympathetic to your 
inquiries.” 

The address by A. B. Halverson, 
Occidental Life of California, which 
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ROGER WILLIAMS DIES 

Roger E. Williams, 59, of Los Angeles, 
died recently. He had been identified 
with the insurance business in Los An- 
geles for more than 30 years, being 
connected with the E. D. Williams & 
Co., general agency, and succeeding to 
the business on the death of his brother, 
E. D. Williams. He is survived by his 
widow, Mrs. Louise M. Williams, a son, 
Roger Williams and a_ grandson, 
Gregory S. Williams. 





closed the afternoon session February 
7, will be reviewed in our next week’s 
edition. 



















Accounts — 
Receivable 






records are destroyed.* 


READING, 





This is the season when Accounts 
Receivable files are bulging with 


“1.0.U.s" 


_—in factories—in wholesale 


fire, flood, hurricane, burglary, explosion or certain other 
hazards, may actually cause bankruptcy—or at the very 
least, seriously impair the firm’s credit position. 

That's why ACCOUNTS RECEIVABLE INSURANCE is par- 
ticularly timely right now—one of the most important cover- 
ages you can provide for your business clients. An “all risk” 
type coverage, it pays the money they can't collect because 


ACCOUNTS RECEIVABLE INSURANCE is only one of the 
many modern coverages offered to American Casualty 
agents. If you'd like full details about the extensive facilities 
which are available to professional agents, write: 


American Casualty 
COMPANY 
PENNSYLVANIA 


*Ask for leaflet FC-140 which explains briefly just what ACCOUNTS RECEIVABLE 
INSURANCE covers and how loss settlements are made. 


Now, in retail establishments 


establishments—the files are 
bulging with “1I.0.U.s” —better 
known as ‘‘accounts re- 
ceivable”. 

Damage to or destruction 
of those accounting records by 
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N. Y. Adv. Firm Now 
Allston Associates, Ine, 

N. P. BROWNE EXECUTIVE V. p. 

Name Change From Allston-Musante 


Associates, Inc., Announced; Dorr M. 
Depew Made Vice President 





Directors of Allston-Musante Asgo- 
ciates, Inc., New York, at their annual 
meeting February 1, voted a change of 
name for the corporation and elected 
two new officers, it was announced this 
week by F. Kenneth Allston, president. 
This is one of New York’s best known 
insurance advertising agencies. 

he new name of the agency is Allston 
Associates, Inc. 
_Norris P. Browne was elected execu- 
tive vice president and Dorr M. Depew 
was named vice president in charge of 
the banking division. 

Mr. Browne joined the agency in 
August, 1955, as an account executive 
in charge of property insurance ac- 
counts. Prior to that assignment he was 
associated with Aetna Insurance Group 
as assistant advertising manager and 
superintendent of its publicity depart- 
ment; the Insurance Co. of Texas Group 
as assistant to the vice president in 
charge of advertising, and American 
Casualty of Reading as sales promotion 
manager of accident and health lines. 

Mr. Depew has been affiliated with 
the agency since last November as man- 
ager of the banking division, newly — 
created at that time. Previously he had 
operated his own banking advertising 
service in New York for four years. He 
also was an account executive with an- 
other financial advertising agency; ad- 
vertising promotion manager for the 
Charlotte, N. C. “Observer,” and a pro- 
motion writer for the old New York 
Sun. 


GENERAL OF AMERICA GAINS 


Premium Volume of $102,560,000 Repre- 
sents Increase of 14.6%; Total Assets 
Reach $190,000,000 

Dollar premiums volume of the Gen- 
eral America Group exceeded $100,000- 
000 for the first time in history in 1955, 
W. L. Campbell, president of the Gen- 
eral America Corporation told the nu- 
merous stockholders at the annual meet- 
ing at Seattle, Wash. 

Volume amounted to $102,560,000, an 
increase of 14.6%. This is more than 
twice the volume of seven years ago. 
Although net profits were not as large 
in 1955 as in 1954, they were the second 
largest in the corporation’s history. The 
1955 net amounted to $7,159,866, equal to 
$15.12 a share, compared with share 
earnings of $17.95 in 1954 and $12.34 in 











1953. The corporation has 1,509 stock- 
holders compared with 1,221 at end 1954. 

Total assets of the corporation amount 
ed to $189,766,053 at the end of the year, 
reflecting an increase of $15,035,250. 
Safeco Insurance Co. of America con- 
tinued its growth and in its second full 
year of operation wrote total premiums 
of $12,521,000, more than twice the pre 
vious year’s volume. 





OHIO FARMERS SPECIAL 
The Ohio Farmers Companies have 
named David A. Black as special agent 
for Philadelphia office. He has pre 
viously been a member of the under- 
writing staff and will travel easter 
Pennsylvania and Delaware. 
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FIC Sets Timetable for Action on 


Rules to Govern A. & S. Advertising 


Industry and NAIC Representatives at Washington Confer- 
ence Promised by Lowell Mason That Full Report Will Be 
Ready March 14; Public Hearing Set for April 18 


By ArtHur E. O*LEARy 


Washington, D. C., Feb. 8—A time- 
table for action on the formulation of 
a code of standards by the Federal 
Trade Commission to govern the adver- 
tising of accident and sickness _poli- 
cies was set down at the Willard Hotel 
here today by FTC Commissioner Low- 
ell B. Mason, chairman of the Fair 
Trade Practice Conference between the 
FTC and the insurance industry. He 
called upon the more than 350 industry 
representatives present to give their 
expert advice and opinion. 

Among those present at the confer- 
ence representing the National Asso- 
ciation of Insurance Commissioners were 
Thomas R. Pansing, Nebraska; Julius 
S. Wikler, New York, representing 
Superintendent Leffert Holz; Donald 
Knowlton, New Hampshire; Cyril C. 
Sheehan, Minnesota; T. J. Gillooly, 
West Virginia; Harvey G. Combs, 
Arkansas; Ford S. Taft, Wyoming; 
George F. Mahoney, Maine; Wade O. 
Martin, Louisiana, and William J. 
Davey, Indiana. Also on hand were 
industry advisory committee members to 
the NAIC subcommittee on Interpreta- 
tion of the Uniform A. & S. Rules 
adopted by the state Commissioners. 

Revealing his “around-the-clock” sched- 
ule, Commissioner Mason, who alls 
himself the “dean” of the FTC because 
of his long experience with trade prac- 
tice conferences, declared that 48 hours 
after the transcript of the present pro- 
ceedings are received a conference will 
be held at an appointed place. Present 
will be the FTC committee consisting 
of General Counsel Representative Rob- 
ett Wall, Trial Counsel Representative 
Frank Mayer, Colonel Jesse Radner, 
Commission Attorney Robert’ Sills, 
Charles Grandv, Paul Kameron, Lynn 
Hubler and Barney Watson’ who’ is 
responsible for the physical management 
of the report. All desks will move to- 
gether to assure expeditiousness, ac- 
cording to Mr. Mason. 

Full Report on Rules by March 14 

On March 14, Mr. Mason expects to 
have the full report on the advertising 
tules accompanied by the FTC staff 
Opinion as to their agreement or dis- 
agreement with them. He will~present 
the report to the Federal Trade Com- 
mission on March 15 and four days later 
the proposed advertising rules will be 
in the possession of the affected seg- 
ments of the insurance industry. 

Commissioner Mason has set April 18 
for a public hearing to be held at the 
ederal Trade Commission in Washing- 
ton to hear any industry objections to 
the proposed standards of ethical ad- 
vertising conduct. 

foday’s activities were devoted in the 
main to a reading into the record of 
the advertising: code which has ‘been 
adopted by the NAIC and: which 30 
States -have either taken action’ on or 
are'in the process of considering. 

The NAIC 17-section uniform rules 
Were read by a delegation of industry 
Fepresentatives consisting of Commis- 
‘toner Pansing, John Hanna of Health 

Accident Conference; D. S. Mc- 
ienushton, The Prudential; Jarvis Far- 
Follir assachusetts Indemnity; J. F. 
Olmann, Jr., of Bureau of A.-& H. 


Underwriters; Commissioner Gillooly; 
A. C. Leslie, Blue Cross Commission, 
and Julius Wikler of the New York 
Department. Objections to some of the 
code sections were voiced by industrv 
men but by and large the reading, at 
Mr. Mason’s_ insistence, progressed 
sneedily and with not too much oppo- 
sition. 
Gwynne Extends Welcome 

This morning the industry represen- 
tatives were given official welcome to 
the meeting by FTC Chairman John W. 
Gwynne. He pointed out that the duties 
of the FTC in the A. & H. field are 
expressly limited by Public Law 15 
which states that certain laws “shall be 
applicable to the business of insurance 
to the extent that such business is not 
regulated bv state law. In discharging 
our responsibilities, Chairman Gwynne 
stated, it is our desire to cooperate 
closelv with others who also have re- 
snonsibilities.” In this regard he praised 
the work of the Insurance Commission- 
ers and in particular that of Nebraska 
Director of Insurance Pansing. 

As the Trade Practice Conference 
chairman, Lowell Mason gave industry 
men the ground rules for the meeting. 
He made it clear that the FTC was not 
for the purpose of trying the 41 insur- 
ance companies cited by the FTC nor 
to censure the commission itself. He 
maintained the meeting did not add to 
nor take away from FTC power on the 
question of jurisdiction. 

This is not an arbitration proceeding, 
Mr. Mason declared. “Our problem 
here,” he emphasized, “is to evolve a 
set of rules which in themselves are 
not the law but which the FTC be- 
lieves the law to be.” 

Adopts New Conference Technique 

Along this line, the FTC adopted a 
new technique for this particular con- 
ference. Where formerly the commission 
counsel usually conducted such meetings, 
Mr. Mason took the reins himself. He 
intends to preside over the various con- 
ferences that will be necessary to evolve 
a set of FTC advertising rules for acci- 
dent and sickness insurance. 

At a press conference called by Mr. 
Mason directlv after today’s session, he 
praised the “stick-to-itiveness” of Thomas 
Pansing in bringing about the close co- 
operation of the insurance industry and 
FTC evidenced at the preceding meet- 
ing. Tomorrow’s agenda, which con- 
cludes the conference, will take up the 
enforcement procedures suggested for 
the NAIC advertising rules. At that 
time Mr. Mason avows that the sug- 
gestion of possible additional rules or 
other pertinent matters to be offered 
by the industry will be heard. 

‘Chase Smith in Accident Enroute 
‘As a sidelight on this meeting, Chase 
M. Smith, Kemper Companies’ general 
counsel, was involved in a train accident 
enroute which delayed his arrival. Trav- 
eling on the B. & O,, his train hit a 
rock slide 30 miles east of Pittsburgh, 
careened along a river bank and came 
to a stop on its side. Mr. Smith was 
in a lower berth in the last car. He 
found himself jammed against broken 
windows which then were his floor, with 
the occupant of the opposite berth, 





need for young man 





Major Medical Expense Opportunity * * 


A large multiple line company in New York, planning to 
enter the Group major medical expense field, has immediate 
ualified to manage this new depart- 
ment. Good salary to the right man. Some traveling required 
in eastern territory. Replies will be held in strictest confi- 
dence. Address Box 2378, The Eastern Underwriter, 93 
Nassau Street, New York 38, N. Y. 








O’Connor Vigilant on 
Cash Sickness Bills 


MAKES REPORT AT N. Y..MEET 





Attention of Ins. Economics Society 
Called to 1955 S.S. Bill and Senate 
2753 in D. of C.; McCord Presides 





The Insurance Economics Society of 
America, membership of which is now 
101 companies, held its executive com- 
mittee luncheon meeting at Hotel Bilt- 
more, New York, on February 7, at 
which E. A. McCord, president of Illi- 
nois Mutual Casualty, presided in his 
capacity as head of the society. Of chief 
interest at this meeting was the report 
by Edward H. O’Connor, managing di- 
rector, who gave a picture of legislative 
trends from both the Federal and state 
levels. 

Mr. O’Connor directed attention to 
two important bills pending in Congress 
—H.R. 7225 containing the Social Se- 
curitv amendments of 1955 and §S 2753 
which would set up a plan of non- 
occupational accident and sickness cov- 
erage for working people in the District 
of Columbia. He said that A. & H. 
pgople object to the total and permanent 
disabilitv provision of H.R. 7225. When 
he testifies February 14 at the Wash- 
ington hearing on the bill he will oppose 
this provision as well as the reduction 
of the female retirement age to 62. Mr. 
O’Connor will be one of a number of 
insurance men who will give testimony 
for three days starting February 14. 

Mr. O’Connor referred to the D. of C. 
cash sickness bill as somewhat of the 
New York type which, if it becomes 
law, will be used as a model for intro- 
duction in other states throughout the 
country. Recommended by the U. S. 
Department of Labor, its sponsors are 
Seffaters Ives and Case. The chances 
are that no action on this measure will 
be taken at this session of Congress, 
said Mr. O’Connor. 

He felt that the President’s plan for 
Federal health reinsurance is dormant, 
but urged the society’s executives to be 
on the alert for.recommendations as an 
outcome of the President’s recent health 
message. 

Four Cash Sickness Bills in Mass. 

At the state level Mr. O’Connor called 
attention to four compulsory cash sick- 
ness bills already introduced in Massa- 
chusetts and for the eighth consecutive 
year. Last year cash sickness legislation 
was defeated in that state, However, 
this year a new idea has been injected 
which is to set up a state authority to 
administer the act. The tax theory has 
been abandoned in favor of an actuarial 
approach. The plan would be _ non- 
contributory, and the state authority 
would have the right to reinsure with 
insurance companies. 

The speaker then noted that Governor 
Williams of Michigan is again urging 
enactment of a cash sickness measure 
and a California type bill has been in- 
troduced. Arizona and Louisiana legisla- 
tors may possibly introduce C. S. bills. 

In New York and New Tersey bills 
have already been introduced calling for 
changes in existing plans. One New 
York bill would increase the benefit pe- 
riod from 13 to 26 weeks. 

No cash sickness laws have been en- 
acted since the defeat some years back 





along with baggage, seat cushions, etc., 
on top of him. He managed to work 
his way out of the car along with others 
within half an hour. “-~ - 


Taking Steps to Wind 
Up H. & A. Conference 


CANCEL MAY ANNUAL MEETING 








Vote To Be Taken by Mail on Dissolu- 
tion of Organization; Will Coincide 
With HIAA Activation 





Steps were taken at the executive 
committee meeting of the Health & Ac- 
cident Underwriters Conference this 
week at Hotel Biltmore, New York, to 
arrange for the dissolution of the or- 
ganization to coincide with the date the 
Health Insurance Association of Amer- 
ica is activated. 

The vote for dissolution of the Con- 
ference will be submitted to the mem- 
bers by a mail vote in the near future 
as provided for in the constitution and 
by-laws. The committee considered that 
calling a special meeting for such action 
would be “unnecessary and expensive to 
the members.” 

Because of the announced organiza- 
tional meeting of the HIAA, set for 
April 12-13 in Cincinnati, the Confer- 
ence executive committee canceled plans 
for its annual meeting which was sched- 
uled for Boston in May. 

A subcommittee of the executive com- 
mittee as provided for in the constitu- 
tion and by-laws was authorized to han- 
dle termination of the affairs of the 
Conference so that distribution of assets 
will be on an equitable basis to present 
active members of the Conference. 
Named to the subcommittee are E. H. 
Hellgren, Lumbermens Mutual Casu- 
alty, chairman; Jay Higden, Business 
Men’s Assurance; Joseph W. Scherr, 
Jr., Inter-Ocean, and ex officio, Ray 
Wetterlund, Washington National, and 
George H. Hipp, Employers Mutual Lia- 
bility of Wausau. 

All furniture and supplies owned by 
the Conference will be appraised by an 
outside organization and sold to the 
Health Insurance Association ,of Amer- 
ica. After all financial matters have 
been completed, the remaining cash will 
be paid on a pro rata basis to active 
Conference members in proportion to 
the amount of dues for the current Con- 
ference fiscal year. 





of the plan: by the voters of the State 
of Washington. Last year 23 bills and 
resolutions in 11 states and Territory of 
Hawaii were defeated, Mr. O’Connor 
said, and since 1949 a total of 150 meas- 
ures of this type have been killed. 
McCord in Tribute to O’Connor 
President McCord expressed the so- 
ciety’s appreciation to Mr. O’Connor for 
his vigilance and said that it is one 
of the chief reasons why member com- 
panies of the society have been success- 
ful in preventing spread of cash sick- 
ness legislation at the state level. He 
also commended Orville F. Grahame, 
Massachusetts Protective, immediate 
past president of the society, for his 
work in preparing a new constitution 
and by-laws. Mr. McCord also made 
plea for membership increase in the 
society. “We need more strength now 
than ever before,” he emphasized. 
Under the new constitution a planning 
and finance committee was authorized 
and Mr. McCord named the following 
as its members: Orville Grahame, Travis 
Wallace, Great American Reserve; 
James E. Powell, Provident Life & Acci- 
dent, and J. E. Hellgren, Lumbermens 
Mutual Casualty. Mr. McCord is its 
chairman. This committee has accepted 
the 1955 financial report of the society, 
showing a healthy state of affairs; ~ 
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Combs Predicts New 
Day for Contractors 


WITH ELIMINATION OF UNFIT 





Addresses West Virginia General Con- 
tractors; Stresses There Is No Need 
for Foolhardy Competition 





Declaring that for the capable con- 
tractor, there is no cloud on the con- 
tracting horizon, Hugh D. Combs, senior 
executive vice president, United States 
Fidelity & Guaranty Co., told the Janu- 
ary 27 meeting of the Associated Gen- 
eral Contractors of West Virginia at 





HUGH D. COMBS 


Charleston that the elimination of the 
unfit should before very long make for 
a better “new day” for those contractors 
with ability and proper capacity to se- 
cure a proper price for their services. 

“There is no need for destructive and 
foolhardy competition,” he counseled. 
The speaker pointed out that predictions 
for 1956 are that there will be over 
$42,000,000 in new construction and $15,- 
000,000 spent in the maintenance and re- 
pair of existing facilities. “In addition, 
the Federal Government,” he said, “will 
spend close to a billion dollars on over- 
seas work, and again, President Eisen- 
hower’s road building program contem- 
plates an expenditure of $35 billion. 
Thousands of schools must be con- 
structed to take care of our increasing 
birth rate of over 3,000,000 children a 
year. With payrolls at their peak, 
hundreds of thousands will want to im- 
prove their living conditions, mortgage 
money rates will ease, and residence 
construction will prosper. 


Bond Restrictions 


“Just as it is difficult today for the 
habitually careless auto driver to secure 
insurance, so it may be difficult for the 
careless, incompetent or insufficiently- 
financed contractor to secure a bond,” 
Mr. Combs went on. “The best stock 
companies have recently reduced bond 
prices so much that there is very little 
margin for error in the underwriting of 
their risks. It will become increasingly 
difficult in the future for the inexperi- 
enced contractor—or one with insuffi- 
cient finances for the job he wishes to 
undertake—to secure a bond from a 
reputable and financially sound bonding 
company. The ‘would-be’ contractor who 
misrepresents his capacity, his equip- 
ment, or his financial standing will, if 
he is rejected by one company, in the 
future perhaps have a difficult time con- 
vincing another bonding company that 
they should back his judgment, ability, 
and honesty with their financial guar- 
antee.” 

Earlier in his address, Mr. Combs 
touched on some of the causes of failure 
in the construction business. He noted 


that in recent years a great many young 
men, insufficiently trained for the jobs 


\ 


they have bid, have undertaken to per- 
form contracts far beyond their capacity 
to finance and without sufficient trained 
personnel to bolster their own limited 
capacity. He cautioned that a young 
contractor, before risking his own money 
and perhaps that of the bonding com- 
pany, should be sure that he possesses 
the attributes of the administrator, so 
essential in the handling of large and 
important work. 


Cites Recent Case 


“Of course, not all the young men 
who go into it are unsuccessful in the 
contracting business,” he continued. 
“We know of a recent case in which the 
misplacement of a decimal point, which 
was not caught in checking estimates, 
made a difference of $200,000 in the bid. 
Then, again, there are some large con- 
tractors who conjure up specters of com- 
petition more imaginary than real. 
Sometimes they attribute a bid without 
a profit factor to a desire to keep the 
organization together; but, in submitting 
a bid known to be at or below cost, fre- 
quently they become the low bidder by 
a ridiculously wide margin. Just re- 
cently, we have observed a bidder $83,000 
below the next highest bidder on a 
$233,000 job; another, $128,000 low on a 
$695,000 job. Would it not be better for 
the contractor who deliberately under- 
bids and faces certain loss, to make 
some other arrangement for holding his 
organization together ?” 

Bonding companies are just like 
everyone else, they do not like to lose 
too much money, explained Mr. Combs. 
“They are particularly unhappy when 
a contractor fails and they find that he 
has acted without wisdom, or that his 
actions may even have been a little on 
the shady side. Fortunately, in the great 
number of contractors’ bonds there are 
very few cases which show evidence of 
dishonesty. Bonding companies realize 
full well that there will always be un- 
foreseen contingencies which make for 
loss, for that is inherent in the very 
nature of the contracting business. 

“A good bonding company is very 
sympathetic toward the honest con- 
tractor who has met with adversity. It 
is in the company’s long-range interest 
to keep the contractor in business, for, 
otherwise, it would lose a customer, and 
contractors are considered good cus- 
tomers.” 


Kuhrts and Peeler Elected 


Directors of Founders 

Jack G. Kuhrts and Joseph D. Peeler 
have been elected to the board of di- 
rectors of the Founders’ Insurance Co., 
Las Angeles, Calif. 

Mr. Kuhrts is a native of Los Angeles, 
graduated from the University of South- 
ern California, and entered the insurance 
business in 1928. He now is the senior 
partner in the insurance firm of Miller, 
Kuhrts & Cox. He served four years 
in the U. S. Navy during World War II 
and was discharged with the rank of 
lieutenant commander. 

Mr. Peeler, a native of Alabama, 
graduated from the University of Ala- 
bama and Harvard Law School. Fol- 
lowing his discharge from the Air Force 
at the close of World War I, he moved 
to Los Angeles and began the practice 
of law. He now is a member of the law 
firm of Musick, Peeler & Garrett. He is 
a director of the Tidewater Associated 
Oil Co.; Blue Diamond Corp.; Cypress 
Mines Corp. and Cass & Johansing, 
leading general agents. He also served 
as a lieutenant-colonel in the Air Force 
during World War II. 








LIBEL AND SLANDER COVERAGE 
O’Brien & O’Brien, Inc., through its 
Direct Service Corp. which specializes in 
unique and unusual risks, have recently 
effected coverage for one of the World’s 
foremost radio and television commen- 
tators for a sum in excess of $1,000,000 
against the perils of libel and slander 
In doing so both domestic markets and 
foreign reinsurers were involved. Ray- 
mond D. O’Brien, president of Direct 
Service Corp., has returned from visiting 
Latin American insurance companies. 


C. & S. Association Favors 


Road Improvement Plan 


The Association of Casualty & Surety 
Companies, public service organization 
of 133 capital stock casualty insurance 
companies, has endorsed Congressional 
enactment of a sound national road 
building and improvement program. 

The association, following unanimously 
favorable action by its executive com- 
mittee, made this announcement Febru- 
ary 2 as members of Congress were con- 
sidering enactment of legislation pro- 
viding for a 40,000-mile national system 
of interstate highways. It was made 
clear that the association took no posi- 
tion with respect to the manner of 
financing the road improvement plan. 

Thomas N. Boate, manager of the 
association’s accident prevention depart- 
ment, said: “We have long recognized 
that the rapid expansion of highway 
travel in the United States is creating 
an urgent need for equally rapid de- 
velopment of the nation’s highway sys- 
tem to handle increasing traffic. We also 
strongly believe in the application of 
the best principles of both highway and 
traffic engineering in modernizing our 
highways, which should relieve the prob- 
lem of present rural and urban traffic 


congestion. 
“However, experience has shown that 
while engineering can facilitate the 


movement of traffic, it does not auto- 
matically reduce accidents because en- 
gineering alone does not make better 
drivers. 

“If modern roads are to attain their 
full accident reduction potentials, there- 
fore, they must be accompanied by an 
equally high degree of regulation, con- 
trol and education of the drivers who 
use them.” 





EARL H. BROOKS DIES AT 73 


New Amsterdam Casualty V.P. With 

Company Since 1914; in Charge of 

N. Y. Office Since 1929 

Earl H. Brooks, vice president, di- 
rector and member of the advisory 
board of the New Amsterdam Casualty, 
died on February 2 in the Nassau Hos- 
pital at Mineola, L. I., after an illness of 
two months. He was 73 years of age. 

A native of Baltimore, Mr. Brooks 
started his career with the Fidelity & 
Deposit in 1904. He joined the New 
Amsterdam Casualty in 1914 as manager 
of its judicial and depository depart- 
ments in Baltimore and was elected a 
vice president in 1916. In 1929 he was 
placed in charge of the New York office 
of the company which position he held 
at the time of his death. Mr. Brooks, 
widely known, was recognized as an 
authority in his field. 

He was a member of Marble Colle- 
giate Church of New York City, a 32nd 
Degree Mason, Scottish Rite and a 
member of Mystic Circle Lodge No. 109, 
A. F. & A. M., Knights Templar, Boumi 
Temple, A.A.O.N.M.S., as well as the 
One Hundred Club of Boumi Temple, 
Baltimore. He was also a member of 
the Drug and Chemical Club and the 
Bankers’ Club of New York City. 

Mr. Brooks is survived by his widow, 
Mrs. Jessie M. Brooks of Great Neck, 
L. I., and a sister, Mrs. Mattias L. Dai- 
ger of Baltimore. 








Stone Elected Head of 
N. Y. Mutual Casualty Cos. 


The Association of New York State 
Mutual Casualty Companies held the 
annual meeting of members and annual 
meeting of the governing committee at 
the office of the association on January 
27. The following officers were elected 
to serve for the ensuing year: 

President—George J. Stone; vice 
president—Edwin A. Cook; general 
manager—Michael J. Murphy; secretary- 
treasurer—Emma C. Maycrink. 

Two member companies were elected 
to the governing committee for terms 
expiring in 1959. They are: Security Mu- 
tual Liability and Utilities Mutual. 


J. R. English Dies 
After a Long Illness 


POPULAR BONDING EXECUTIVE 





With Great American Ind. Since 194] jy 
N. Y.; Started With F. & D.; Vin. 
cent Cullen Pays Tribute 





John Robert English, Great American 
Indemnity, who was one of the: best 
known bonding executives in the New 
York area, died February 4 at his home 
in Plainfield, N. J., after a long illness 
He was a popular figure in the business 
and had a wide acquaintance among 
both company men and producers. 

Funeral services were held on Tues- 
day and Mr. English was buried at 
Restlands Cemetery near Plainfield. He 
is survived by his wife. 

A native of Maryland, Mr. English’s 
bonding career started with the Fidelity 
& Deposit as a special agent. This fol- 
lowed his graduation from Georgetown 
University Law School. He served in 
the U. S. Army during World War I as 
a sergeant and thereafter joined the 
Jersey City agency of Schenck & 
Schenck, Inc., as head of its fidelity- 
surety department. 


Named Standard Surety V.P. in 1928 


His next post was with the Metro- 
politan Casaulty where he had charge 
of bonding operations in its New York 
branch office. From there he joined the 
Standard Surety & Casualty when that 
company was formed in 1928. Mr. Eng- 
lish was elected vice president in charge 
of the fidelity and surety department, 

About 1941 he became associated with 
the Great American Indemnity in charge 
of a special department in its home 
office for development of fidelity-surety 
lines in New York, and this post he held 
until his death. 

One of his oldest friends, Vincent Cul- 
len, president of Treaty Management 
Corp., New York, paid tribute this week 
to Mr. English’s all-around knowledge 
of the bonding business and _ said: 
“Bob English will not soon be for- 
gotten. He had a winning personality, 
a sense of humor under all circum- 
stances, a keen ‘nose for news,’ and 
never forgot a friend. He will be missed 
in our industry.” 





LELAND MANN TO RETIRE 


Aetna C. & S. Los Angeles Office Man- 
ager To Leave Company March 1; 
D. J. Johnson His Successor 

Leland Mann, manager of the Los 
Angeles office of the Aetna Casualty & 
Surety, in response to his request, has 
been granted retirement as of March 1 
of this year. 

His retirement will bring to a close 
42 years of service with the Aetna, and 
takes from the ranks of local managers 
one of the oldest, in point of service, 
managers in Southern California. 

Graduating from Stanford University 
in 1911, he was admitted to the Cali- 
fornia state bar in 1914, and spent one 
year in the practice of law in San Fran- 
cisco. 

His entire career has been with the 
Aetna, starting as an adjuster in the 
San Francisco office, then as claims man- 
ager, and finally to the position from 
which he now is retiring. Under his 
supervision the Los Angeles office has 
grown to be one of the company’s most 
important branches. 

Donald M. Johnson, superintendent 
of the agency department in the Los 
Angeles office has been named managef 
as successor to Mr. Mann. He gradu- 
ated from the University of California 
and spent four years in military service. 
He joined Aetna following his release 
from service, completed training at the 
home office was assigned to the l 
Angeles office as field representativé 
and was promoted to superintendent, 
agency department, January 1, 1950 

Mr. Mann was a member of, and for 
a term, president of the Casualty Insut- 
ance Association of Southern California 
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A helpful presentation of the insur- 
ance needs of municipalities was made 
to the municipal law section of New 
York State Bar Association at its an- 
nal meeting recently by Raymond 
NX. Caverly and Erwin H. Luecke, vice 
presidents of the America Fore Group 
insurance companies. Mr. Caverly made 
the opening remarks by way of intro- 
ducing Mr. Luecke. : 

The point was emphasized by Mr. 
Luecke at the outset that proper insur- 
ance protection is a vitally important 
need of all municipalities. He hit the 
highspots on such major lines as fire, 
honds for public officials, workmen’s 
liability, automobile B.I. 


ompensation, ; : 

ww PD. liability, boiler and machinery 
and burglary and robbery. He then 
recommended : 


“Ror more exhaustive treatment -of 
any coverage, even of your entire insur- 
ance program, we feel sure that compe- 
tent agents in your own communities 
sand ready and anxious to provide ca- 
pable and detailed advice and guidance. 
As a matter of fact, it may be appro- 
priate to observe that public bodies fre- 
quently call in the local board of agents 
association to work with the municipal 
oficers in preparing a sound, well- 
halanced program of insurance protec- 
tion.” 

Fire Insurance Suggestions 


In dealing with insurance on buildings 
and other property against fire hazards 
and other perils which come under the 










extended coverage endorsement, _ Mr. 
Luecke stressed the importance of hav- 
ing all policies concurrent as to name 
of insured. He suggested that the agent 
can and usually should design a form 
to be attached to any and all policies 
reciting the amount of insurance apply- 
ing-to. each building on a “schedule 
basis” with the total amount of all 
coverage then placed. “In other words,” 
said the speaker, “it is frequently ad- 
visable to arrange for several insurance 
companies to write ‘policies proportion- 
ately as to amount on all properties in 
preference to placing one or more poli- 
cies. 


All Municipal Employes Should Be 
Bonded 


Mr. Luecke considered bonds as an- 
other important area in the field of 
municipal protection and said: “Most of 
you are probably called upon to approve 
the statutory bonds required of certain 
elected and appointed officials. How- 
ever, we cannot urge too strongly that 
serious consideration be accorded the 
bonding of all municipal employes on a 
form described as the public employes’ 
blanket bond. This bond, he explained, 
can be written either on the ‘honesty’ 


5 form or on the ‘faithful performance of 


duty’ form. In this connection,” he said: 
Almost without exception, officials 
Who are required by statute to file 
qualifying bonds must provide the 
broader, ‘faithful performance’ type of 
ond and, in fairness to them, bonds of 
their subordinates should grant coverage 
of equal scope. .. . Blanket bonds can 
tither be purchased applying to all em- 
ployes of a municipality or for only a 
section thereof, such as the employes 
of a county treasurer, for example.” 
. However, Mr. Luecke advocated that 
'n_ all possible circumstances, bonds 
should cover all employes of the munici- 
ality to guard against gaps in coverage 
and against possible overlaps. As an 
= and important reason, he said 
Hat “premium charges are lower as the 
number of bonded employes is increased. 


Workmen’s Comp. Observations 


inf fering to workmen’s compensation 
Pg for municipalities, the speaker 
ee € two observations : (1) “Premiums 
i a by applying a rate to pay- 

‘of employes. If your municipality 


£, H. Luecke, America Fore, Points to 
Insurance Needed by Municipalities 


has work performed for it by contrac- 
tors you should carefully arrange for a 
‘certificate of insurance’ from any such 
contractors. This will guard against a 
possibility that the company insuring 
the compensation exposures will include 
payroll for employes of such contractors. 

(2) “The municipality will be well ad- 
vised to select a carrier for workmen’s 
compensation exposure which you are 
convinced has a capable organization for 
the prompt, efficient handling of claims 
and, of even more importance, which 
maintains a competent staff of safety 
engineers. .. .” 

As to liability insurance, the speaker 
recommended that full consideration be 
given by the municipality to carrfing 
insurance against liability for personal 
injuries and death resulting from opera- 
tions, and from the oneration or use of 
buildings, elevators, all other properties 
and parks. As extras, he mentioned 
swimming pools and sports liability for 
municipal athletic teams; streets and 
sidewalks, parking areas. bridges, hos- 
pitals and clinics (including malpractice 
insurance for doctors, nurses, dentists 
and pharmacists) and coverage for con- 
struction of new or remodeling of ex- 
isting structures. 


Auto B.I. and P.D. Liability 


Auto B.I. and P.D. liability insurance 
with adequate limits was urged for all 
automotive equipment of a municipality. 
“Fleet policies are advisable as they 
provide numerous benefits,” Mr. Luecke 
said. He also would not overlook the 
general category of non-owned automo- 
biles, particularly hired cars or trucks 
and automobiles owned and operated by 
municipal employes. Furthernfore, he 
advised that all liability policies be en- 
dorsed where applicable to eliminate use 
by the insurance company of the defense 
of governmental immunity. 

Mr. Luecke’s further recommendations 
were (1) that municipalities should buy 
broad form money and securities insur- 
ance to cover for loss of money and 
securities from the premises “and 
caused by actual destruction, disappear- 
ance or wrongful abstraction thereof, or 
by a robbery or burglarious entry of the 
premises, or attempts thereat”; (2) 
boiler and machinery insurance which is 
needed where boilers, tanks or other 
pressure vessels and machinery are op- 
erated. “Here, the counsel of informed 
insurance agents will be of inestimable 
value for blending boiler and machinery 
coverage into your over-all program, 
particularly with respect to provisions 
of extended coverage and fire insurance 
carried,” he said. 





Government Employees Co. 


Declares 742% Dividend 
Government Employees Insurance Co. 
has declared a stock dividend of 714% 
totaling 44,550 shares. This is payable 
‘February 28 to stockholders of record 
February 15, 

This dividend is intended to capitalize 
approximately the amount of the undis- 
tributed portion of earnings for 1955. 
Such earnings are provisionally estimated 
to be about $3,400,000, or $5.74 per share. 

Cash dividends totaled $1.10 per share, 
leaving undistributed earnings of about 
$4.64, or approximately $2,750,000. Of 
this amount, $178,200 will be transferred 
from surplus to capital representing the 
par value of the new shares issued. The 
current market value of the stock divi- 
dend, properly adjusted, is approximately 
equal to the undistributed earnings for 
the year, according to President Leo 
Goodwin. 


NEW MANAGERIAL CHANGES 


Travelers Promotes Gaskill to Provi- 
dence Manager; Kane Transferred to 
St. Louis; Whiteley on Leave 

Charles L. Gaskill, who has been a 
training assistant in the life, accident, 
and health agency department of the 
Travelers, Hartford, Conn, has been 
promoted and appointed manager at the 
Providence branch office. Cyril J. Kane, 
who has been manager at the Providence 
office, has been transferred to the St. 
Louis, Mo., office in the same capacity 
to replace manager Clyde Whiteley, 
who has been granted a leave of ab- 
sence, upon the advice of his physician. 

Mr. Gaskill joined the Travelers in 
1950 as a field supervisor at the Empire 
State, New York City office. In 1953, he 
was promoted and appointed assistant 
manager there and in 1955 was trans- 
ferred to the home office as a member 
of the training, sales research and pro- 
motion division. 

A native of Merchantville, N. J., he 
was graduated from Amherst College 
where he received his B.A. degree from 
Brown University with an M.S. degree. 
He is a veteran of three years’ service 
with the U. S. Air Force in World War 
II. Prior to joining the company, Mr. 
Gaskill was associated with the Prophy- 
lactic Brush Co., Florence, Mass. 

Mr. Kane became associated with the 
Travelers in 1943 as a_ field supervisor 
at_ the Empire State, New York City, 
office and was promoted and appointed 
assistant manager there in 1945. In 1950, 
he became manager at Providence. 
Prior to his affiliation with the com- 
pany, he was branch manager for the 
rie Finance Co. New Rochelle, 





Mr. Whiteley joined the Travelers as 
field supervisor at Oklahoma City in 
1929 and served in a similar capacity in 
Milwaukee. He was promoted and ap- 
pointed assistant manager at Milwaukee 
in 1934 and in 1940 moved to Bridgeport, 
Conn., as manager. He was transferred 
to the Forty-second Street, New York 
office in 1945 and moved to the John 
Street office in 1947, In 1953, he became 
manager at St. Louis. 

Prior to joining the company, Mr. 
Whiteley was a high school principal in 
Bristow, Okla. He received his master’s 
degree from the university of Oklahoma. 





ACCIDENT PREVENTION MANUAL 


National Safety Council Publishes Ex- 
panded Edition; Information on 
Comprehensive Safety Program 
The National Safety Council has pub- 
lished a new and greatly expanded edi- 
tion of its accident prevention manual 

for industrial operations. 

Designed as the basic test for the 
safety man’s shelf, this third edition of 
the manual includes all the information 
needed to organize a comprehensive safe- 
ty program and keep it going. In 
addition there are many informative 
chapters covering the specific types of 
hazards found in most industrial opera- 
tions. 

The manual is a 1,34l-page encyclo- 
pedia of safety that entailed more than 
three years of research, writing and re- 
vision by Council engineers and other 
safety specialists from industry, Govern- 
ment and other groups. With data on 
every aspect of industrial accident pre- 
vention, the new edition contains 43 
sections—17 of them completely new 
and the others extensively revised and 
brought up to date. 

The manual tells how to set up safety 
committees, maintain interest in accident 
prevention activities and develop favor- 
able publicity and public relations. There 
are chapters on accident records and 
injury rates, accident investigation and 
costs and workmen’s compensation in- 
surance. There is technical information 
on subjects such as pressure vessels, 
handling materials, conveyors, machine 
tools, welding, portable power tools, elec- 
trical hazards, flammable liquids and 
many others. 





Allstate Sponsors Tour 
For Driver Education 


CO. MARKS 25TH YEAR APRIL 17 
Miss Florence Gallagher Presently on 
10,500 Mile Tour of Allstate 
Branch Cities 





Miss Florence Gallagher, a 22-year-old 
Chicagoan who holds the title of Miss 
Chicago, will travel 10,500 miles in the 
next few weeks for Allstate Insurance 
Co. to publicize the value of high school 





Florence Gallagher (in car) with 
Calvin Fentress, Allstate president. | 


driver training in developing safe driv- 
ing attitudes and techniques among 
young drivers. 

Miss Gallagher will visit all of All- 
state’s branch cities in the U. S. and 
Canada, speaking on high school driver 
training as a feature of the company’s 
25th anniversary celebration. Operating 
on a tight travel schedule, she will visit 
the company’s 27 regional offices in 18 
states and two Canadian provinces in a 
period of seven weeks. 


Certificates of Commendation 


In each city, the young lady will meet 
with civic and educational groups to 
present, in the name of Allstate, certifi- 
cates of commendation to those leaders 
who have been active in traffic safety 
and in support of high school driver 
training. Press, radio, and TV _ inter- 
views have been scheduled on each of 
her stops, and Miss Gallagher will pre- 
sent her message on young driver train- 
ing to the general public through these 
media. 

At the company’s branch offices, Miss 
Gallagher will convey an invitation to 
Allstate personnel chosen in regional 
contests to attend the company’s silver 
jubilee banquet to be held in that city 
on April 17. 

The banquet, which will climax a full 
year of Silver Jubilee observance, will 
be attended by representative groups of 
Allstate employes from each branch 
office. Those employes selected to rep- 
resent the branch offices will spend two 
days in Chicago as guests of the com- 
pany. Theme of the Jubilee year has 
been “Leadership through Service,” and 
a series of contests based on this theme 
have kept it before company personnel. 





L. G. MORRIS OMAHA AUDITOR 

The St. Paul- Mercury Indemnity has 
appointed Leonard G. Morris as auditor, 
with headquarters in the Omaha office. 
He will assist William Koll and Duane 
Wendle in servicing the company’s east- 
ern Nebraska and western Iowa agents. 





TO PAY HALF OF HEALTH PLAN 

Prime Minister St. Laurent told the 
Canadian Parliament that his govern- 
ment is ready now to bear half the cost 
of a national health insurance program 
for all Canadians. 
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Major Medical Talk by Whittaker 
Sets Tone For 3-Day Deliberations 


By Wattace L. Ciapp 


Directing industry attention to some of 
the major problems in the Group A. & 
H. field, a three-day program of impell- 
ing interest was unfolded in New York 
City this week by the Bureau of Acci- 
dent & Health Underwriters and the 
Health & Accident Underwriters Confer- 
ence. In attendance were 400 representa- 
tives of over 100 companies in this field. 
They were treated to addresses on 21 
topics which ranged from overinsurance 
and major medical expense trends to the 
role of the new Health Insurance Associ- 
ation of America and implications for 
Group coverage in the recently concluded 


UAW-CIO- guaranteed annual wage 
contract. 
First speaker on the program was 


Edmund B. Whittaker of The Prudential 
who was introduced by George E. Light 
of the Travelers, chairman of the 
Bureau’s Group and statutory disability 
committee. Mr. Whittaker, who spoke on 
“Group A. & H. Insurance, its History 
and My Philosophy on the Subject,” gave 
particular attention to major medical 
insurance. His address set the tone of the 
meeting. He was followed by Donald 
Cody of the New York Life, who sub- 
mitted recommendations of the Bureau’s 
subcommittee on overinsurance and in 
so doing sounded a note of warning on 
the possible danger of overinsurance to 
the future stability of the business. Mr. 
Cody’s findings are presented on another 
page. 

Rounding out the first morning’s 
agenda, Robert R. Neal, resident Wash- 
ington counsel of the Bureau and Con- 
ference, in his “Report on Washington” 
reviewed the first session of the 84th 
Congress and evaluated bills before .the 
second session in the light of their effect 
upon the insurance industry. His obser- 
vations are also reported on another 
page. 

Whittaker’s Views Get Close Attention 


As one of the ablest of the industry’s 
actuaries, Mr. Whittaker’s talk received 
close attention. He started off by trac- 
ing the development of Group A. & H. 
from its inception in 1916. The first 
coverage offered, he said, was weekly 
indemnity followed by accidental death 
and dismemberment, hospitalization and 
surgical insurance for dependents and 
employes and, finally, major medical in- 
surance. He holds great promise for 
major medical. 

Mr. Whittaker also gave support to 
state cash sickness legislation and could 
not understand why A. & H. associations 
have taken a strong position in opposi- 
tion to their passage. He predicted that 
they would be adopted in many states in 
the future and recommended that the 
industry prepare itself for this eventu- 
ality. 

The speaker also spoke of the advent 
of Blue Cross plans, an important devel- 
opment, as they brought into being the 
concept of non-profit service benefits. 
However, he said that this approach led 
to the development in A. & H. insurance 
of first dollar coverage which he re- 
garded as uneconomic. He noted: Instead 
of insuring against the relatively infre- 
quent catastrophic medical expenses, the 
Blue Cross and the companies concen- 
trated on insuring against the relatively 
minor expenses which could be budgeted 
for. Mr, Whittaker asserted that the 
effects of this. approach were com- 
pounded by the action of the Wage 
Stabilization Board in ruling that fringe 
benefits were non-inflationary. 


Liberty Mutual Pioneered in Major 
Medical 


A growing realization on the part of 
the public that such coverage was inade- 


quate led to the development of major 
medical insurance, the speaker said. He 
gave full credit to the Liberty Mutual of 
Boston for pioneering in this field. That 
company’s first case was written in 1949 
covering a group of employes of the 
General Electric. As a result of it, other 
companies investigated the coverage, and 
The Prudential made a study of the 
medical claims of its own supervisory 
force over a two-year period. The results 
of that study, Mr. Whittaker explained, 
revealed four factors which have never 
been controverted, “and which are the 
basis for rate making today.” They are: 
Medical expenses increase with income; 
(2) the incidence of claim increases with 
age (3) there is a 1-2-3 ratio of claim 
among the members of a family, and (4) 
medical expenses vary with geography. 


First Offered to Higher Income Groups 


Mr. Whittaker went on to say that 
major medical insurance was first offered 
by Prudential only to ‘higher-salaried 
goups, since it was felt that it would not 
appeal to the people in the lower salary 
brackets. 

“However, experience has shown that 
it has just as much appeal to the lower 
salaried employes, and as a result, our 
rates have been revised to take this into 
account,” he said. 

Mr. Whittaker then illustrated the in- 
adequacy of basic coverages by means 
of case histories shown on a screen. 
These cases definitely proved that major 
medical is a “must” for lower salary 
groups. 

In conclusion he said that the two 
major problems still facing the industry 
are long-term disability of younger 
people, and continuance of health and 
accident insurance after retirement. He 
considered both as “problems which re- 
quire a great deal of further study,” but 
they must be solved if private insurance 
is to do its job. 


Medical-Hospital Relations 


Some authoritative discussion of medi- 
cal-hospital relation problems was an 
afternoon feature on the first day. The 
speakers were Dr. Madison B. Brown, 

(Turn Back to Page 40) 


G. E. Light and F. 
Honors as Group Meeting Co-Chairmen 


New York, February 7—As co-chair- 
men of the second consecutive joint 
Group meeting sponsored by the Bureau 
of Accident & Health Underwriters and 
the Health & Accident Underwriters 
Conference which is drawing company 
representatives from every state here 
today, George E. Light, secretary, Group 





GEORGE E, LIGHT 


department, Travelers, and Fred W. 
Clark, assistant vice president and asso- 
ciate actuary, Lincoln National Life, can 
have satisfaction in the knowledge that 
the present program meets every quali- 
fication that made last year’s meeting 
the success that it was. Mr. Light is 
chairman of the Bureau Group and statu- 


tory disability insurance committee. Mr. 
Clark chairmans the Group committee 
of the Conference. They both took turns 
at presiding at today’s sessions. 

The three-day meeting this year has 





193 Cos. Have Been Accepted as 
Charter Members in New A.&H. Assn 


A total of 193 companies writing A. & 
H. insurance has thus far been accepted 
for charter membership in the new 
trade association—Health Insurance As- 
sociation of America—it was announced 
this week by E. J. Faulkner, president, 
Woodmen Accident & Life, who is 
chairman of the Joint Committee on 
Health Insurance. 

Applications are still being processed 
by the membership committee of which 
A. B. Hvale, Continental Casualty, is 
chairman, and it is expected that addi- 
tional charter members will be added to 
the present total before the organiza- 
tional meeting. 

At its meeting Monday in New York 
City the Joint Committee approved the 
recommendation of the HIAA planning 
committee, J. W. Scherr, Jr., Inter- 
Ocean, chairman, that the organizational 
meeting be held April 12-13 at the Neth- 
erland Plaza Hotel, Cincinnati. Under 
the requirements for setting up the new 
association this meeting would be called 
when applications had been processed 


from a majority of the present members 
of the Bureau of Accident & Health 
Underwriters and the Health & Accident 
Underwriters Conference. 

“The organization of the HIAA will 
assure the industry of representation 
commensurate with its growing impor- 
tance,” Mr. Faulkner said. 

At the Cincinnati gathering members 
of HIAA will elect officers, a board of 
directors, and approve recommendations 
as to location of offices, staff appoint- 
ments and other necessary business mat- 
ters. Committee appointments will be 
announced and initial meetings will be 
held by each committee to assume their 
important functions on behalf of the in- 
dustry so as to insure continuity -of 
industry representation and viewpoint. 
Other details of the two-day meeting: in- 
cluding the names of special speakers 
will be announced later. 

As previously announced, Robert R. 
Neal, now resident counsel in Washirig- 
ton, D. C., of the Bureau and Confetr- 
ence, has been designated to be general 


W. Clark Share 


a total of nine major talks and 12 other; 
Workshop sessions will be held bots 
Wednesday and Thursday. These were, 
favorite feature at last year’s Group 
meeting. 

G. E. Light 


Mr. Light, secretary of the Travelers 
Group department since 1950, first joined 


the company in 1923. He has spent alj 








FRED W. CLARK 


of his service in Group work. In 1%, 
he was appointed an assistant secretary. 
Mr. Light’s hobbies include golf, base- 
ball and an active interest in nearly all 
sports. He has been a judge of the Town 
Court, a Police Commissioner and chait- 
man of the Zoning Board of Appeals 
in Wethersfield, Conn. He is a former 
secretary of the GOP Town Committee 

there. 

His clubs include the Hartford Club, 
the Yale Clubs of New York and Hart. 
ford, the Hartford Golf Club and the 
Wethersfield Country Club. He is 
a member of the American, Connectictt 
and Hartford County Bar Associations. 


F. W. Clark 


Mr. Clark joined Lincoln Nation 
Life in 1934. He has attended Oregon 
State and Iowa State Colleges. He was 
appointed assistant actuary of the com- 
pany in 1949 and associate actuary t 
1951, after having served in_ sevefd 
supervisory capacities. ‘ 

He has specialized in the Lincoln’ 
Group retirement and pension trust 
plans. Mr. Clark was staff consultati 
to the Indiana Public Employe Rett 
ment Fund’s Study Commission durin 
1953 and 1954 and for this service tt 
ceived last year a Citizenship Participe 
tion Award from the Indiana _ Statt 
Chamber of Commerce. He is a fellov 
of the Society: of Actuaries. 







——_— 











manager. The nominating committee @ 
the Joint Committee has recommen 
E. J. Faulkner as the association’s fit’ 
president; J. Henry Smith, Equitabl 
Life Assurance Society, vice presidett 
William R. Shands, Life of Virgil 
secretary, and Frank S. Vanderbrotk 
Monarch Life, chairman of the pubtt 
relations committee. 
The public relations program ! 
HIAA is expected to be launched unde 
the direction of the Institute of Li* 
Insurance, with the detailed work bem 
done by accident and health spect 
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We’ve Reshuffled the Deck 


and Now We’re Offering You 


the Best Deal... Anywhere 


We’ve just completed a modernization program that makes Combined Insurance the leader in accident and 
health protection for 20th century living. 


We've spent months studying each and every one of our policies — adding new features . . . writing entirely 
new policies . . . and now we've come up with a line of accident and health contracts that just can’t be 
beat — anywhere! 


Here are the Highlights — 


New Universal Non-Cancellable Disability Policy — The Income Protector with . : gel 
Built-in Satisfaction — Provides WORLD WIDE Protection and is conspicuous in Non-Can with no Sits 
the industry with its LACK OF EXCLUSIONS! 


New Royal Banner Hospitalization — Room and Board up to $15.00 per da 2 
and the policy pays for as many as 1,000 days. Pirseninid er expense hones $15,000-+- Hospital Protection 
are blanket and predicated on length of stay in the hospital; $100.00 for first’ 

15 days, $200.00 for over 15 days and less than 45; and if stay extends beyond 

45 days incidental expenses up to $300.00 are paid. 


New Premier Disability Policy — Income Protection in Open Form: LIFETIME Jmeome Protection Even for Life 
Accident and LIFETIME Sickness (no confining requirement first 24 Mos.) Lifetime- 

One Year; 5 Year-5 Year; or 2 Year-6 Mos. Plans of indemnity are written — 

All on the same policy form. 


And, in addition, our line has also been modernized to include the latest in Franchise and Organizational group 
— Union Labor Group and Medical Surgical Protection. 


Mr. Jack Olson 
Combined Insurance Co. of America 


5316 Sheridan Road, Chicago 40, III. 
Please send me information about Combined’s: 


(J NorieCan Disability [[] Regular Open Form A& H 
[-] Union Labor Group [L] Franchise & Ass’n. Group 


C] Medical Surgical (J Comprehensive 
Protection Hospitalization 





COMBINED INSURANCE COMPANY of AMERICA 


W. CLEMENT STONE, President 








Chicago 40, Illinois 


Name 


Address 
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Faulkner Sees Proposed HIAA More 
Helpful to Companies in Group Field 


New Trade Association Determined To Be Vigorous Influence 
in Voluntary A. & H. Expansion; Explains New Instrumen- 
tality’s Purposes, Functions and Operational Structure 


New York, February 7—Giving a vivid 
analysis of the organization of the pro- 
posed Health Insurance Association of 
America, E. J. Faulkner, president, 
Woodmen Accident & Life Co., who has 
been nominated as HIAA’s president, 
told company representatives attending 
the Bureau-Conference meeting at the 
Biltmore Hotel here today that the new 
Association expects to provide the use- 
ful services to Group insurance now car- 
ried on by the Bureau and Conference. 
“As a matter of fact,’ he declared, “it 
can and will go further in assisting the 
member companies and the industry gen- 
erally in the vigorous exploitation of the 
great opportunity that is ours for the 
expansion of Group coverages. 

“The exact manner in which the vari- 
ous functions will be carried forward,” 
said the speaker, “is of less importance 
at this time than is the forthright deter- 
mination of the Association to be a 
vigorous and helpful influence in for- 
warding the progress of voluntary 
A. & H. insurance.” 

Mr. Faulkner pointed out that every 
effort will be made to assure that by 
the date of the organization meeting the 
Health Insurance Association will be 
thoroughly implemented and ready to 
commence functioning immediately. Un- 
til that date, the Bureau and Conference, 
he said, will continue to operate as they 
have in the past. There must be no 
hiatus in service to the industry and the 
public. 


Details To Be Worked Out 


The speaker made it known that there 
are many details of organization yet to 
be worked out. He told his audience 
that, “with your cooperation and that of 
the business generally we are filled with 
confidence that the future of the Health 


as brilliant as that of 
health insurance itself.” 

Earlier in his address, Mr. Faulkner 
devoted himself to explaining the rea- 
sons why a new trade association, con- 
ceived to be the principal spokesman 
for the business, has become increasingly 
desirable. 

Looking back, Mr. Faulkner brought 
out that the existing trade association 
structure in A. & H. insurance is reflec- 
tive of the history of the business. He 
declared that no line is more character- 
ized by heterogeneity of insurer. 

“The business is still a relatively young 
one,” he said. “Its growth has been 
stimulated by many pioneering efforts of 
all different kinds of carriers. Thus it 
was natural that there should develop a 
number of associations, each one de- 
signed to bring together insurers that 
seemed to have some common interest. 
From the early organizations, two prin- 
cipal trade associations emerged, the Bu- 
reau of Accident & Health Underwriters 
and the Health & Accident Underwriters 
Conference. Each has served its mem- 
bership admirably and made a distin- 
guished contribution to the prosperity 
and progress of the whole industry.” 


Capabilities Circumscribed 


However, the speaker noted that the 
capabilities of each has been circum- 
scribed by its size and the continuous 
necessity for coordination of activity 
with other interests in the business. 
“The confusion over responsibility and 
initiative,” he said, “is well illustrated 
by the situation that led to the forma- 
tion of the Joint Committee on Health 


Insurance in March, 1954. 

“The business at that time was subject 
to vitriolic and largely unfounded at- 
tacks in the public press and in legis- 
lative committees at both state and na- 
tional levels. The Administration had 
introduced the Hobby Bill, proposing a 
system of Federal reinsurance as a 
means of encouraging the expansion of 
voluntary A.&H. insurance. The Na- 
tional Association of Insurance Commis- 
sioners was distressed by an increasing 
number of complaints, many of them in- 
spired by the rash of unfortunate articles 
then appearing in daily newspapers and 
magazines of national circulation.” 

Mr. Faulkner made the point that in 
the face of all those problems, no one 
trade association was in a position to 
act for the industry at that time. He 
declared that “the wiser heads among 
us sense the necessity for some instru- 
mentality by which the thinking and 
activity of the whole business could be 
brought to bear on a situation that was 
worsening rapidly.” The speaker noted 
that the result was the Joint Committee. 
He continued: 

“But the Joint Committee, like the 
Health Insurance Council, operating as 
a federation, lacks the power for direct 
and decisive action and, at best, muddles 
through to a solution only after many 
delays and an often intolerable expendi- 
ture of time, effort and money. 


“Most of the problems of A. & H. in- 
surance are of interest to all carriers ir- 
respective of type or location. The often 
acrimonious differences that at one time 
separated big companies from small, east 
from west, mutual from stock, have to a 
very large degree disappeared even 
though there is still, and may there 
always be, open, free and keen competi- 
tion in our business. It was apparent 
to the Joint Committee shortly after 
its organization that one of the most 
important contributions that could be 
made to the welfare of the insurers and 
their policvholders was to streamline the 
overcomplicated trade association struc- 
ture. 

“Accordingly, an early action of the 
Joint Committee was the establishment 
of Task Force One, whose charge was to 
blueprint a plan to bring into being a 
single, united trade association to serve 
as the principal voice of accident and 
health insurance. After two years of 
study by a very large number of the 
leaders of our business, the Health In- 
surance Association of America is being 
set up to accomplish the following ob- 
jectives : 


Objectives of HIAA 


“First, to establish standards of ethi- 
cal conduct in A. & H. insurance as a 
condition of membership in the associa- 
tion. 

“Second, to provide a single forum 
for establishing industry position on 
questions affecting the business. 

“Third, the creation of a mechanism 
for telling an affirmative public rela- 
tions story about the business.” 

Mr. Faulkner said that the functions 
of the new association fall into the fol- 
lowing principal categories: 

The first of these is legislative service, 
which includes the review and reporting 
of legislation, both state and Federal; 
the furnishing of information that may 
be used to oppose ill-advised legislation ; 




















E. J. FAULKNER 


preparation and sponsorship of model 
legislation; representation of the busi- 
ness before legislative and other Goy- 
ernmental agencies on matters of inter- 
est to the business; liaison and _ rep- 
resentation with the National Associa- 
tion of Insurance Commissioners; con- 
sultation with individual insurance de- 
partments on proposed laws and rulings 
and on interpretations of laws and 
policy appraisals; and finally, liaison 
and representation with Federal govern- 
ment pagencies on questions affecting 
accident and health insurance. 

A second principal function of the 
new association will be in the field of 
educational service. The process of edu- 
cation is a continuing one, having many 
facets. 

In cooperation with the Life Insurance 
Association of America, the new asso- 
ciation will undertake the present re- Bang 





sponsibilities of the Health Insurance Life 
Council. Under the new arrangement, it that 
is expected to see the HIC become thou 
increasingly effective. over 

In the future, the new association, Und 
through a coordination of effort of a teng 
greater number of companies, will be tabl 
able to provide the business with the Mar 
statistical information that it needs on Nor 
a more comprehensive and economical F pyre 
basis. 

A primary purpose of the Health In- “a 
surance Association of America will be sdvi 
the implementation of such a public re- ance 
lations organization. R. ( 

Operational Structure Ps 

Mr. Faulkner then gave his audience int 
an insight into the operational structure lang 
of the proposed HIAA. : com 

“It will be headed by a board of di- also 
rectors elected from among executive tion: 
officers of member companies,” _ he men: 
pointed out. “The constitution provides NAI 
that the nominating committee _ shall pror. 
make proposals for board membership in on | 
such a way as to give the fullest pos- basis 
sible representation to different kinds *s 
and sizes of carriers, as well as different loss- 
geographic areas. care 


“The responsibility for the manage- Re 


ment and control of the organization mitte 
rests in the board of directors, it m of th 
turn has the responsibility of selecting tion 
the chief staff executive, or general ploy. 
manager. As you know, the general | Grou 
manager-designate is Robert R. Neal, mitte 
presently resident counsel in Washing: esta 
ton for the Bureau and the Conference. infor 
Mr. Neal will be assisted in discharging H 





the executive duties by four principe 
staff officers. 

“These include the general counsel 
who will have jurisdiction over matters 
of law, legislation and regulation; 4 
resident Washington counsel who wil 
be the industry’s contact at the nations 
capitol; by the director of company 

(Continued on Page 52) 
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Joint Bureau-Conference 


Group Meeting In New York 





Qverinsurance Report 
Presented by D. D. Cody 


PRORATION CLAUSE CONSIDERED 





Central Clearing House for In- 
formation Might Be Set Up to Min- 
imize This Danger in Group Ins. 





‘New York, Feb. 7—The complex sub- 
fect of overinsurance and the possible 
methods which might be used to min- 
jmize it in Group insurance, such as a 
Group policy proration provision, were 
brought before the joint Bureau-Con- 





Fabian Bachrach 


DONALD D. CODY 


ference gathering here this morning by 
Donald D. Cody, second vice president 
and Group actuary of the New York 
Life. In so doing Mr. Cody explained 
that the views expressed represented the 
thoughts of the special subcommittee on 
overinsurance of the Bureau of A. & H. 
Underwriters consisting of D. W. Pet- 
tengill, Aetna Life; K. M. Davies, Equi- 
table Life Assurance Society; E. H. 
Marshall, Indemnity Insurance Co. of 
North America; Louis A. Orsini of the 
bureau staff, and Donald D. Cody. 

It was also noted that “we have drawn 
freely from the report of the technical 
advisory committee of the Health Insur- 
ance Council, prepared by its chairman, 
R. C. Knoblock, Washington National.” 

Mr. Cody presented background ma- 
terial on the overinsurance problem, and 
submitted certain tentative statutory 
language prepared by the bureau sub- 
committee for discussion purposes. He 
also threw out for discussion such ques- 
tions as (1) whether there is any senti- 
ment that the industry should ask the 

IC to recommend a Group insurance 
Proration clause for statutory enactment 
On either a permissive or mandatory 
basis, and (2) whether it is practicable 
to apply proration to short disability 
loss-of-time claims or to smaller medical 
care claims, 

Reflecting the thinking of the subcom- 
mittee, Mr. Cody also stated: “Because 
of the absence of underwriting informa- 
tion about coverage on individual em- 
Ployes at the time of their entry into 

Toup plans, it appears to the subcom- 
Muttee that it would be necessary to 
establish a central clearing house for 
information.” 

However, he put the question further 
dong in his report, “Is a clearing house 
necessary and, if so, is it feasible?” 


Proration Clause Represents Departure 


oe Cody devoted a lot of attention 
wat Proration clause, use of which 
pe take into account earnings in the 
: = of loss of time and insurance with 

€t carriers under medical care. He 





explained that such a provision repre- 
sents a departure from the traditional 
operation of Group policies “since it 
would restrict the payments under all 
contracts in the aggregate to reimburse- 
ment of loss rather than merely the 
payment of benefits irrespective of cor- 
responding payments under other poli- 
cies.” He further said: 

“In order to reduce administrative 
problems and to avoid delays in smaller 
claim payments the subcommittee ten- 
tatively feels that the operation of the 
proration provision should be restricted 
to longer periods of disability under the 
loss of time coverage and to the more 
costly medical care situations.” 

It was also the subcommittee’s opin- 
ion that return of premium under Group 
policies would be impractical and un- 
necessary for equity reasons. In this 
connection it was observed: “Group in- 
surance because of the absence of indi- 
vidual selection and payment of pre- 
miums by employer (rather than by 
individuals), presents very different 
problems than individual insurance. Fur- 
thermore, the restriction of the prora- 
tion provision to the largest claims im- 
plies that insurance protection without 


proration has been in existence with 
respect to each and every employe. The 
determination of the appropriate small 
percentage of the premium needed for 
benefits specifically affected by prora- 
tion would be very difficult.” 

Reasons for Considering This Clause 

As to the reasons for considering the 
proration clause at this time, Mr. Cody 
set forth the following beliefs of the 
subcommittee: 

1. “To stimulate thinking about the 
design of a practical clause so that a 
properly designed system may be adopted 
at a later date when this need is clearer. 

2. “To attempt to develop a consistent 
industry attitude so that satisfactory 
advice can be given to State Insurance 
Departments who wish to recommend 
statutory provisions of this type. In this 
connection I may refer to the com- 
pletely unworkable statutory language 
now being considered in California. 

3. “The subcommittee feels that cur- 
rently companies are not prepared to 
adopt any such clause because at the 
present time widespread abuses have not 
been sufficiently established to encour- 
age the companies to face the resultant 
complication in claims payments.” 


Mr. Cody then presented the follow- 
ing highlights of the subcommittee’s lat- 
est draft of the relation of earnings to 
insurance clause: 

“This clause is intended to be ex-. 
tended to Group and individual policy 
benefits, statutory cash sickness bene- 
fits and to any formalized uninsured 
benefits. 

“It would come into play only for 
disabilities of more than 91 days and 
for total weekly amounts of at least $50. 

“Tt is related to maximum benefits of 
70% of earnings. (Note the absence of 
any return of premium provision.) 

“A central clearing house of informa- 
tion would be necessary for this provi- 
sion to be workable.” 

In summation the subcommittee felt 
that such a statute should be of a per- 
missive nature at least until experience 
is obtained. “It is intended that more 
favorable variations are permissive,” said 
Mr. Cody. However, he made clear that 
there is no sentiment in the subcom- 
mittee to press for immediate enactment 
of this statute for Group insurance. 
Medical Care—Other Insurance Clause 

Mr. Cody also gave his audience the 

(Continued on Page 54) 





1955 Financial Figures Show Reserve Life 
in Strongest Position in its History! 


BOX SCORE FOR 1955! 


AMOUNT COMMENT 


$47,093,980.59| 4" Al-Tine 


The strength and stability of Reserve Life Insurance 
Company are forcibly revealed in its 1955 financial fig- 
ures. They show the Company has reached an all-time 
high in assets . . . capital, surplus and voluntary con- 
tingency reserve funds . . . cash benefits paid to policy- 


holders . . . and life insurance in force. ASSETS 
A significant factor in the strength of the Company is CAPITAL 
shown in the wide margin of assets over liabilities. SURPLUS 


Reserve Life now has more than $190.00 in assets for AND VOLUNTARY 


every $100.00 in liabilities. 


The sound and rapid growth of the Company in 1955 
follows the trend set by Reserve Life since it was started 
17 years ago. Every year Reserve Life has, shown sub- 
stantial financial growth. This growth has been largely POLICYHOLDERS 
due to the sound value of its policies and the good serv- 


ice given to policyholders. 








CONTINGENCY 
RESERVE FUNDS 


A Record 


$20,105,170.83} Figure! 





CASH BENEFITS 
PAID TO 








Largest Amount 


$22 312,956.50 Ever Paid in 


Company History! 

















RESERVE LIFE INSURANCE COMPANY of DALLAS, TEXAS Statement of Condition as of December 31, 1955 
ASSETS LIABILITIES AND CAPITAL 
Cash and U. $. Government Bonds $10,405,740.61 Life Policy Reserves . es alae $10,262,624.92 
This amount, with interest and future ~ 
Other Bonds: i avi res 
State, County and Municipal 6,847,028.27 Accident and Health Reserves . zt pumila 6,235,362.64 
Domestic Corporation 4,093,664.09 fare claims on cident ond health and hes- 
ifalization ticles. 
Canadian and Foreign 62,727.48 Cntieee. 62% Roles ee 
For incomplete and incurred but unreported 
Stocks: claims. 
Preferred . . 825,806.26 Accumulated and Unpaid Dividends 
to Policyholders . a acah fg anaes 139,466.41 
Common... ... - ss 8,150,534.61 ‘‘e au for payment in 1956 to participating 
life policyholders eligible to receive them. Also 
First Mortgage Loans on Real Estate . 8,516,919.19 includes reserve for dividends ‘left with the 
GC ESHOtD sso bas od ase 1,392,976.79 ORM TOMES oss gird el TH 1,394,000.00 
Estimated liability for 1955 taxes payable in 
Policy and Collateral Loans 1,115,611.55 1956. 
Secured by policy reserves. Other Reserves and Liabilities . . . . . .  1,582,046,66 
Life Premiums Due and Deferred 339,722.27 Total Liabilities . . . . . . . . . $21,988,809.76 
Life os in age of regener and bal- Capital y os aera $1 000,000.00 
ance o' remium: ue to co lete current . ¥ 
policy years. Proper offset liabilities are i Contingency eer 9,105,170.83 
cluded in life policy reserves. Unassi gn ed Surplus ‘ = 0,000,000.00 
Investment Income Due and Accrued 343,249.47 Surplus Security to Policyholders . . . . .  20,105,170.83 
Ee Total Liabilities and Capital . . . . . $42,093,980.59 














Home Office: DALLAS, TEXAS 


RESERVE LIFE INSURANCE COMPANY 4A Legal Reserve Stock Company 


Offering LIFE * HOSPITALIZATION * MEDICAL EXPENSE * DISABILITY PROTECTION 
Regional Home Office: CINCINNATI, OHIO 
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Joint Bureau-Conference Group Meeting In New York 





Randall and Troth Cite Methods of 
Result-Producing Group Promotion 


~ 


New York, February 8—The subject of 
Group insurance promotion with agents, 
policyholders and employes proved to be 
a timely topic this afternoon as talks 
by A. W. Randall, assistant vice presi- 
dent, Mutual Benefit Health & Accident 
Association, and Paul Troth, director 
of group sales promotion, New York Life 
captured the undivided attention of com- 
pany representatives at the Bureau-Con- 
ference Group meeting held at the Hotel 
Biltmore. Mr. Randall devoted his at- 
tention to such promotion among em- 
ployers and employes. Mr. Troth con- 
centrated his talk on Group promotion 
among agents. 

At the outset, Mr. Randall mentioned 
the results of a Group survey conducted 
by his companies some 18 months ago to 
determine what additional benefits or 
services could be offered to Group poli- 
cyholders and individuals under such 
plans. The study revealed that manage- 
ment had a sincere desire to advance 
the employe’s understanding of their 
employe benefit plan. They also wished 
to receive recognition of their contribu- 
tion in advancing the employe’s standard 
of health and welfare. The employe on 
the other hand had an unsatiable appetite 
for understandable information regarding 
their employe benefit plan. 


Cites Human Desires 


“The desire of management to win 
employe recognition and the desire of 
the employe to receive simple, clear, un- 
derstandable information regarding their 
benefit plan are both human desires,” 
declared the speaker. “We _ therefore 
felt that it would be of additional serv- 
ice to our policyholders to develop and 
design a series of professionally pre- 
pared labor management materials to 
accomplish these purposes. These mate- 
rials we called the ‘H’ factor of our 
group program or the human factor in 
Group insurance. 

“In order to obtain the professional 
appearance and presentation that we 
desired for our ‘H’ factor material, we 
called upon our advertising agency to 
develop, design, and show us how to mer- 
chandise the entire program. As a result, 
we now have a complete series of pro- 
fessionally prepared pieces which we 
place in the policyholder’s hands out- 
lining the advantages of the employe 
benefit plan and which is supplemented 
by a national magazine advertising cam- 
paign. 

“The ‘H’ factor pieces are utilized 
by our Group department in two areas 
with special material designed for each. 
They are used in preapproach and pros- 
pecting by our Group representatives and 
by our policyholders in developing better 
communication between management and 
labor. In this discussion, we are only 
concerned with those pieces developed 
for use by the policyholder. 

“The first step completed in our ‘H’ 
factor program,” he said, “was not the 
birth of a new piece but the revision of 
one used by all Group writers—the 
Group booklet. In making the revision, 
we tried to make the message informa- 
tive and the booklet attractive and easy 
to read while emphasizing in no uncer- 
tain terms the advantages to the employe 
and his family of this new addition to 
the existing fringe benefits. Here is a 
sample of the copy used to describe 
the A.& S. benefits— 

“When you are disabled your Group 
plan pays you money to live on—a week- 
ly income of $40 for each week you are 
off work due to a sickness or accident. 

“Your weekly benefits begin on the 
first day if you are off work due to an 


accident and on the eighth day you are. 


off work due to sickness. 
“We feel the copy to be clear and 





PAUL TROTH 


simple,” Mr. Randall said, “yet suffici- 
ently interesting to hold the employes 
attention while explaining the necessary 
technical details of the program. 

“The next obvious step in ultimate 
success of our ‘H’ factor program was 
to interest top management in selling 
their particular benefit plan to their 
employes.” 


Success of the Program 


Mr. Randall said that his companies 
knew that the ultimate success of the 
program was dependent upon showing 
top management how they could better 
their relationships with labor through 
better employe understanding of their 
employe benefit plan. He said that in 
view of the fact that only a few larger 
companies had the personnel or budget 
to develop and carry through such a 
public relations program over a period 
of months, “we decided to furnish the 
necessary material to the policyholder 
at no charge.” He continued: 

“A series of six pieces were first pre- 
pared with the suggested procedure be- 
ing that the policyholder use them as 
instructed at two month intervals. The 
first piece used was a paycheck stuffer 
in the form of a paid premium notice and 
reads like this—‘You Don’t Have to 
Bother to Pay This Premium Notice. 
You didn’t have to turn a hand—this 
premium notice was paid for you—saving 
you the bother of making the payment. 
Our share of the cost of the premium, 
the cost of keeping records, the mailing 
of the premium—all those things we took 
care of for you. Are we complaining? 
Hardly! We feel all our employes are 
worth insuring. 

“We feel that you and your family 
deserve the best medical protection. 
And we like the idea of your not having 
to worry about paying the premium on 
time or having the policy lapse—or any 
of those other small details. We just 
want you to feel secure about your 
health and welfare. 

“Tf you have some questions about 
your policy benefits, talk them over with 
us. If not, at least we can take this 
opportunity to express our appreciation 
of your loyalty and effort. Through 
Group insurance and other company 
benefits, we want to make this the best 
place for you to build a secure future.’ 

“Having been one of the first in em- 
phasizing better management—labor re- 
lationships in this area we do have some 
measurable results,” said Mr. Randall. 


“Even though almost everyone agrees 
this program is a necessity, acceptance 
must be sold. After all, it is an addi- 
tional effort on the part of insurance 
carrier, the policyholder and the in- 
sured employe. We found, however, that 
after we sold ourselves on the value of 
the program that our enthusiasm carried 
over to the policyholder, Here is some- 
thing they want—something they have 
been waiting for—a prepared package 
for better employe communications. Bet- 
ter appreciation and understanding on 
the part of the employe is a slow and 
gradual process but the secret is per- 
sistency and continuity of action.” Once 
you have accomplished the job, said Mr. 
Randall, the rewards are great— 

He continued that the following re- 
wards can be obtained for policyholders 
and employes under such Group plan 
promotion. “The rewards for the policy- 
holder are—(1) Reduced absenteeism, re- 
duced labor turnover, improved employe 
loyalty; (2) better long-term labor-man- 
agement relationship; (3) better in- 
formed approach to union demands; (4) 
recognition for contribution to better 
health and welfare programs. 

“The rewards for the employe are— 
(1) Better place to work through im- 
proved employer -employe communica- 
tion; (2) better understanding of signi- 
ficance of employe benefit plan; (3) 
better understanding of benefits provide 
the ingredients for planning a more 
secure future.” 


Three Channels of Communication 


During his talk, Mr. Troth told his 
audience that at the time New York 
Life entered the Group field, it was de- 
cided that three broad channels of com- 
munications had to be developed: (1) to 
the company’s agency force; (2) to the 
broker market; (3) to the consumer mar- 
ket which includes future policyholders 
and employes. 

“Our principal contact with the broker 
market has been through our own Group 





Paul Troth 


Paul Troth, a graduate of Michigan 
State University where he majored in 
English, journalism and commercial art, 
spent some time in journalism after 
leaving college. For a period of six 
years he was on staff of The Eastern 
Underwriter as assistant editor of life 
insurance news. Later, he became man- 
ager of field service for Home Life and 
then joined Group department of New 
York Life. 

During World War II he was in the 
Airborne Command and still holds the 
rank of lieutenant colonel of infantry. 
He is on promotion committee of Life 
Underwriter Training Council and on 
Life Office Management Association’s 
educational committee. He belongs to 
Life Insurance Advertisers Association 
and Sales Promotion Executives Asso- 
ciation of New York City. 








men,” he declared. “Today we have a 
Group field sales organization of some 
130 men working out of 38 Group offices 
across the United States and Canada. 
A big part of their job is to demonstrate 
their ability to make good our promises 
to brokers of service and field perform- 
ance. Each year from 70% to 80% of 
our Group sales by volume of new pre- 
mium come from insurance brokers. 
Last year, we realized $8,000,000 in new 
Group premiums from broker sales. We 
value that business and we look forward 
to even better and more profitable broker 
relations—profitable for the brokers as 
well as ourselves. 

“To reach the consumer market,” said 
Mr. Troth, “we use advertising in na- 
tional magazines to tell our story. We 
have been using 24 pages in black and 
white in business magazines such as 
Business Week, U. S. News and World 
Report, Fortune, and Canadian Business. 
Last year we also used small space in the 
Wall Street Journal. We have also run 


our ads in some of the labor publica. 
tions. 

“Our copy theme has been largely 
product advertising with the purpose of 
connecting the idea of Group insurance 
with the company name. Just as many 
of you are doing, we present our sales 
story to the employer through attractive 
proposals. When the employer decides to 
buy, we tell the employes about the avail. 
able insurance coverage through ap. 
nouncment letters from the employer and 
through employe booklets. The final step 
is to promote good policyholder relations 
with our insureds in order to conserye 
the business on the books.” 

Concentrating on what his company 
is doing in the first channel of com. 
munication—Group promotion directed at 
the agency force—Mr. Troth explained 
that when New York Life entered the 
Group field “our job was to provide the 
field organization with training mate. 
rials and sales tools.” To accomplish this 
job, the speaker cited the necessary steps 
taken. 

“First of all, we tried to give our 
agents information about the product 
we wanted them to sell. To start with 
we developed a book which was little 
more than a primer about Group insur. 
ance which we called ‘Answers to Ques. 
tions Agents Ask About Group Insur. 
ance.’ 

“Next we worked with the agency de- 
partment in fitting Group insurance into 
the agent’s training program. The story 
is included in Book 10 of the basic train. 
ing course, ‘Marketing Mass Coverages’ 


Source of Information 


“A great source of information, of 
course, is the agent’s own Group plan. 
Their. own employe booklet describes 
their program of Group life insurance, 
AD &D, hospital and surgical expense 
insurance. More recently, the plan has 
been expanded to include Group major 
medical. 

“When the agent understands his own 
plan and actually sees benefits paid for 
A. & S. claims,” said Mr. Troth, “he has 
a reason to get enthusiastic about these 
coverages. Last year the company paid 
out $322,000 in claims under agents’ 
coverages and $372,600 in hospital and 
surgical benefits for dependents of 
agents. Such figures give the agency 
force a close-to-home story they can 
tell others about Group insurance. 

“To help the agent get interviews and 
to sell Group coverages, we supply him 
with sales promotion material like ‘Group 
News’ which explains the various cov- 
erages, the Group insurance _ packet 
which is a pocket-size sales kit, and 
this green and black folder which we 
call ‘The Group Interview Guide.’ Then 
early last year we planned and devel- 
oped a sound slide-film which could be 
shown in branch office meetings. In 
the picture we made reference to the 
available sources of information and to 
the sales tools which will help the agent 
to sell Group insurance.” 

The conclusion of Mr. Troth’s presen- 
tation was taken up with the showing 0! 
a slide film on Group sales entitled 
“Making the Most of Mass Markets.” 





Breakfast Sessions Again 
Highlight Group Meeting 


Breakfast sessions again were a high- 
light at the second joint Bureat- 
Conference Group meeting held at tht 
Biltmore Hotel, New York. The sessiom’ 
which were conducted both February 
and 9 in order to allow company repfe 
sentatives to attend all meetings i 
cluded the following speakers and topics: 

Coverage on Groups of Less Than 
Lives—Frederick T. Googins, Mass 
chusetts Mutual Life; Student Accidet 
Coverage & Similar Lines—E. H. Mat 
shall, Indemnity Insurance Co. of North 
America; Trade Association Group It 
surance—Jack W. Schmidt, Washingto 
National; Major Medical Coverage 
tegration with Base Plan Insured 


(Continued on Page 54) 
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Joint Bureau-Conference Meeting 





Education Is Cure for 
Hospital Ins. Over-Use 

DR. MADISON B. BROWN SAYS 

Addresses Bureau-Conference Group 


Meeting in N. Y.; Cites Unnecessary 
Delays During Hospitalization 








New York, February 7—As one of the 
afternoon speakers on the subject of 
medical and hospital relations, Madison 
g. Brown, M.D., Hanemann Medical Col- 
lege & Hospital and past-president of 
the American Hospital Association, 
stressed the fact that the improvement 
and prevention of over-use of health in- 
surance, unintentional or otherwise, re- 
quires a continuous educational program 
for the hospital staff and a more com- 
plete knowledge and education to the 
patient subscribers as to the whys and 
wherefores of their contract. 

“It is interesting to note,” Dr. Brown 
told representatives attending the Bu- 
reau-Conference Group meeting here 
today at the Biltmore Hotel, “that when 
the percentage of occupancy lowers, fre- 
quently the hospital stay lengthens by as 
much as one or two days. 


Length of Occupancy 


“Perhaps, when our census is high, 
we are putting our people out of the 
hospital before it is medically justifiable,” 
he declared. “However, on the other 
basis, it is certainly wrong that when 
occupancy goes down that we urge any- 
one to increase the length of stay. The 
doctor and the hospital should cooperate 
to provide the most expeditious handling 
of patients to prevent unnecessary de- 
lays during hospitalization. Arbitrary 
rules, or delaying discharge due to lack 
of payment, or any such perverse deci- 
sions must not be tolerated.” 

Speaking of the control of over-use, 
Dr. Brown emphasized “we must be care- 
ful about doing things for the patient 
because of a matter of convenience, or 
the mere factor of insurance.” He pointed 
to the certain temptation to utilize hos- 
pitalization because premiums have been 
paid too long. 

“The first place in the hospital where 
administration may assist in control of 
over-use is in the admitting office where 
proper education of the admitting officer 
will serve to caution the patient that his 
or her health care insurance policy does 
not cover the study cases,” Dr. Brown 
declared. “This, of course, is a delicate 
public relations problem, particularly 
when the reservation for the patient has 
been made by a staff physician. 

“The medical audit committee,” he 
continued, “should carefully correlate the 
findings in the chart with the diagnosis. 
There are instances in which diagnosis 
has been made so it will cover the hos- 
pitalization; or after study findings have 
been made, the commencing of treatment 
is done to justify the hospitalization. 
These things should be dealt with, with 
tact and justice, and yet, the elimination 
of such abuses or over-use should be 
corrected and called to the attention of 
the staff. To me, one of the bones of 
contention is the fact that frequently 
insurance for public relations reasons 
does not stand behind non-payment for 
study cases. 


Matter of Confusion 


“In the preliminary policing of over- 
use through the admission officers, we, 
Of course, are very often in the dark 
when it comes to commercial insurance, 
because we have no knowledge of the 
coverage pattern of the policy. A syn- 
oPsis contract provided by commercial 
Msurance is most helpful to the admis- 
sion and the credit officers. Such a pro- 
pia 1S Operative in New York and other 

es, 

“Actually, while the point of my dis- 
cussion is concerned with the hospitals’ 
tole in the control of over-use of health 
MSurance, the basic group who must 
control this is the medical staff itself. 





Neal Directs Attention 
To Older Age Risks 


REPORTS ON WASHINGTON SCENE 





Points to Congressional Interest in S. S., 
Union Welfare Funds, Federal Em- 
ploye Group Health Program 


New York, N. Y., Feb. 7—Robert R. 
Neal, resident counsel in Washington, 
D. C. of the Bureau of A. & H. Under- 
writers and the Health & Accident 
Underwriters Conference, recommended 
in his address here today at the joint 
group insurance meeting of these two 
organizations that the companies give 
more attention to the extension of health 
insurance to the older ages as well as to 
substandard risks and major medical 
costs. He reasoned that these are the 
primary areas to which the Federal 
Government refers when citing the lack 
of health insurance coverage. Thus, “you 
should address yourselves to these prob- 
lems if you are to explore and find the 
satisfactory solutions without govern- 
mental interference,” he said. 

Mr. Neal gave his audience a bird’s- 
eye view of the legislative picture in 
Congress in this election year. “It would 
be well to keep that fact in mind,” he 
said, “as political considerations can be 
expected to influence legislative attitudes 
in an election year.” 

He noted at the outset that in the 
field of health insurance bills, such as 
President Eisenhower’s reinsurance pro- 
posal have received little support, and 
those providing subsidy for non-profit 
health plans are also dormant. However, 
he reminded his listeners that in the 
President’s budget and health message 
Mr. Eisenhower indicated a growing in- 
terest in a private facility to stimulate 
expansion of health insurance through 
experimentation on coverages for older 
age groups and substandard risks, but 
that no Federal money was involved. 

In Mr. Neal’s opinion, any plan which 
envisions companies acting together im- 
mediately gives rise to problems in- 
volving the anti-trust laws. “Undoubt- 
edly, such a facility would require an 
exemption and the administration would 
support legislation to provide it. Before 
any conclusion can be reached as to the 
feasibility of such a program the prob- 


(Continued on Page 54) 





The functioning of the tissue committee, 
the medical audit and records committees 
are primarily staff functions. Hospital 
administration may assist in strengthen- 
ing the hand of the staff by insisting 
upon these criteria.” 

Dr, Brown cited a major area which 
hospital administration in cooperation 
with the staff can assist in correction 
of unintentional over-use. In this con- 
nection, he declared: “The provision of 
adequate staffing for diagnostic facilities, 
an adequate number of diagnostic facili- 
ties, the provision of adequate staffing 
in our operating rooms, and the provision 
of an adequate number of operating 
rooms is most essential.” 

In his concluding remarks, Dr. Brown 
declared that it is quite fortunate, in his 
opinion, that the shorter hospital stay 
is tying in better with our shorter work 
week. “However, we still must take care 
of the patient who comes in and must 
have medical care and diagnostic or 
other service during the period of less- 
ened activity on Saturday and Sunday,” 
he said. “I am sure that there are 
instances when administration through 
the lack of provision of proper facilities 
or personnel has created extended stay 
in the hospital. Over-use can be pre- 
vented by proper cooperation between 
the staff and administration on the ad- 
mission and discharge patients. It must 
also be realized that payment of bills 
or certain barriers which are raised by 
administration frequently delay the ex- 
peditious handling of patients. All these 
things come under the factor of unin- 
tentional over-use of health insurance.” 
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GENERAL INSURANCE BROKERS 


To increase their income 
and serve their clients better 


Come in today for full details on our 


MULTIPLE NON-CAN. (A &H) FACILITIES 





We have the most complete 
portfolio of income protection 











FEATURES: 


* Guaranteed Renewable A. & H. Level Premium 
* Incontestable 
* Non-House Confining 
* Including Waiver of Premium 
* Long or Short Term Illness Coverages 





and a “full time” staff offering complete 


LIFE INSURANCE facilities including: 


Home guarantee-mortgage, life expectancy, family 
income and family maintenance, juvenile (5 for 1 
at 21), renewable-convertible term, retirement in- 
come, term-standard or sub-standard, and par or 
non-par. 


The “how can we write it attitude” of our un- 
derwriters will help you as we have helped many 
others to salvage a good case that they might other- 
wise have lost. 


WE Pesaion & Sisss, 


Julius L. Ullman, President 


GENERAL AGENTS AND UNDERWRITERS 
75 MAIDEN LANE NEW YORK 38, N. Y. 


“a friendly Office” 
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O. Anderson Reveals Findings in Study 
Of Family Hospital Service Benefits 


New York, N. Y., Feb. 9—The findings 
of two large scale studies conducted 
jointly by the Health Information Foun- 
dation and the National Opinion Re- 
search Center, University of Chicago, 
primarily to show what the prevailing 
benefit pattern in voluntary health in- 
surance today does for families insured 
for hospital care and in-hospital phy- 
sicians’ services, were revealed here to- 
day by Odin W. Anderson, research di- 
rector of the Health Information Foun- 
dation. 

Speaking at the final morning’s ses- 
sion of the joint Group A. & H. insur- 
ance gathering of the Bureau of A. & 
H. Underwriters and the Health & Ac- 
cident Underwriters Conference, held at 
Biltmore Hotel, Mr. Anderson explained 
that one study represented a nationwide 
survey of a representative sample of 
families—both insured and uninsured— 
full report on which will be published 
in the spring by McGraw-Hill Publish- 
ing Co. The other was a sampling of 
subscriber-households in Birmingham, 
Ala., and Boston. It was limited, he 
said, to households enrolled through em- 
ployed groups in Blue Cross-Blue Shield 


in these two cities as well as to groups 
covered by the Aetna Life in Boston. 

The nationwide survey did not relate 
the experience of subscriber-households 
to particular Blue Cross—Blue Shield 
plans and private insurance companies. 
Thus, it was decided to select these two 
urban areas in which it would be pos- 
sible to relate subscriber-household ex- 
periences to a specific and known bene- 
fit structure. 

One conclusion reached by Mr. Ander- 
son was that if this study revealed any- 
thing, it showed that great progress has 
been made in covering costs of hospital 
care and in-hospital physicians’ services: 
also that costs outside of the hospital 
are likewise very important in terms of 
their impact on family incomes. “This 
is the next area for insurance companies 
to tackle if voluntary health insurance is 
to continue its progress,” he recom- 
mended. 


Basic Findings 


In order to streamline his presenta- 
tion Mr. Anderson confined his remarks 
to the facts revealed in the Boston sur- 
vey which embraced both questionnaires 
and interviews in the homes of sub- 
scriber-households. Under “characteris- 
tics of such households” it was shown 
that the average size of families covered 
under Blue Cross-Blue Shield (mean size 
—3.25) was somewhat larger than the 
Aetna insured families (2.74), and there 
were more females. In other character- 
istics—such as percentage under age 5 
and over age 55 and number of families 
with four or more members—they are 
relatively comparable. 

As to charges per familv and per per- 
son for all personal health services the 
Blue Cross-Blue Shield showed $262 per 
family compared with $220 for the Aetna 
Life and $237 in the national survey. 
Per person the charges were $94 for 
Blue Cross-Blue Shield; $81 for the 
Aetna and $74 in the national survey. 

A breakdown of the charges by type 
of service per family is given in the 
following tabulation: 


Boston BC/BS Aetna 


Ail Physicians’ $262 100% $220 100% 
eee er ae 84 31 78 34 
a. ae ar ees 21 8 17 8 


Opstettice .....55. 10 4 10 5 

PE “adeseusaness 54 20 a7 -2at 
SN  Sivacka kanere 61 23 52 24 
Drugs and medica- 

Ph, “niravckn ake be 45 17 36 16 
a eee re 52 19 39 18 
ae 25 10 19 8 


Mr. Anderson then indicated that 
38% of Blue Cross-Blue Shield families 
incurred charges under $100 and 20% 
over $400, compared with Aetna’s 40% 
and 17% respectively. In the national 
survey of insured families these per- 
centages were respectively 37% and 
18%. He also broke down the per cent 
of families incurring charges over $100 
by type of service. 

The figures presented, in the speaker’s 
opinion, illustrate interesting uniformi- 
ties as far as cost distributions are con- 
cerned. He said the variations are not 
as great as might be expected. Further- 
more, “it is also well to consider the 
fact that families which incur any 
charges above certain magnitudes are 
likely to incur charges for several types 
of services simultaneously—uninsured as 
well as insured services. 

“It was found in the national survey, 
for example, that 16% of all families, 
both insured and uninsured, incurred 
charges in a year of over $400 or an 
average of $702 per family. The charges 
incurred for selected types of services 
were as follows: Hospital service—$190; 
surgery—$77; ‘other’ physicians’ services 
—$168; medicines—$91, and dental serv- 
ice—$84. 

“It is thus apparent that all of these 








services are important in the financing 
of personal health services, particularly 
when total family charges are above cer- 
tain amounts. Compare the $168 for 
physicians’ services outside of surgery 
and obstetrics with the $77 for surgery. 
Only a small proportion of the $168 can 
be attributed to non-surgical calls in the 
hospital, calls generally covered by in- 
surance.” 


Role of Insurance 


The speaker then explained that in 
selecting the sample of subscriber— 
households in Boston Blue Cross-Blue 
Shield and Aetna Life it was decided to 
draw families that had been enrolled 
under Group contracts for at least one 
year in order to eliminate the possible 
effects of waiting periods, pre-existing 
conditions and other financial control 
measures. He brought out: 

“Strict comparability of benefits was 
not possible, except in a general way, 
because of the many detailed differences 
between Boston BC/BS and Aetna. In 
general, Boston BC/BS provided cash 
allowances from $7 to $15 per day for 
bed, board and general nursing services 
and full payment for ancillary services. 
Boston BC/BS also allowed full pay- 
ment for surgery for families under 
$3,000 and $5,000, and cash indemnity 
over $5,000. It will be recalled that the 
per cent of families in the income group 
$5,000 and over was almost the same 
for both Boston BC/BS and Aetna. 

“Aetna provided cash allowances for 
hospital care varying from $8 to $15 for 
bed, board, and general nursing, and 
cash limitations on ancillary services 
varying between $50 and $900. Indem- 
nity benefits for all surgical procedures 
had a top limit of $200 to $300. In some 
instances there were allowances for 
home and office calls.” 

Mr. Anderson indicated the following 
comparison of per cent of charges for 
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personal health services covered by type 


of service: 
Surgery Obstetrics Hospita 


Boston BC/BS... 73% 47% 72% 
PROPOR 6 oes sake sins 68 39 80 


He also pointed to percentage of fami- 
lies incurring charges for surgery which 
had 80% or more of such charges coy. 
ered by insurance: Boston BC/BS— 
65% ; Aetna—49% and national survey— 
45%. Similar percentages were given for 
hospital care charges where 80% or more 
of such charges were covered by insur- 
ance: Boston BC/BS—55%; Aetna— 
73% and national survey—59%. 


Implications of the Study 


Summing up Mr. Anderson said it js 
apparent that charges for personal 
health services outside of the hospital 
have an appreciable impact on family 
finances as well as hospital care and in- 
hospital physicians’ services. He noted 
that in Boston BC/BS, Aetna, and the 
national survey it was found that a 
larger percentage of families incurred 
charges in excess of approximately $200 
in a year for physicians’ services out- 
side of the hospital than for surgery. 

“Tt was also found,” he said, “that 2 
to 5% of the families in Boston BC/BS, 
Aetna and in the national survey in- 
curred charges for drugs and medicines 
in excess of $200 or so. Costs of dental 
care also fall into a similar pattern of 
a few families experiencing high costs, 
others experiencing some or none. 

“Apparently all the major personal 
health services fall into cost patterns 
among families so that a small per- 
centage experience high costs in a year, 
and the majority experience some costs 
or none. It follows from this that all 
the major services have an unpredictable 
impact on the family budget without some 
type of insurance mechanism. The emer- 
gence of ‘major medical’ expense con- 
tracts is a recognition of this problem. 

‘Tt also follows, of course, that pre- 
miums would need to be increased con- 
siderably to cover the costs of the added 
services, depending on the magnitudes 
of the deductibles and coinsurance ap- 
plied. There are sufficient data from 
this survey to arrive at rough anproxi- 
mations as to what the costs might be 
assuming present utilization and costs, 
and disregarding costs of administration. 

“In Boston BC/BS and Aetna the 
charges per family for hospital services, 
surgery, and physicians’ obstetrical care 
ranged from $79 to $92 per year, or in 
round figures from $7 to $8 a month. If 
all other physicians’ services were added 
the annual costs per family would be 
from $127 to $145 a year or $11 to $12a 
month. If the whole range of personal 
health services including dentistry were 
provided, the cost per family would 
range from $220 to $262 a year or $18 
to $22 a month. Again, I assume the 
present level of utilization and cost, and 
no estimate is made for cost of admin- 
istration.” 


Problems of “Over-use” and “Abuse” 


As a final note, Mr. Anderson dwelt 
a bit on the problems of ‘over-use’ and 
‘abuse’ on the part of subscribers. “Given 
the absence of tangible standards of 
equitable utilization,” he explained, “con- 
cepts of ‘over-use’ and. ‘abuse’ are 
equally intangible. Informal standards 
emerge from the medical practices of 
hundreds and thousands of physicians 
in many communities. Utilization of 
personal health services is part and pat- 
cel of an accepted standard of living s0 
that a hospital admission rate is as much 
a result of prevailing social standards as 
of technical medical opinion. No one 
knows whether a hospital admission rate 
of 75 per 1,000 or 125 per 1,000 is the 
proper one. No one knows what is the 
proper surgical rate. 

“This is cold comfort to the insurance 
field which has the unending problem 
of balancing claims and premiums. 
kinds of control devices need to be & 
plored which will not place too great 4 
financial burden on the subscribers, nof 
prevent their receiving adequate café. 
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Joint Bureau-Conference Meeting 





Zeisel Sees Guaranteed Annual Wage 


In Conflict Unemployment Comp. Plan 


Use of Federal-State Funds by GAW Plans Questioned by 
U. S. Chamber Economist; Light Gives Opinion on Its 
Probable Effect on Group Field 


New York, February 9—In a discus- 
sion of the guaranteed annual wage— 
what it is and how it works and _ its 
implications for Group insurance—Jo- 
seph S. Zeisel, economist, U. S. Chamber 
of Commerce, and George E. Light, sec- 
retary, Group department, the Travelers, 
joined forces at the Biltmore Hotel here 
today to bring to the large number of 
company representatives attending the 
Bureau-Conference Group meeting a 
thorough explanation of the GAW and 
current industry thinking on its effect 
on the field. 

At the start of his talk, Mr. Zeisel 
made the point that his subject is not 
the guaranteed annual wage at all but 
rather those forms of private unemploy- 
ment benefit programs that have been 
very much in the news during last year. 
This explanation, he said, was necessary 
because GAW plans have been around 
for a long time but they differ markedly 
from the type of plan negotiated in 


1955 in the automobile industry and 
elsewhere. 
“Although these plans are called 


‘suaranteed annual wage’ contracts, they 
involve no guarantee of benefits, pay- 
ments. are not generally on an annual 
basis and they do not involve wages in 
the usual sense of payments for services 
rendered,” he pointed out. 


Supplementary Unemployment Benefits 


Speaking of the auto contracts, the 
speaker said that these agreements are 
more accurately described as “supple- 
mentary unemployment benefits” con- 
tracts (SUB). He first discussed the 
CIO demands because to the extent that 
the contract settlements are a “foot in 
the door,” the original union demands 
will provide some indication of where 
union demands will go from here. 

“Walter Reuther asked for a plan,” 
he declared, “under which companies 
in the automobile industry would agree 
to pay unemployed workers a benefit 
equalling their wage (he didn’t specify 
whether he meant gross wage or take- 
home pay) for up to 52 weeks, depend- 
ing on seniority. Under the proposal the 
employer would subtract from this lia- 
bility, the amount the unemployed 
Worker received from the public unem- 
ployment compensation system. In ef- 
fect, therefore, Reuther asked for a 
form of private supplementation of the 
public unemployment benefit which 
would raise benefits to 100% of wages. 

‘Under the contract the Ford Com- 
Pany finally signed with the UAW (the 
varlous auto industry contracts are al- 
Most identical), the company agrees to 
pay five cents per hour per employe 
into a private unemployment benefit 
fund: Actually, that is the company’s 
total liability under these contracts. 

here is no open-end liability and 
No guarantee by the company of the 
‘ize or duration of benefits to the em- 
Ployes. This obviously. differs quite 
markedly from the UAW demands. The 
contributions will be paid into a fund 
held"by. a bank or trust company in the 
ncn of cash or Government bonds en- 
itely ‘under the administration of the 
company. This also differs from the 

4 W demand—which was for joint ad- 
Mentration of the fund. Company pay- 
€nts into the fund were to start in 





1955 
until 
tract 


but no benefits will be paid out 
the first anniversary of the con- 
signing (June 1956).” 


An Important Tie-In 


The speaker cited an important char- 
acteristic of this scheme in that the 
plan is tied-in with the state unem- 
ployment compensation program. This 
is due to the fact that to receive a 
benefit an unemployed worker must first 
be eligible for and collect a UC benefit 
from the state. Mr. Zeisel said that in 
effect the state’s eligibility requirements 
also determines eligibility for the sup- 
plementary payments. The United Auto- 
mobile Workers had originally de- 
manded that eligibility standards for 
these supplements be determined by the 
union and be entirely separate for UC 
eligibility requirements. He continued: 

“The plan calls for the payment of a 
supplement to unemployment compensa- 
tion which,would raise the combined 
UC benefit and supplement to 65% of 
take home pay for the first four weeks 
of unemployment, and thereafter to 


60% of take-home pay for up to 22 
weeks.” 

Mr. Zeisel declared under the plan 
eligibility of covered employes to collect 
benefits will be determined by a system 
of acquiring “credit units” for weeks 
However, he went on to state 
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that there are some legal questions close for both Ford and General Motors. 


which must be answered before these 
plans go into effect. 

“Most important, the Ford contract 
does not go into effect until states 
where two-thirds of Ford workers are 
employed approve the simultaneous pay- 
ment of unemployment compensation 
benefits and private supplements. Under 
most state laws—and this is very impor- 
tant—an unemployed worker is not eli- 
gible to collect full unemployment com- 
pensation benefits if he receives this 
type of payment from an employer. 

“As yet the required two-thirds has 
not been reached although it is pretty 
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There have been attorneys general rul- 
ings declaring supplementation to be 
legal in five states—New York, New 
Jersey, Massachusetts, Connecticut and 
Michigan. In addition, the agency attor- 
ney in Delaware has ruled favorably 
on its legality. As of the moment, there- 
fore, six states, including approximately 
65% of Ford and 60% of GM employ- 
ment have tentatively ruled favorably on 
supplementation of unemployment bene- 
fits. These rulings are not necessarily 
definative, however. Legislative decision 
or a court ruling will probably be re- 
quired in most of these states before a 
final decision on legality is reached. 

“In Ohio, after the legislature had 
turned thumbs-down on the UAW pro- 
posal, the union took it to the people in 
the form of an initiative referendum. 
After an active public-education cam- 
paign by the Ohio Information Commit- 
tee (OIC) the electorate thoroughly beat 
the UAW initiated referendum by a vote 
of almost 2 to 1. A very healthy sign.” 


Not Permitted Under UC Law 


It was pointed out by Mr. Zeisel that 
the simultaneous receipt of unemploy- 
ment compensation and private supple- 
mentation, as under these contracts, is 
not permitted under most UC laws. He 
said the actual operation of the contract 
is contingent upon enough states chang- 
ing their UC laws. The CIO, he de- 
clared, is attempting to have the state 
laws changed. 

“It is here—on the Federal-state un- 
employment compensation program— 
that SUB has its most profound impli- 
cations,” he declared. “ ‘What will be the 
effect of SUB on UC?’ The CIO has 
justified these contracts on the basis of 
what they call the employer’s responsi- 
bility to his workers. Thus the CIO 
describes its so-called guaranteed annual 
wage as ‘payments that should be made 
to workers for whom management fails 
to provide work in amounts sufficient 
to insure take-home pay adequate to 
maintain the living standards which the 
worker and his family enjoyed while 
fully employed.’ It should not be the 
responsibility of workers, the union says, 
to bear the costs and suffer the priva- 
tion which results from interruptions to 
production that are the fault of the em- 
ployer. The CIO has carried this con- 
cept even further. Although temporarily 
accepting less, CIO argues that workers 
should be protected against interruptions 
in output that are caused by circum- 
stances beyond the employer’s control, 
that is, Acts of God and so-forth.” 


Crux of Problem 


The speaker then cited the crux of 
(Continued on Page 52) 
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the whole problem. “We have here the 
crux of the problem—why the supple- 
mentation of UC benefits from a pri- 
vately financed fund has profound im- 
plications for the unemployment com- 
pensation program and for the economy. 
If the employer’s payments to his for- 
mer worker through the SUB plan are 
not regarded as “wages currently 
earned,” that is—not considered in de- 
termining eligibility and benefit amount, 
such supplementation will mean that the 
unemployed individual’s total income, 
including benefits from a tax-supported 
public program, will no longer be deter- 
mined by the state. Henceforth, eco- 
nomic pressures and strengths at collec- 
tive bargaining tables could determine 
benefit amounts. The objective of state 
legislatures of preserving the fundamen- 
tal incentive to every unemployed 
worker to hunt for another job could be 
irretrievably lost. 

“Let us be perfectly clear on one 
point. There is nothing wrong with an 
employer setting up a private unem- 
ployment compensation fund. Any em- 
ployer should be free to pay an em- 
ploye in full, even though not at work. 
But, under these conditions, the question 
arises, should this employe also receive 
benefits from a_tax-supported public 
program? And, secondly, should the 
employer be able to draw upon the un- 
employment compensation funds of 
other employers to help finance such an 
arrangement ? : 

“Unemployment is, of course,” he con- 
cluded, “a personal catastrophe, but 
equally important it is a social problem 
involving public policy and _ responsi- 
bility. The determination of the total 
benefits that an unemployed person may 
receive has a crucial bearing on indi- 
vidual incentive and the successful func- 
tioning of the private enterprise sys- 
tem. It is essential that this be kept 
in mind when decisions are made which 
will determine whether state legislatures 
should continue to exercise sole juris- 


diction over the public—tax-financed— 
unemployment benefit programs dealing 
with this over-all social problem.” 


Group Committee Opinions 


In considering the implications of 
guaranteed annual wage for Group in- 
surance, George E. Light, the Travelers, 
presented to the session a summary of 
the opinions expressed by the members 
of the Bureau’s Group and _ statutory 
disability insurance committee on the 
subject. 

To the first of the series of five ques- 
tions asked the committee by Mr. Light 
there was unanimity on the point that 
guaranteed annual wage plans to date 
had not had any noticeable impact 
on Group weekly indemnity business 
whether voluntary or statutory. How- 
ever, the speaker in comment said: 
“Theoretically, it is possible if guaran- 
teed annual wage means that an em- 
ploye who becomes disabled during the 
period of the guaranteed annual wage 
payments will cease to receive payments 
until he has recovered and is able to 
return to work, the loss of the guaran- 
teed annual wage payments may be in- 
surable. However, apparently no one 
has been asked to grant this insurance 
and some of the members of the com- 
mittee indicated fear of the financial re- 
sults if this protection were afforded. 
Others thought that the companies 
would ‘probably look favorably upon this 
type of cooperation.’ 

“In one case it was suggested that 
longer maximum indemnity periods may 
well develop. Still another suggested 
that ‘since the guaranteed annual wage 
may well lead to greater employment 
stability, lower turnover and more care- 
ful selection of employes for perma- 
necy of employment—Group experience 
on employe groups where the guaran- 
teed annual wage is applicable should 
assume a favorable trend.’” 

On the assumption that guaranteed 
annual wage does not cover periods of 
disability, the second question of the 
effect of guaranteed annual wage pay- 
ments on the continuance of other 
Group insurance such as hospital, sur- 


gical and major medical expense bene- 
fits drew divided opinion. While a 
minority saw no effect, the majority felt 
that the continuation of the hospital and 
surgical coverages might well be a part 
of the bargaining contract and a sub- 
stantial influence towards continuing 
these coverages during the period for 
which guaranteed annual wage payments 
are made. 

Pertinent to this interpretation was 
the affirmative answer given by the 
UAW -CIO education department in a 
question and answer publication on 
guaranteed annual wage that further 
stated: “He (the worker) is not to be 
penalized for involuntary idleness. 
Health insurance, medical and _ hospital 
benefits and pension credits, for ex- 
ample, are just such a part of the work- 
er’s living standard as the things he 
buys directly with his wages. These 
benefits will be maintained while the 
worker is on layoff and eligible for guar- 
anteed payments just as though he were 
still at work.” 


Consideration of Claim Rates 


Based on the supposition that guar- 
anteed annual wage would result in 
more frequent continuance of other 
Group insurance during periods of un- 
employment, Mr. Light further asked 
whether higher or lower claim rates 
might be anticipated for such periods 
with respect to employe cover and with 
respect to dependent cover. Again the 
personal opinions of the committee 
members were divided. One thought an 
increased claim rate for employe cover 
and a decreased rate for dependent 
cover possible, since the employes would 
have time to have repair jobs done. 

A second member suggested the oppo- 
site with dependent claim rate higher, 
because the employe would be home to 
take care of the children while the de- 
pendent was in the hospital caring for 
accumulated ills. A third considered that 
it might well result in an attitude to 
Group insurance benefits similar to that 
found amongst Government employes of 
accumulating sick leave for the year 
and using it as a vacation with resultant 
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higher loss ratio. 

Mr. Light then cited a fourth member 
as saying: “I would hazard a tentatiye 
and not well founded opinion that claim 
rates under health insurance (other than 
weekly indemnity) will not show higher 
claim rates for extended periods of lay. 
off, assuming premiums are maintained 
I think there is enough volition an4 
lee-way in health care to permit people 
to avoid medical expenses in considerable 
part, when they do not have ready cash, 
During lay-offs they probably will not 
have much money for health, unless jt 
is pressing. I am presuming here, of 
course, some degree of residual cost to 
the insured. 

“IT might also have to make an excep. 
tion with respect to any plan which js 
so constructed as to permit considerable 
choice on the part of the claimant or 
doctor as to whether he will obtain 
medical care under a mechanism for 
which reimubursement is provided or 
under one for which no reimubursement 
is provided.” 

The fifth and final question proposed 
by the speaker to the committee had to 
do with the mechanics of payroll deduc. 
tions, since the understanding was that 
separate trust funds were contemplated 
in connection with guaranteed annual 
wage plans. In this area it appeared 
that without available experience the 
problem had still to be met. 
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lations, whose responsibilities will com- 
prehend maintaining liaison between the 
association and its member companies, 
provision of the association’s services to 
the members, dissemination of informa- 
tion developed by the research activi- 
ties and the law department and the 
conduct of meetings, seminars and con- 
ferences. 

“The fourth principal officer is the 
director of research and _ information, 
who as his title implies, will have a 
great deal to do with the establishment 
and conduct of studies and _ surveys, 
preparation of information for dissemi- 
nation to member companies, the public 
generally and the special publics such 
as the doctors and the hospitals. 

“A final feature of the organization's 
structure,” said Mr. Faulkner, “will be 
the public relations committee, a semi- 
autonamous group elected by the board 
of directors to serve as the policy de- 
termining body in public relations mat- 
ters. It is hoped and expected that a 
mutually satisfactory arrangement can 
be devised between the Health Insur- 
ance Association of America and _ the 
Institute of Life Insurance, by which 
the latter organization will be responsi- 
ble for the administration of a new In- 
stitute of Health Insurance which will 
become the vehicle for carrying on the 
public relations work of A. & H. insur- 
ance, 

“The planning committee of the or- 
ganizing committee for the new asso 
ciation,” he went on to explain, ‘has 





recommended that in addition to the } 


public relations committee nine princi- 
pal committees be appointed. Each such 
committee will have certain responsibili- 
ties in a particular area of interest to 
the association. The committees pro 
posed are actuarial and statistical, ad- 
ministrative, Group insurance, Healt 
Insurance Council, individual insurance, 
legal, legislative and regulatory, mem- 


bership and ethical standards, and nom § 


nations. 

In his concluding remarks, Mr. Faulk 
ner said the foregoing is, therefor 
purely suggestive. “While the details 
of the operating organization of the a 
sociation are still not completely spelled 
out, it seems altogether likely that the 
specific function of the association ™ 
Group insurance matters will require tt 
closest liaison between the Group comr 
mittee, the staff and several other stant 
ing committees of the association. 
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Major Medical Expense Panel Features 
Talks by Garman, Moreen and Shinn 


New York, N. Y., Feb. 8—An exchange 
of views on the subject, “Replacing Basic 
Forms of Coverage by a Major Medical 
Expense Type Plan with a Low De- 
ductible’ was one of the featured panel 
discussions here on this afternoon’s pro- 
gram of the joint Bureau-Conference 
Group meeting. Panelists were John 
Garman, secretary, Connecticut General 
Life; Howard A. Moreen, secretary, 
Aetna Life, and R. R. Shinn, assistant 
vice president, Metropolitan Life. As 
the lead-off speaker Mr. Garman set the 
stage for more detailed discussion of 
this timely subject as well as encouraging 
continued experimentation to improve 
medical expense insurance. 

Mr, Garman defined the comprehen- 
sive plan as one which (1) does not limit 
or restrict benefits to specific sources of 
charges. This might be referred to as 
the blanket approach to coverage. (2) 
provides reimbursement up to substantial 
limits and (3) contains a specified de- 
ductible and coinsurance provision. This 
plan, he said, might also be described 
as the major medical or medical catastro- 
phe concept extended down to first-dollar 
charges. 

The speaker said that A. & H. com- 
panies began writing, about 1930, bene- 
fit plans that reimbursed for specific 
types of charges, and for the next 20 
years the industry’s efforts were directed 
primarily to increasing the level of bene- 
fits and increasing the number of spe- 
cific areas for which reimbursement 
would be made. Then, about 1950, “we 
began experimenting with major medical 
coverage, offering it usually as a supple- 
ment to a conventional basic benefit 
plan. This was an important step in the 
development of medical expense insur- 
ance as it focused attention on (1) a 
maximum payment substantially greater 
than maximums under conventional 
plans; (2) a blanket approach to cover- 
age, and (3) a specified deductible and 
coinsurance provision. 


Public Acceptance Encouraging 


Mr. Garman declared that public ac- 
ceptance of major medical as a supple- 
ment to a basic conventional benefit plan 
has been encouraging. “This may mean,” 
he said, “that not only has the idea of 
broad coverage with high limits been 
accepted, but that inclusion of a deduc- 
tible and coinsurance is also completely 
acceptable. Whether this latter accept- 
ance will continue in the future has yet 
to be demonstrated.” 

He then examined pros and cons of 
these comprehensive plans, noting that 
the most important advantage is that 
they provide substantial reimbursement 
for charges resulting from serious acci- 
dents or illnesses. Secondly, they reim- 
burse for practically all types of medical 
charges and, in addition, encourage the 
Insured to select the most appropriate 
type of medical services. Furthermore, 
the fact that comprehensive plans con- 
tain a deductible and coinsurance feéa- 
ture as premium control mechanisms 
makes it possible to merchandise them 
at a moderate premium rate. 


Areas of Disadvantage 


As to the disadvantages, Mr. Garman 
directed attention to “employe resist- 
ance” and said: 

_ “Under the conventional plans, the insured 
18 accustomed to receiving payment for small 
bills and may be unaware or unappreciative of 
the likelihood of catastrophic charges affecting 
him, We counter by saying that the administra- 
tion Cost associated with the payment of small 
bills is quite large and that the insured should, 

1 most cases could, pay such bills from 
Savings, current income or through budgeting. 
Even though he admits that he could handle 
Such bills Personally, the insured may not want 
to. Maybe he would rather have these bills paid 


through a prepayment insurance plan and fully 
realizes that to do so will be more costly. We 
must not lose sight of the fact that our insureds 
are constantly exposed to the ‘easy monthly pay- 
ment’ sales approach from other sources.” 


The speaker classified the second area 
of “disadvantage” as “employe appreci- 
ation,” and said: “Regardless of the rea- 
son that influences employers to pur- 
chase plans, they have a right to expect 
that a good plan, properly designed and 
successfully administered, and one made 
possible only through their cooperation, 
will improve the relationship that exists 
between them and their employes.” 

The third general area he classified as 
“effect on suppliers’ including “those 
people who supply the services that our 
plans are designed to reimburse for; 
such as doctors, hospitals, nurses and 
druggists.” He noted in this connection 
that where introduction of the deductible 
and coinsurance requires the insured to 
pay a larger share of his medical costs, 
the collection problems of the supplier 
may become more acute. Also, when the 
blanket approach to coverage applies, no 
one of the suppliers has any prior claim 
to the benefits that are payable. He also 
felt that the deductible poses problems 
to hospitals in administration of their 
admission practices. 

He emphasized in closing that while 
the A. & H. industry can be proud of 
its accomplishment in the major medical 
field to date “we should not view it as 
a perfect solution. Perhaps as we pro- 
gress we can find ways to solve the 
problems and eliminate disadvantages 
without changing the approach.” 


Shinn on Policyholder Objectives 


R. R. Shinn, second speaker on this 
panel reviewed some of the answers to 
the simple but penetrating question: 
“What is the objective of this plan— 
what is the policyholder trying to ac- 
complish? He listed the following as 
some of the principles which seem im- 
portant in the development of compre- 
hensive medical expense plans: 

“Extend Scope of Insurance Cover- 
age—While employers and the insurance 
industry can properly be proud of the 
effective service they have performed 
together in the development of hospital- 
surgical insurance, it is clear from our 
experience that there is a need to extend 
the insurance principle to meet expenses 
involving other types of medical service 
—particularly relatively large expenses. 
For this reason employers are seeking 
well rounded and comprehensive medical 
insurance plans which attack medical ex- 
penses on a broad front. 

“Discourage Unnecessary Use of Hos- 
pital Facilities—It is generally agreed 
that the typical hospital-surgical plan 
has encouraged some employes to seek 
hospital confinement in order to qualify 
for medical benefits, even though the 
medical services could just as well have 
been provided outside of the hospital, 
often at lower cost. By providing simi- 
lar protection for medical expenses 
whether incurred in or out of a hospital, 
it is hoped to discourage unnecessary 
use of hospital facilities. 

“Divert Attention from Relatively 
Small Claims—Under a typical hospital- 
surgical plan a large number of relatively 
small claims are processed. Payment for 
these small claims is uneconomical from 
an administrative point of view and 
serves no real purpose in that the em- 
ploye can easily budget such expenses 
without financial inconvenience. Thus 
far our experience has been that both 
employers and employes accept this 
principle, if the over-all plan is properly 
constructed. 

“Provide More Adequate Coverage for 
Cases Involving Substantial Medical Ex- 


pense—Thhe insurance mechanism meets 
its primary function when it provides 
protection to the insured against the 
unusually high medical bill and not when 
used to pre-pay the cost of small bud- 
getable expenses. By focusing the claim 
dollars saved on the small cases to those 
cases involving substantial medical ex- 
penses, protection is being given where 
the greatest need’ exists. 

“Coinsurance—Many typical hospital- 
surgical plans already have a coinsurance 
provision, even though it is not always 
spelled out as a part of the policy pro- 
visions. Any plan where the ‘level of 
hospital benefits or the surgical schedule 
is below the going rate involves coinsur- 
ance even though it may be sugar-coated. 

“Experience has convinced many that 
coinsurance provides a type of control 
which should have a favorable effect on 
the long term cost of the insurance 
programs and should, at the same time, 
tend to increase the employe’s interest 
in the quality and charges made for 
medical care.” 


Simple Plan Design 


Further along Mr. Shinn pointed to 
the simple plan design of major medical 
coverage, noting that by elimination of 
inside limits and by extension of the 
plan to a broad area of medical ex- 
penses the plan is simplified. As to 
duplication of coverage, he remarked: 

“If a comprehensive plan is designed 
with a proper level of benefits there 
should be little or no need for duplication 
of coverage and the general adoption of 
comprehensive plans could go a long 
way toward the correction of the prob- 
lem of duplicate coverage.” 

Then, in discussing the “reasonable 
cost” feature of the comprehensive plan 
he said it was encouraging to find that 
for the average case an adequate com- 
prehensive plan can be constructed at a 
cost very close to that of an up-to-date 
basic hospital and surgical plan with a 
standard major medical supplement. He 
admitted that costs for the future are 
another problem; no one has the answer. 
“However, employers, employes, insur- 
ance companies and the providers of 
medical service all have a common ob- 
jective, and with patience and under- 
standing it is hoped that costs of these 
plans can be kept in proper balance.” 


Moreen on Popularity of the Plan 


Howard Moreen, final speaker, touched 
on comprehensive plans from the stand- 
point of their popularity and acceptabil- 


ity, and said in part: 
“Many good insurance men have gone wrong 


designing plans which are fundamentally sound 
but unsaleable. Do we have such a product in 
the comprehensive plan? 

“We must consider the popularity or accept- 
ability of this plan from the standpoint of four 
interested parties. These four parties are the 
insurance company, the agent or broker, the em- 
ployer and the employes. 

“First, from the standpoint of an insurance 
company—insurance underwriters all recognize 
the inherent sound principles upon which the 
comprehensive plan has been developed. 

“Second, from the standpoint of agents and 
brokers—the salesmen like this new product not 
only because they also recognize its soundness 
but because they are anxious to present a new 
idea or a new product to their clients; therefore, 
we needn’t fear the lack of producer interest in 
comprehensive plans. 

“Third, from the standpoint of the employer— 
generally a receptive audience. Employers readily 
see the advantages of a comprehensive plan. They 
appreciate the need for screening out small bills 
by having a deductible amount applied against 
first doMar expenses. Furthermore, employers 
also recognize the value of coinsurance which 
makes the employe a financial partner in. the 
medical services and supplies he needs and de- 
mands. More important, employers are cognizant 
of the need for broader protection. They want 
health insurance protection which is truly com- 
prehensive in scope. : 

“Fourth, and generally the most important, is 
the employe. What does he think about the com- 
prehensive plan? Employes like the catastrophic 
nature of this new plan and the wide range of 


medical expenses covered. On the other hand, 
employes generally do not like ‘deductibles’ and 
‘coinsurance’ in health benefit plans. 

“T don’t want to imply that employes. 
can’t be sold the comprehensive plan, 
but we must appreciate that the sale 
may not be easy. We can blame no one 
but ourselves for this situation since we 
have been selling first dollar hospital 
and surgical benefits at a fantastic rate 

(Continued on Page 54) 
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lems inherent in its development, in ad- 
dition to the legal and political issues, 
must be carefully studied,” he said. 


200 Bills on Social Security Alone 


The speaker’s advice was that consid- 
eration of the industry this year should 
center around only those issues which 
are of paramount importance. In this 
category he placed Social Security, not- 
ing that there are over 200 bills alone 
on this subject. Mentioning in particular 
H.R. 7225 which would extend S. S. cov- 
erage to an additional 250,000 persons, 
mainly self-employed professionals, he 
said it was overwhelmingly passed in 
the first session of Congress by a vote 
of 372 to 31 in the House. This was 
without hearings and under a_ closed 
rule. Last July the bill reached the Sen- 
ate Finance Committee which heard 
Government witnesses recommend thor- 
ough study of the entire S. S. program 
before enactment of the H.R. 7225 
amendments. After one day the hearings 
were postponed. But they were resumed 
on January 26. 

Mr. Neal reported that Senator Byrd, 
chairman of this committee, has received 
many requests te be heard and intends 
to hold full hearings. They are being 
scheduled intermittently, usually for two 
to three days a week. On this basis, 
hearings will probably continue for some 
time. “The Bureau and the Conference 
are scheduled to be heard in opposition 
to the amendments on February 14,” 
said the speaker, “and we are fortunate 
indeed that John Joanis, secretary and 
general counsel, Hardware Mutual Casu- 
alty, will testify in our behalf.” 


D. of C. Cash Sickness Plan 


Reference was then made by Mr. Neal 
to the non-occupational disability pro- 
gram for the District of Columbia which 
was introduced at request of the U. S. 
Labor Department in the closing hours 
of the first session of Congress. He said 
this plan vaguely resembles the cash 
sickness program in effect in New York 
in that it is all private in nature, except 
for a governmental pool which would 
provide coverage for employers with 
gross annual payrolls less than $20,000. 
Enactment of such legislation in D. of C. 
would provide a model program. 

The speaker indicated that the Bureau 
and the Conference are opposed to this 
bill as are the life and casualty associa- 
tions and the Washington Board of 
Trade. It is not known, he said, if the 
bill will receive attention from the Sen- 
ate District Committee to which it has 
been referred. 


C. M. Eddy’s Testimony 


Attention was then directed to the 
military dependents’ bill (H. R. 7994) on 
which hearings are presently being 
heard. This bill would provide an in- 
surance plan for dependent care through 
civilian doctors and hospitals with the 
cost apportioned between the serviceman 
and the government, on approximately a 
30 to 70 basis. Mr. Neal said that C. 
Manton Eddy, vice president-secretary, 
Connecticut General Life, suggested in 
testifying before the House Armed 
Services Committee, that the Govern- 
ment consider establishing a comprehen- 
sive health insurance plan, and that 
Secretary of Defense be authorized to 
contract directly with one or more in- 
surance companies that are licensed in 
all states and the D. of C. ... those 
companies qualified by experience in 
this type of insurance to administer the 
plan. In addition, Mr. Eddy recom- 
mended that the government pay the en- 
tire cost of the dependents’ coverage “as 
a means of putting the program into 
effect quickly, more economically, and 
with less administrative difficulty.” 


Union Welfare Funds 


Mr. Neal gave considerable attention 
to the union evelfare fund investigations 





being undertaken by the subcommittee 
of the Senate committee on Labor and 
Public Welfare and the House sub- 
committee of the Committee on Edu- 
cation and Labor. “Both committees 
have been critical of labor, manage- 
ment and the insurance industry,” he 
remarked. He noted that on January 
26 the Senate extended the time for in- 
vestigation of these plans to March 15, 
1956. At the same time the Adminis- 
tration’s full disclosure bill (S. 3051) was 
introduced at the request of the Labor 
Department bv Senators Ives and Allot, 
Republicans. It would provide for full 
disclosure of financial operations of wel- 
fare and benefit plans established bv 
employer or employe or employe organi- 
zations, or both, to provide benefits such 
as individual or dependent’s hospital or 
medical care, pensions or retirement an- 
nuities, and compensation for injuries or 
illness. The bill would be administered 
by the Secretary of Labor. Presenting 
the insurance industry’s attitude on this 
bill Mr. Neal said: 

“The insurance business is not op- 
posed to reasonable disclosure, nor is la- 
bor. The unions, however, recommend 
revision of state laws to permit insur- 
ance companies to do business with 
unions without paying a commission if 
an agent’s services is not involved. 
Unions also favor regulation of commis- 
sions when an agent’s service is in- 
volved. This would permit a form of 
‘wholesale purchasing’ by unions which 
would discriminate against other buyers 
and no good reason is apparent why this 
should be done. 

“The insurance business should be, 
and is, opposed to any principle which 
would limit or eliminate agents’ com- 
missions in the union welfare field or 
any other, except the principle of free 
and open competition. Reasonable dis- 
closure would permit the forces of open 
competition to function more completely 
in the management of union welfare 
funds and would help insure sound man- 
agement practices.” 

Among other subjects touched on by 
Mr. Neal were the Federal employe 
group health program (Civil Service 
Commission now studying a high de- 
ductible form of major medical to be 
administered as part of Group life pro- 
gram and to be paid for by the govern- 
ment); 
vestigation of alleged misleading and 
false advertising; and miscellaneous 
matters. In that category is H.R. 8218, 
introduced in January, which would pro- 
hibit insurance companies doing any 
business of an interstate character from 
issuing individual or Group health hos- 
pitalization and accident insurance which 
is contestable after a period of three 
years for any reason other than non- 
payment of premiums. 

Mr. Neal said that Congressman Percy 
Triest, Tenn., chairman of House Com- 
mittee on Interstate and Foreign Com- 
merce to which this bill was referred, 
has doubts as to the legality of this 
measure. 
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Another Carrier—Alan M. Thaler, The 
Prudential; Special Underwriting Prob- 
lems Arising in Particular Areas— 
Brooks Chandler; Provident Life & Ac- 
cident. 

Also, Conversion of Hospital, Surgical 
& Medical Expense Coverages—R. Hoff- 
mann, the Equitable Society; Profes- 
sional Association Group Insurance— 
Douglas J. Moe, United States Life; 
Techniques in Coping with Excessive 
Medical & Hospital Charges—H. W. 
Scoins, M.D., Lincoln National Life; 
Coverage for Retired Employes & De- 
pendents—Harold V. Lyons, State Mu- 
tual Life Assurance.; Promotion of 
Policyholder & Employe Appreciation of 
Group Plans—Aids in Policyholder Edu- 
cation—T. E. Baldwin, Mutual Benefit 
H. & A. Association. 


Federal Trade Commission in- , 


Over Insurance Report 
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subcommittee’s latest draft of medical 
care—other insurance proration clause. 
He explained that this clause restricts 
its operation to the more costly medical 
care problems by utilizing a trigger 
point of aggregate expenses in one 
month in any one of three categories— 
hospital charges, physician and surgeon 
charges and other medical care charges. 

He brought out that the clause would 
encompass individual and Group policies, 
service plans like Blue Cross-Blue Shield, 
and all formal uninsured plans. A cen- 
tral clearing house, he said, would also 
be necessary for practical working of 
the clause. There would be no return of 
premium provision. 

Finally, the clause would permit ap- 
plication of duplicate benefits to unin- 
sured medical expenses and to deduc- 
tibles and coinsurance. This is deemed 
necessary as a matter of simplicity and 
fair dealing, said the speaker. 


Orsini Makes Comments 


Louis A. Orsini was called upon by 
Mr. Cody to describe in more detail the 
thinking behind the loss of time-relation 
to earnings clause and to explain in 
particular the differences between this 
clause and the type of permissive clause 


presently incorporated in the uniform 
provisions for individual policies. My 
Orsini also commented on the general 
nature of the medical care-other insyr- 
ance clause, especially as to the differ. 
ences between this clause and the type 
of clause currently being considered by 
the California Insurance Department. 

The consensus of opinion of the syb- 
committee was that the danger today of 
overinsurance is not sufficient to impel 
companies to seek a preventive, such as 
an inter-company system, although most 
companies, it was felt, seek to minimize 
overinsurance through underwriting to 
the extent practically feasible. However, 
the subcommittee sounded this note of 
warning: 

“If economic recession decreases in. 
come levels, overinsurance in the loss of 
time field would become actively dan- 
gerous as it did during the depression 
under total and permanent disability 
benefits attached to Ordinary life poli- 
cies and under non-cancellable accident 
and sickness policies. These effects will 
become more serious as total and per- 
manent disability benefits payable to 
age 65 become more popular on a Group 
basis. Furthermore, as major medical 
coverage becomes more general, over- 
insurance will become extensive and 
dangerous in the medical care field. The 
danger is probably more imminent in 
the major medical field.” 





New Jersey and Michigan 
Adopt New Adv. Rules 


The New Jersey and Michigan Insur- 
ance Departments, in addition to that of 
New York, have approved rules govern- 
ing advertisement of accident and sick- 
ness insurance. These are the rules 
adopted by the National Association of 
Insurance Commissioners last December. 

The West Virginia Insurance Depart- 
ment has announced it will hold a hear- 
ing April 2 at Charleston, on the pro- 
posed advertising code. 

New Jersey and Michigan adopted the 
code in the form recommended by the 
NAIC. 

New York and New Jersey adopted the 
code on February 1. The rules will be- 
come effective 90 days from that date. 





DITC MEETING IN CHICAGO 


Stuart Ferris, LIAMA, Elected a Trus- 
tee; John Galloway Reports Finan- 
cial Operations “in the Black” 

Stuart Ferris of the Life Insurance 
Agency Management Association, was 
elected to the board of trustees of the 
Disability Insurance Training Council at 
its meeting in Chicago on January 29. 
Mr. Ferris was elected as an individual 
rather than as a_ representative of 
LIAMA. 

The meeting was attended by DITC 
trustees, board members of the Interna- 
tional A. & H. Association and mem- 
bers of an instructors’ committee to ad- 
vise and recommend changes in text and 
procedure. 

Chief changes recommended in the 
text were the addition of more informa- 
tion on hospitalization and the inclusion 
of the new NAIC advertising code for 
A. & S. The advisability of including 
more material on Group was discussed, 
but no recommendations or changes 
were made at this time. 

Reporting on the financial operation 
of DITC, John Galloway, Provident Life 
& Accident, Birmingham, Ala., who is 
interim director of the organization, 
told trustees and others present that 
DITC is now operating “in the black.” 

The report on schools from instructors 
present was given by Leslie King, Hoo- 
sier Casualty, Indianapolis; Dale Potts, 
executive vice president, Wisconsin 
Casualty, Milwaukee; Arnie Bruheim, 
North American Life & Casualty, 
Minneapolis; and William Highfield, R. 
& R., Indianapolis. 





New York Ins. Department 
Adopts Adv. Rules for A. & S. 


The New York Insurance Department 
has announced the promulgation of Reg- 
ulation No. 34 embodying rules govern- 
ing accident and _ sickness insurance 
advertising by companies in the state, 
The regulation was promulgated, pursu- 
ant to provisions of Section 21 of the 
Insurance Law. 

Companies, at a January 25 hearing at 
the New York Department, had an op- 
portunity to voice objection, if any, to 
the adoption of the regulation. 

It is contemplated, the Department 
states, that the regulation will be fol- 
lowed by an interpretive guide which is 
now in the process of preparation. 





DIAGNOSTIC SERVICES COST 

Diagnostic services have been esti- 
mated to cost $48,000,000 a year if Can- 
ada should establish a national health 
insurance plan as generally expected, 
with this believed to be likely as a 
start in this direction. 





DITC COURSE IN SAN DIEGO 

The San Diego A. & H. Association is 
organizing a DITC course with E. N. 
Gruber handling the preliminary work. 


Major Medical Panel 
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during the past decade. We cannot ex- 
pect to change the insurance buying 
habits of the public overnight.” 

Mr. Moreen warned that “we should 
not move too fast with this new prod- 
uct. I say this with the knowledge and 
belief that the comprehensive plan 1s 
the finest health insurance protection the 
insurance industry has developed. These 
plans are truly ‘health insurance at its 
best.’ There are many approaches as to 
how comprehensive plans can be best 
underwritten and as to how they can be 
made more attractive to employes. We 
are obviously experimenting in this field. 
While greater numbers under an expetl 
ment make for more conclusive results, 
the need to build this new product 
soundly from the start seems to dictate 
a moderate degree of restraint in of 
sales effort. 

“Let’s not oversell this new product 
rather, let’s also spend time educating 
the public about a new health insurance 
concept.” 
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